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What could be Simpler 








..» than BRODIE BiRotor 
measuring units? 




















— It’s what's inside that counts 


Just two simple rotors in a compact unit-built assembly encased 
in a welded all steel housing—that’s a Brodie BiRoter Meter in a 
nutshell. In terms of metering performance and service, this means: 


e No metal-to-metal contact in measuring unit 

e No complicated mechanisms 

e Ready accessibility for inspection and cleaning 
e No need to disturb line connections 

e Complete interchangeability 


—and above all, millions of gallons of service with no measurable 
wear, less maintenance, less repair. Simplify your metering prob- 
lems with Brodie BiRotor Meters. Investigate fully. Write for com- 
plete details. 


ALL-STEEL 


Bropie Bik” METERS 


RALPH N. BRODIE CO., INC. . ALVARADO & WEST 137th AVE., SAN LEANDRO, CALIFORNIA, U.S. A. 
Division Offices: 550 SO. COLUMBUS AVE., MT. VERNON, N,Y. + 59. VAN BUREN, CHICAGO 5, ILL. + 167 PARKHOUSE STREET, DALLAS, TEXAS 
221 9th AVE. N., SEATTLE 9, WASH. + 5401 E. SHEILA STREET, LOS ANGELES 22, CALIF. » REPRESENTATIVES AND STOCKS IN ALL PRINCIPAL CITIES 
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Home cooling Profits are here! 
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OHI Directors meet 

Census surveys secondary fueloil Stocks 
PAD names Midwinter 


Underwriters circulate gas Standard 








OPA clarifies East Coast price Rise 
New York raises Fire Department Fees 
Census Data on heating Wholesalers 
Massachusetts rules on “Plumbing” 

MEMBER 
¢ C A Corrections for oilburner Catalog 
— U. S. Dept. of Labor fueloil Prices 





cS CO 8 Fe ee ee 


PAGE AUTHOR 

55 BERT DUNPHY 

58 ROBERT GRAY 

62 J. W. SCHULZ 

66 

68 

70 

72 FRED BURROUGHS 

76 

78 
104 G. S. WHITNEY 

DEPARTMENTS 

57 

6 Names in the News 

61 

10 ~=Editorial Leaks. 

69 

12 Oilheating Trends 

71 

16 Government on Fuels 

74 

88 Everyday Snags 

75 YEARLY: 
100 . Readers’ Forum $3.00 
80 
122 Industry Groups 

82 CANADIAN: 
136 Readers’ Problems $4.00 
84 
pe New Products ‘) SINGLE COPY: 
157. Manufacturers’ Activities 50¢ 
86 








COPYRIGHT 1952, HEATING PUBLISHERS, INC. 
ALL RIGHTS RESERVED. 


NO PART MAY BE REPRINTED WITHOUT WRITTEN PERMISSION. 


PUBLISHED MONTHLY 
BY HEATING PUBLISHERS, INC., PUBLICATION OFFICE: 109 MARKET PLACE, 
BALTIMORE 2, MD. EDITORIAL AND ADVERTISING OFFICES: 2 WEST 45TH , 
ST... NEW YORK 36, N. Y. ESTABLISHED 1922. 
NEW YORK TELEPHONE: MURRAY HILL 2-4786 


ENTERED AS SECOND CLASS MATTER AT THE POST OFFICE AT 
BALTIMORE, MD. 





LEOD D. BECKER, Chairman, Board of Directors 
ROBERT GRAY BERT DUNPHY A. G. WINKLER 
Editor Assistant Editor Advertising Manager 
John W. Schulz, Technical Editor Samuel S. Rutter, News Editor 
Albert C. Esser, Circulation Director 





Lee Steedle, Assistant Advertising Manager 
Mid-West Manager: Harold J. Hannigan 
349 W. Washington Blvd.,.Chicago 6 Phone: Financial 6-3221 


% Pacific Coast Representative: Don Harwa 
1709 West 8th St., Los Angeles 14, Cal. Phone: Dunkirk 2-8576 


Among other things . 


Have you wondered about selling summer cooling? Read 
on page 35 how one dealer has done it and how he plans 
to expand in this profitable field. Subsequent articles will 
follow on the market for cooling, with case histories. 


Everyone’s been talking about the Iron Fireman-Petro 
“marriage.” You can learn of its background and plans 
for the future in “Two Roads to Market.” 


Other interesting articles explain why Sparky wants 
you to vote, tell how St. Louis promotes oilheating and 
outline OHI’s Distribution Division promotion program for 
its members. 


Above all, don’t miss the last chance to enter our big 
$1,000 Contest. Rules and details on pages 66 and 67. 
Contest closes August 31! 
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80 to 83° in FIELD TESTS 
*Patented stainless steel intensifier tubes STAINLESS STEEL 


exclusive with Acme, make the difference. 
They cut chimney heat loss; speed heat 
transfer from combustion chamber to boiler. 
Homeowners get faster heat and real fuel 
saving — two advantages that pay off for 
more winters, because every Acme Dual 8 
is A.S.M.E Code Constructed of heavy 
welded steel. Its rated capacity is certified 
by the National Association of H. P. & A. C. 
Contractors. Result: contagious customer 
satisfaction ... and more sales for you. 

Acme Dual 8 is easy to install and service: 
the cabinet can be installed after all piping seaabeie ia aecialiehis Gini tna 
has been completed; all controls are on the —pojter-burner units: Acme Heat 
front of the boiler; the intensifier tubes are ing Division, 1033 New Britain 
teadily accessible. Ave., West Harttord, Conn. 


INTENSIFIER TUBES 





Write for the new folder illus- 


*U.S. PAT. No. 2,560,275 
















Names in the News 


James H. Binger has been elected 
vice-president, Minneapolis 













Honeywell Regu- 
lator Co., Minne- 
apolis, Minn. 
Since 1950, Bing- 
er has been vice- 
president and 










general manager 
of the company’s 
Belfield Valve di- 


vision in Phila- 













delphia, His new headquarters will be 
at the company’s executive offices in 
Minneapolis. Binger joined Honey: 
well in 1943 and in 1945 was elected 
assistant secretary. Two years later 
he becamessistant vice-president and 
transferred to the sales department. He 
held that position until his election 
of vice-president of the Belfizld Valve 
division. 


Maurice H. Klett has been elected 
vice-president, C. A. Olsen Mfg. Co., 
Elyria, O. Klett 
has been associ- 
ated with the 
heating industry 
for over 27 years 
in the sale and 





promotion of 
heating equip- 
ment, promoting 






and conducting 
educational and technical schools for 
jobbers and dealers in proper methods 
of installing and selling home heating. 
He has been with C. A. Olsen for th 
past seven years aS a sales representa’ 
tive for the central and mid-west sec’ 
tions of the country. 


K. O. Ralphs has been promoted t 
the post of regional sales manaver fot 
Timken Silent Automatic Div., Jack 
son, Mich. Ralphs will have charge 
heating equipment sales in Wisconsit FO 













HELP YOU PROVIDE BETTER 
HOT WATER HEAT 


more conveniently 
and economically 





hrush Water 
Circulators 


Low volume horizontal units 
for small heating plants. 
Ye", 1", and 11/4," sizes. 


AN INCREASING number of smaller hot water 
heating systems are now being installed. The low 
water content of these systems requires small, low 
capacity circulators if ‘‘volume hum’”’ is to be avoided. 
These new competitively priced small units enable you 
to do a better job at lower cost. Powered with '/, 
horsepower motors, with the same mechanical con- 
struction of the larger Thrush Circulators, and built-in 
lubrication, they will run quietly and smoothly for 
years. For information on the complete Thrush Flow 
Control System and other time-saving, money-saving 
hot water heating specialties, see your wholesaler or 
write Dept. C-8. 


H. A. THRUSH & COMPANY 


PERU © INDIANA 


Ow CONTROL HOT WATER HEAT 








Warehouses 


Spill Fires 












Storage Tanks 

















Loading Platforms 














Central Foam-making System 


Complete Plant Fire Protection 
From One Central System 


This Pyrene* installation will enable you to instantly feed large 
quantities of air foam to any predetermined point. Pipelines 
run from centrally located proportioning tanks to all your 
fixed fire hazards. Simply by turning the proper valve, one man 
can quickly start the air foam feeding. Connections, strategi- 
cally placed, enable you to couple in a hose and playpipe for 
extinguishing spill fires, warehouse fires, loading platform 
fires, and the like. Protect your investment this easy way. 
Write for name of nearest Pyrene jobber today. 


*T.M. Reg. U.S. Pat. Off. 


PYRENE MANUFACTURING COMPANY 


695 Belmont Ave. 


Newark 8, New Jersey 


Affiliated with C-O-Two Fire Equipment Co. 





. . « « Names in the News 


Minnesota, North and South Dakota 
and metropolitan Chicago. Ralphs 
joined Timken as an installation and 
service mechanic, later becoming a 
salesman and then sales manager of 
the firm. After World War II, he be- 
came district sales manager in the New 
England area, a post he held until his 
latest promotion. 


Carl B. Sykes, appointed New Eng- 
land district representative for the 
American Petroleum Institute, New 
York 20, N. Y., replaces John F. 
Campbell recently promoted to senior 
district representative for the Great 
Lakes district. Joseph W. Palmer has 
been named to fill a vacancy in the 
Rocky Mountain district with head- 
quarters in Denver. Sykes for the 
past two years has been with the news 
department of the Christian Science 
Monitor in Boston. Palmer, for the 
past four years, has been with Mac- 
Gruder-Bakewell-Kostka, Inc., Denver 
advertising agency. 


Maurice Roderick Eastin has been 
appointed assistant manager of the 
Control sales <di- 
vision, Perfex 
Corp., Milwaukee 
7, Wis. Eastin 
graduated from 
the University of 
Illinois as an Elec- 
trical Engineer. 
During the fol- 
lowing years, he 
progressed through various positions 
with the New York Central Railroad 
to manager of Electrical Equipment. 
In 1946 he joined Minneapolis 
Honeywell and rose to manager of the 
Transportation Division before joining 


Pi 





Perfex. 


William J]. Debler, manufacturers 
representative in New England, has 
been named New England repre: 
sentative for Delaven Mfg. Co., 
Des Moines 13, Ia. Debler, who 
has been active in the oilheating 
field since 1922, represents manu’ 
facturers with his son, Bill, Jr. In adc't- 
tion to his Delavan account, Debler 
is at present handling Iron Hide coin 
bustion chambers and baffles; Aqua’ 


(Please turn to page 169) 
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Why Expect Your Customers 
to Buy an Unbranded Fuel Oil? 


UL . 


It pays you as a fuel oil dealer to sell a branded 





product. Brand names protect your customers— are their 
assurance of getting what they pay for. Brand names 
protect you— safeguard your reputation, make your selling 


job easier. It’s good business to sell a popular brand. 


e 
And remember, all America knows and trusts the Sign Mobilheat 


of the Flying Red Horse! Sell Mobilheat! 








SOCONY-VACUUM OIL COMPANY, !NC., and Affiliates: MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION 
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THE JUSTICE DEPARTMENT is out to 
prove that five American and two 
British oil companies form a world 
cartel that divides up the market and 
keeps prices adequate. They say that 
these companies exert more political 
influence in certain foreign countries 
than does the State Department. 

That part of it is understandable. 
When you offer a desert monarch half 
of the profits from producing oil in his 
bailiwick, with a few hundred wells 
averaging four thousand barrels a day, 
it’s hard to get him excited about diplo- 
mats and protocol. A string of new 
Cadillacs can be persuasive. 

But all of this is shadow boxing. 
The Administration, to stay in office, 
is out to prove that big business is about 
to ruin the world, not to mention the 
effect on our nation. 

Steel has already been flayed, alu- 
minum de-monopolized, public utili- 
ties pried apart, all in a spirit of pure 
altruism, but petroleum has been hard 
to thumbtack. 

It isa fair bet that nothing will come 
of the new ruckus, But between now 
and November look for lcts of tub 
thumping. 


\/ 
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OILHEATING DEALERS who worry about 
the low price of natural gas in some 
of the Midwestern markets should 
move over; the gas industry wants to 
get in bed too. 

The utilities in a lot of cities are 
most unhappy over their rates. They 
have pride in the fuel they sell and 
their feelings are hurt by being forced 
to sell it so much below the “inferior” 
competitive fuels, To them it makes 
no sense. 

The bug under the chip is public 
regulation of their operations. In most 


10 


states they are forbidden to make more 
than 6% or 612% on their capital. 
They still have supply contracts with 
pipelines going back to earlier years, 
at low rates, They are earning their 
maximum allowables even at unreason- 
ably low rates because they practically 
steal their raw material. 

In helping a Western gas executive 
to weep over this situation one day 
last month, it came to light that he is 
selling large industrial users at two- 
thirds of the equivalent cost of coal 
and less than half the price of oil. His 
customers are willing to pay consider- 
ably more before considering coal, and 
they have told him so, but that would 
throw him over his profit limit and the 
Public Service Commission would rap 
his knuckles. 

Fueloil marketers have unique prob- 
lems and troubles but how would you 
like to become a public utility? You 
would have profits guaranteed in your 
rates but you'd have worse things too! 


o, 
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IN THE PAST 12 years the U. S. has 
almost doubled its capacity to produce, 
yet added only 28% to its sales force. 
according to “Tide” magazine. Not 
only that, but the share of national 
income spent for advertising declined 
in that period from 3% to 2.4%. The 
productive capacity is there; the mar- 
ket is there; opportunities are every- 
where, Tide explains, and it might 
have said that we can have million- 
burner years almost anytime enough 
dealers train men who will ask some- 
body, to buy. 


eo 
THE OIL HEAT Assn, of Maryland in- 
tervened and successfully fought off a 
rise in rates for electricity. If that 
sounds strange, here’s why they did 
it— 

The same utility also sells natural 
gas in the Baltimore market, but did 
not ask for higher gas prices. The oil- 
heating crowd contended that the util- 
ity needed more money, not for elec- 
tricity but because its gas heating rates 
were too low. 

The utility halfway admitted this 
point but claimed that it would be un- 
sound to raise its gasheating rates since 
it had only been two years in the busi- 


ness and had to keep the rates down to 
build its load. 

The state Public Service Commis- 
sion refused the rise. That is a most 
unorthodox activity for an oilheating 
association but you'll have to say that 
the boys are awake, even below the 
Mason-Dixon Line, you-all. 


\/ 
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JUVENILE VIEWPOINT, sent in by K. 

L. Pell of Moscow, Idaho: 

Four-year-old John, needing a cork 
for his popgun: I wish Daddy didn’t 
have a job. 

Mother: If he didn’t have a job we 
wouldn’t have anything to eat. 

John: Oh yes we would. The grocery 
man would bring us something. 

Mother: We'd have to pay the grocery 
man. 

John: I don’t care; I still wish Daddy 
didn’t have to work. 

Mcther: Well, if Daddy didn’t have 
a job, then I'd have to get one. 

John: (enthusiastically) That would 
be a good idea. I wish you'd go to 
work on furnaces. 

Mother: Do you want me to take 
Daddy’s truek and go do his work? 

John: Yes, Mommy, all you have to 
do is take a piece of paper and some 
matches. You don’t need any tools. 
It’s easy. 

Mother: It’s easy, is it? 

John: First you take a piece of paper. 
Then you take a match. Then you 
light the piece of paper and throw 
the paper in the furnace. After you 
do that you throw in the match to 
make a good clear fire and to make 
the fire higher. Then ask the man 
for some money and drive home. 

Mother: Is that what Daddy does? 

John: (thoughtfully) No, he does it 
a little harder . . . but you don't 
have to do it his way. 


i 
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NOTING OUR 30TH anniversary in July, 
J. C. Johnson, president of the S. T. 
Johnson Co., Oakland, Calif., sends a 
heartwarming wire: “Happy anniver’ 
sary 30 years of good value reading 
and advertising.” 

Jess was in the industry when we 
started .. . he has had an interesting 
and prosperous career and there's 10 
body we'd sooner have to like us. 


August 
1952 
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What’s the difference between 
these two oil heat salesmen ? 





There is only one difference — VENTALARM® Signal. 


“But what a difference’, say oil heat salesmen, ‘‘when it comes to getting an 
interview with a prospect in the face of competition . . . reviving the interest of 
an old prospect .. . or coming up with that ‘special’ needed to close the sale.”’ 


And what a difference in delivery operations it makes to the fuel 
oil dealer who offers it as a means of converting customers to carefree 
‘keep full” service. 


Why these big differences? Because when you offer VENTALARM Whistling 


Tank Fill Signal service you can promise clean, convenient fuel oil delivery day or 
night — oil heat that is truly automatic. The oil man need never enter the home. 
He Just SAFELY FILus ’T1L THE WHISTLE STOPS. 


Model “‘LA” for new burner installations. Model “‘LC’’ for tanks already in use. 


Write today for free booklets entitled, ““VENTALARM Signal Deals Aces 
to an Oil Burner Salesman’”’ and “‘A Sales Plan for Fuel Oil Accounts.” 


S C U L LY S ‘ G Ni A L C 0 © 76 First Street, Cambridge 41, Mass. 


Canadian Licensee: EMPIRE BRASS MFG. CO., LTD., London, Ontario 


Contact your REGULAR 
SUPPLY HOUSE or 

VENTALARM Signal - ‘ 

variety of sizes - pi 
other Scully Fue 


Delivery Aids- 


ducts are 
Py 5. & Foreign 


ts pending- 


All Scully ss 
nufactured unger . 
— patents or paten 
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Shipments of Oilburners and Units 


(Including Exports) 
Adjusted to include manufacturers other than the 146 reporting to 
Census Bureau, FUELom & Om Heat's estimates of shipments are: 





APRIL ——— FOUR MONTHS 
Percent Percent 
1952 1951 Change 1952 1951 Change 
Conversion 31,048 32,171 — 3.5 115,952 999915 = 388 
Boiler Units 3,722 eS 11,808 22,388 — 47.2 
Furnace Units ‘10,768 9.410 + 11.4 41192 25913. — 97 
All Domestic 45,538 46.275 — 1.6 M6332 223976 — 247 
Commercial 2,335 3,633 — 3.6 9,617 15.215 — 3.6 
Total 47,873 49.908 — 4.1 177,949 238,941 — 25.5 
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June Minimum Retail Prices: Key Dealers 


: CONVERSION BURNERS BOILER-BURNERS FURNACE-BURNERS 
June Aver. $327 $700 $638 
May Aver. 328 704 641 
Price Index: Conversion Burners: January 1940 is 100% 
WHOLESALE RETAIL 
June 141.6 Six monthsago 137.2 June 133.6 Sixmonthsago 136.3 
May 138.8 Yearago 137.6 May 133.6 Yearago 135.9 





OILBURNER PRICES COMPARED TO GENERAL INDEXES 


O/ILBURNER PRICES - RETAIL CONVERSION BURNER - JAN. 1940=100 
INDIVIDUAL INCOMES — BUREAU OF LABOR STATISTICS — 1939 = 100 -ceeeeeernner= -- 
CONSTRUCTION COSTS —RESIDENTIAL- DEPT. OF COMMERCE -1939 =100 — = ene = mee 
CosT OF LIVING - BUREAU OF LABOR STATISTICS — 1935-39=1/00 ccccoxccaqDDDDODOCONDO 
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Oilheating Trends 


JUNE INSTALLATIONS of domestic oil- 
burners and units are estimated at 
46,071, a significant drop from 52,947 
in May but a 6% gain over June 
last year when there were 43,625 in- 
stallations. The total for the first half 
of the year is estimated at 253,741, 
compared with last year’s 231,006 in 
the same period. This represents a 
10% increase. It is generally recog- 
nized that the first half of any year 
sees one-third of its oilburner installa- 
tions. If this year proves to be typical 
the total will run over three-quarters 
of a million. On the other hand, there 
are some negative influences such as 
the steel strike and the election, so it 
is best to continue thinking in terms 
of 700,000 for the year. 

The June installations were divided: 
New homes, 10,946; Replacements of 
old oilburners, 6,232; Conversions 
from other fuels, 28,893. 

BURNER STOCKS: Stocks of domestic 
oilburners and units in dealer hands 
on July 1 are estimated at 102,915, 
a significant rise from 91,571 a month 
earlier. At the mid-year point a year 
ago they were 125,339. The July 1 
stocks this year were divided: Conver- 
sion burners, 546,584: Boiler-burner 
units, 17,520: Furnace-burner units 
28,811. 

TANK STOCKS: Tank stocks were vir- 
tually unchanged during June, start- 
ing the month at 108,531 and ending 
at 107,284. However, each of these 
figures is importantly below last year’s 
July 1 figure of 164,233. By sizes the 
July 1 stocks of tanks in dealer hands 
were divided: 220-275 gallon, 98.373: 
sizes 550-675 gallon, 5,061: sizes 1,000 
gallons or larger, 3,850. 

There was no change in the aver’ 
age price paid by dealers for a 275 
gallon tank. The month started and 
ended at the $36 average, compared 
with a $42 average on July 1 last year. 
Sectional prices on July 1 were New 
England $32: Mid-Atlantic $38: Mid 
west $31; Pacific Northwest $43. 
ACCOUNTS RECEIVABLE: Some, indu: 
try practices on receivables were 
checked this month at the request of 
one of the reporting dealers. It 1s 
quite common practice in the industry 
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Says Henry Ford, 
Philadelphia Contractor— 


“We have handled Weil-McLain heating equip- 
ment for a good many years and that speaks 
for itself. 

“There are two reasons why we concentrate on 
Weil-McLain Boilers. First, the design and overall 
construction is such that we can install them with 
complete confidence that customers will be satis- 
fled. The way that Weil-McLain puts cast iron to- 
gether means long life and efficient operation. 

“Next, we like the easy assembly of all types of 
Weil-McLain Boilers. This means less time on the 
job, which puts us in a better competitive position. 
As for radiation, Weil-McLain Solray and Raydiant 


units are tops in appearance.” 


IT IS MORE PROFITABLE TO SELL A EXTRA VALUE 








Look into a Series ‘OB’ Boiler . . . see why Weil-McLain extra values 
make selling easier and assure a satisfied customer. 


MORE EFFICIENT OPERATION. The “OB” Boiler is round for most 
effective utilization of radiant heat—no dead, unheated corners. The 
long, balanced back-and-forth fire travel prevents heat-wasting short cuts 
to the chimney. Fibre glass insulation is pre-cut to fit all openings. 
Note particularly the Combustion Chamber! It’s pre-cast—correctly de- 
signed for efficient oil firing—easily installed through the large firedoor. 


LONGER LIFE. This boiler is cast iron, the life-time metal. Sections are 
not face-ground, hence are more resistant to rust and corrosion. All “OB” 
units are factory-assembled and tested as required by ASME code. 

DOMESTIC HOT WATER. Provision is made for installation of a do- 


mestic water heater—at the top of the boiler where water is hottest: 
In every detail, ‘OB’ Boilers assure oil-firing at top efficiency. 








OIL-FIRED 
BOILERS 


Hot Water or Steam 








For complete information send for Bulletin C-130. 





It’s the shape that counts Pre-cast combustion chamber 


WEIL: McLAIN WEIL-McLAIN COMPANY 


BOILERS - RADIATORS Nive lich V maha amiD lP VP: 





. ... Oilheating Trends 


to make a monthly analysis, listing 
all delinquents by dates. Among the 
reporting dealers 72% do this month- 
ly. Another 18% does it quarterly 
and 10% checks the accounts in this 
way only once a year. 

It seems to be industry practice to 
refuse further credit to customers 
three months in arrears. There was 
an interesting sectional difference on 
this point. The average of all New 
England companies on refusing credit 
is 4.2 months; Mid-Atlantic dealer 
average 2.6 months; Midwest dealers 
2.5. months; Pacific Northwest 4.5 
months. This last figure may not be 
representative since there were not 
too many replies from that section 
on this point. 

Approximately .63% of the indus- 
try’s total billing is lost in the form 
of bad debts. That seems a very good 
figure for the overall average since it 
indicates that credit departments take 
reasonable chances to get maximum 
volume. On the other hand, the 
range among the individual companies 
was from a low of .10% to a high of 
2.0. Most credit men feel that it is 
just as bad to lose too little as too 
much. In general a range between 
50% and .75% is about right. 
FUELOIL SUPPLY RESTRICTIONS: In 
New England about one-fourth of the 
fueloil marketers have been given re- 
strictions for the next season by their 
regular suppliers. These restrictions 
range from the same amount as last 
season to 9% above last season. At 
the same time none of these restricted 
companies has any fear over getting 
all they will need in the spot market. 
Asked if they were holding back on 
burner sales because of fueloil supply 
problems none of the New England 
reporting companies is doing this . . . 
they are all pushing. 


There is a little different story in 
the Mid-Atlantic states. Just half of 
the reporting fueloil distributors have 
been given restrictions, and in nearly 
every instance the amount is to be 
the same as last season. A few are 
allowed an adjustment to 


weather and some are restricted to 


normal 


modest increases ranging up to 10%. 
Among those companies that are re- 
stricted only two-thirds are satisfied 
that they can get all they need in the 
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Oilburner* and building Permits 








—OILBURNERS— ———DWELLINGS 
June 6 MONTHS June 6 MONTHS 
1952 1951 1952 1951 1952 1951 1952 1951 
40 55 200 338 Albany, N. Y. mg Se Ks ie 
100 243 800 1477 Baltimore, Md. 220 394 1981 2669 
es oe se 6 Binghamton, N. Y. 11 13 56 50 
Bloomfield, N. J. 7 23 32 53 
rv sak ae ie Boston, Mass. 29 30 201 146 
50 74 339 442 Bridgeport. Conn. ip i, ma 
a a = an Buffalo, N. Y. 58 38 323 289 
38 7 314 20 Columbus, O. 2 ihe bh i 
ae oe aa BO Des Moines, Ia. 71 89 376 468 
485 446 3838 1683 Detro.t, Mich. 355 571 2173 4021 
48 56 209 241 Elizabeth, N. J. 4 2 7 31 
17 36 181 223 Freeport, N. Y. es sie ee ae 
a ae! ate ae Greenwich, Conn. 40 31 174 234 
me a8 Hackensack, N. J. 29 14 187 58 
86 981 Hartford, Conn. ‘ ; Sy i 
Bre ae Xe io Hudson County, N. J. an ie si a 
46 47 201 198 Irvington, N. J. 3 1 18 24 
oe Ae se os Lynn. Mass. 23 12 108 60 
27 12 180 7 Meriden. Conn. are as ; ie 
ae 70 ae 420 Milwaukee, Wisc. = 266 ae 1426 
47 55 534 315 Minneapolis, Minn. 134 128 539 738 
25 24 123 118 Montclair, N. J. a ~ oe se 
te ake a se Morristown, N. J. 2 1 37 7 
31 38 142 133 Mt. Vernon, N. Y. a “its 
: 193 ve 805 Newark, N. J. ae 
59 30 626 325 New Bedford, Mass. ae 
39 46 329 255 New Haven, Conn. ses 
ts 7 New Orleans, La. re a wr a 
26 247 New Rochelle, N. Y. 19 18 134 Vio} 
2352 12330 New York City (total) oa ee 
‘ 1824 ~» 9383 Brooklyn-Queens 
S72 528 3226 2947 Manhattan, Bronx, Rchd .. ses at at 
104 22 419 919 Norfolk, Va. 67 58 804 439 
, a iis a Oakland, Calif. eis a at ee 
os 68 a 320 Omaha. Neb. oe 80 oar 537 
22 29 93 106 Orange, N. J. 6 9 33 
32 27 129 109 Passaic, N. J. ~ = Sie we 
106 76 344 300 Paterson, N. J. 17 35 104 114 
eva 624 3614 Philadelphia. Pa. or Pe i we 
ny ms of itp Plainfield, N. J. 11 12 93 92 
36 61 185 289 Portland, Me. 13~ 18 62 97 
415 363 2092 1949 Portland, Oreg. 106 148 710 881 
20 24 79 85 Poughkeeps'e, N. Y. = = = 
116 fhe) 608 384 Providence, R. I. ee 26 ; 134 
6 Sng ne sh Reading. Pa. 4 ib) 3 55 
28 63 217 425 Richmond, Va. 34 41 313 385 
29 59 735: 256 Roanoke. Va. : a 
368 207 1389 1047 Rochester. N. Y. ss ae es wr 
7 21 78 125 Rockville Center, N. Y. 3 12 33 58 
24 25 147 147 Salem, Mass. 7 8 224 42 
5 169 xs 617 St. Louis. Mo. 45 59 270 317 
17 3 190 329 St. Paul. Minn. 92 103 597 562 
54 si 387 Schenectady, N. Y. = ‘8 ne a 
Seattle. Wash. 72, 167 1000 1102 
¥6 a i ” Springfield, Mass. 44 114 413 396 
39 19 325 333 Stamford. Conn. +. ae wis ae 
6 0 40 27 Syracuse, N. Y. 60 48 261 146 
re - Trenton. N. J. = 1 a 26 
- she es sos Witica N.Y. 20 9 78 77 
132 51 569 417 Washington, D. C. = . +* os 
sig - ¥ m West Orange, N. J. 107 41 243 147 
25 31 130 155 White Plains, N. Y. 13 3 71 55 
i 96 es 433 Wilmington. Del. 61 34 E35 162 
169 157 778 775 Worcester. Mass. os 
34 78 301 334 Yonkers, N. Y. = ae ws ~ 
3357 3218 19590 18020 Totals 1882 2296 11551 14083 
+4.3 +8.7 Percent Change —18.0 —17.9 


*Permits are not total sales in each market since none are reported from suburban 
areas, which normally account for 20% to 60% of total sales in each market; nor are 
they an accurate index where enforcement is lax. Rightly used, however, they are a useful 


working index. 
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spot market. It is understandable then 
that in the Mid-Atlantic area about 


supply 


restrictions, 


with 


everyone 


one-sixth of all the fueloil distribu- 
tors are holding back on oilburner 
sales while the other five-sixths are 
taking all they can get. 

The Midwest area seems to have no 


feeling that he can get all he needs. 

In the Pacific Northwest there is con- 

siderable uncertainty over next sea 

son’s supply but very few companies 

report a formal limitation. One good 
(Please turn to page 173) 
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WARM AIR 
H EAT The National Warm Air Heating 


is not complete Association says: 


VAL as Qolth ame, “Winter air conditioning consists of simultaneous 
control of... temperature, humidity, air motion, air 
fam hoaciile distribution and dust content.” 
HUMIDIFIER This is a Sales Opportunity 








“Humidity” is essential to human health, comfort and fuel 
economy. Home owners generally are awakening to the need. 
Skuttle Humidifiers, built by the most experienced makers, 
promoted by advertising in daily newspapers and by satisfied 
users, are the ones most in demand, most profitable for you 
to sell. 





All Skuttle Humidifiers are made of corrosion resisting materials 
—Vitreous enamel pan and float chamber—blown glass float. 
See your jobber about them. 


SERIES 600 Three Models Meet Every Need 


iia SKUTTLE SERIES 600 (Patents Pending)—Self-feeding, self- 
flushing—self-cleaning. Holds 5 to 20 evaporating plates for 
up to 180,000 BTU capacity. Clean by raising flush lever. 


SKUTTLE SERIES 300—Seif-feeding—holds up to 40 plates. 
For large homes. 


SKUTTLE SERIES 500—Self-feeding. No plates used—for 
coal fired warm air furnaces with high plenum temperature. 
(Not illustrated.) 


VAPOGLAS EVAPORATING PLATES (Patented)—Made of 
pure glass wool, compressed after heating. Absorb 70% more 
SERIES 300 water, pound for pound. Sturdy, stand more handling. 
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by 
Milburn Petty 


WASHINGTON—Petroleum Admin- 
istration for Defense is encouraged by 
the response to its appeals for all-out 
refinery operations to assure enough 
heating oils for the East Coast this 
winter. 

Meetings with Gulf-East Coast re- 
finers have resulted in pledges to main- 
tain runs at the present record-high 
levels and, where possible, to increase 
the yields of heating oils, 

“We in PAD do not expect that an 
oil shortage will develop this winter,” 
said PAD Deputy Ed Warren in call- 
ing the meetings. “We are convinced, 
though, that the industry must clearly 
understand the supply problem so that 
it can take steps to meet the situation.” 

See Heating Oil Use Up 17% 

Demand for distillate fueloils is ex- 
pected to be 17% higher than last win- 
ter, according to PAD’s estimates. 

This means, explained Warren, that 
distillate production in the Gulf and 
East Coast refining districts must av- 
erage about 18% above last year’s 
production, from now on through next 
March “if we are to avoid possible 
deficits.” 

Not only will refinery throughput 
have to be raised by 300,000 B/D, 
requiring almost 100% capacity opera- 
tions, but distillate yields will have to 
be increased to 25% which would be 
a new record high and well above last 
year’s average of 23.3%. 

Warren’s estimated distillate de- 
mands did not include the 5,000,000- 
barrel new requirement from the mili- 
tary for jet fuel which is a middle-of- 
the-berrel cut with 65% distillate and 
35% gasoline. 


East Coast Margins Increased 


The long-awaited order from the 
Office of Price Stabilization imple- 
menting the 0.8¢ increase in ceiling 
prices on retail deliveries of heating 
oils in the East Coast area, under the 
directive of Chief Mobilizer Steelman, 
provided for a 0.15¢ margin raise. But 
it is still not finally settled as to what 
type of marketers get it. . 
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Government Influences on Fuels 


The OPS has issued a “clarifying” 
ruling attempting to make it clear that 
the original order meant to allow 
coastal refineries and terminals to col- 
lect the full 0.8¢ on all their sales 
except to bulk plant operators, 

This brought a protest from the In- 
dependent Oil Men’s Association of 
New England that it does not protect 
the large resellers, without bulk plants, 
who haul out of terminals in tank 
wagons and deliver direct to homes. 
Business of such marketers ranges up 
to as much as 20,000,000 gallons a 
year, it was said. 

What the IOMA wants, as ex- 
plained by Don Sullivan, executive sec- 
retary, is to make sure that these mar- 
keters continue to be able to buy at the 
tank car price. 


Plan Nationwide Margin Relief 


Meanwhile, the program to provide 
margin relief for fueloil marketers in 
“hardship” areas throughout the U. S. 
seems to have been nudged off dead 
center by Price Chief Arnall. 

But marketer representatives here 
have their fingers crossed until the 
order is actually issued. And even 
then, they want to be sure that it does 
not contain a joker. 

Briefly, this OPS plan would pro- 
vide that if a “representative” sam- 
pling of marketers in an area—major 
suppliers excluded—can show that 
their net income, in the aggregate, was 
less during the 12 months ending with 
May in 1952 than in 1950, ceilings 
will be adjusted for the whole area, 
with majors allowed to raise their 
prices, too. 


Tariff Cut Soon on Heavy Oil 


Renegotiation of the United States- 
Venezuela trade agreement is nearly 
completed with indications that a com- 
promise will be reached on the oil 
tariff. 

It is expected that the new import 
taxes will be 5.25¢ per barrel on heavy 
oils—under 25 gravity—and 10.5¢ on 
the lighter oils. At present, all im- 
ported oils carry a 21¢ tax except for 
that coming in under quota, 10.5¢. 
The quota is figured on the basis of 
5% of last year’s U. S. refinery runs. 


Residual Demand Bounces Back 


Settlement of the steel strike has 
turned the residual fueloil situation 
around again, restoring the market for 
about 220,000 B/D. This is slightly 
more than the amount going into stor- 
age during the strike so stocks should 
begin to melt, although slowly. 

The back-up of residual, with the 
steel mills closed, enabled the military 
to cover its East Coast requirements 
of Navy Special Fuel Oil for the last 
half of 1952. 

But the situation is back to normal 
again. And the fight has been resumed 
to obtain a “fair” price for Navy Spe- 
cial—equal to the ceilings on compo- 
nents, anyway. 

Lack of Steel Hits Oil and Gas 


PAD does not expect that lack of 
steel resulting from the recent strike 
will affect current availability of crude 
oil or refined products. But it did pre- 
vent the building of about 11,000,000 
barrels of storage tanks for products 
in time for this winter, as planned. 

About 35% of the 826,000 tons of 
line pipe required for gas transmission 
lines during the last nine months of 
1952 has bee:t lost. These pipeline 
projects had been counted on to help 
meet a gas demand increaase totaling 
3 billion cubic feet daily. 

Grand Jury Oil Probe Ordered 

A_ broad-gauged oil investigation 
has been ordered by Attorney General 
McGranery, using a federal grand 
jury here. 

While McGranery announced it as 
an inquiry into “foreign oil cartel” 
charges—such as those voiced by 
Senator Hennings (D., Mo.), the in- 
structions are broad enough to develop 
cases involving nearly every type of 
oil complaint in the Department of 
Justice files. 

Briefly, Hennings charged that sev- 
en oil companies, five American and 
two foreign, control world oil, In- 
pact of this, he said, has been felt by 
independent producers, refiners and 
marketers in the U. S. 

One of his charges was that inde- 
pendent distributors “claim to be 
locked out of supplies. The thousands 
of oil jobbers and distributors con. 
plain that they are rationed by the 
major companies.” 
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Home cooling Profits are here! 


Oilheating Dealers are finding year-round Airconditioning not hard to sell 


by 
Bert Dunphy 


i Ne AUTOMOBILE started out as a 
luxury, owned at first by the few 
who designed and built their own 
machines and then by the people who 
could afford the high prices of the first 
models. Today, it goes without say- 
ing, things are mighty different. The 
luxury has become a necessity, with “‘a 
car in every garage” more of a reality 
than a slogan. 

Central heating, too, is also a com- 
paratively new luxury become a neces- 
sity. Seventy years ago, about the 
time the first'central heating systems 
were introduced, .they received wide 
publicity, more as an oddity than 
anything else. But, again today, the 
immense changes in heating ideas are 
apparent. And the changes became 
more pronounced with the advent of 
automatic oilheating. 

The automobile and automatic heat- 
ing have one thing in common. Both 
of them, first very definitely in the 
luxury class, are looked upon today 
as commonplace because they were 
sold. If we had to, we could get along 
without either. It would mean alter- 
ing our concept of the necessities of 
life, to be sure, but there are alternate 
means available. However, the in- 
herent advantages in these, and many 
other things that we have been led 
to accept as routine, made them attrac- 
tive to the American public. The 
comfort and convenience we get from 
the components of our high standard 
of living has led to their natural 
acceptance, but each has been pio- 
neered and sold. 

Residential cooling has just about 
reached the point where it is ready 
to be sold on a large scale. This is 
typified in the attitude of Henry J. 
Schwindt, president of: Roxen Utili- 
tics Co., Inc., Oceanside, N. Y. Roxen 





Typical installation of oilfired heating combined with cooling. At the left is a 

Shephard Heater boiler-burner unit to provide domestic hot water, next to this 

is the General Electric furnace-burner unit that heats the house and then the 

York 2-hp. hermetically-sealed compressor for summer cooling. This system is 

installed in the home of Hugo Platte, vice president of Roxen Utilities Co., Inc., 
a-firm that has been merchandising installations of this kind. 


is a 20-year-old fueloil and oilburner 
dealer, handling the General Electric 
heating line, York air conditioning and 
the Rexoil conversion oilburner. 
Schwindt is of the opinion that 
within ten years no house will be de- 
signed or built without including pro- 
vision for summer cooling. Since June 
1950 Roxen has been pushing the 
sale of heating and cooling combina- 


‘tions and has installed about 30 cool- 


ing units in new and existing homes. 
The mass market, of course, presents 
itself in the smaller, lower-priced 
homes in the $12 to $15,000 price 
bracket, but Schwindt feels that it is 
a little premature to expect any large 
volume sales here immediately. The 


greatest number of units, naturally, 
will be sold when manufacturers are 
geared for real mass production of 
cooling units and this will come as 
the demand for units increases. 

Today on Long Island, the market 
which Roxen covers, Schwindt points 
out there are a great many homes in 
the $20 to $40,000 class that repre- 
sent for him the prime prospects for 
cooling. Where these homes already 
have installed warm air heating sys- 
tems, it is a comparatively simple mat- 
ter to add to the present installation 
a cooling unit, using the same duct 
distribution for cooled air as well as 
heated air. 

The obvious precautions must be 
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taken in combining a cooling unit with 
a presently installed furnace-burner 
unit to be sure that the furnace fan is 
large enough to distribute the larger 
volume of cooled air that is needed 
for the desired effect and to be sure 
that the duct system is sized large 
enough to handle the increased flow 
of air. Where the duct system has 
been properly designed, the heating 
and cooling units are combined with- 
out any difficulty, but extensive re- 
visions sometimes have to be made 
when ductwork is encountered that 
often is inadequate even for its total 
heating load. 


Separate Airconditioning Dept. 


Roxen has jumped into the cooling 
field with both feet and has set up 
a separate Airconditioning Depart- 
ment for the purpose. John Frey is 
sales manager of the department, 
James Pullen is its service and in- 
stallation manager and John Sinclair 
handles the engineering end. Three 
salesmen spend their full time on air- 
conditioning sales. 

Roxen has standardized on a price 
of approximately $1,000 for adding 
cooling to an existing warm air heat- 
ing system, which can be financed 
under FHA. This includes installa- 
tion of a 2-hp. unit, operating on the 
rule-of-thumb basis that up to 600 sq. 
ft. of floor space requires about a ton 
of cooling and each horsepower of the 
cooling compressor furnishes about a 
ton of cooling. The system provides 
a cooling thermostat, mounted along- 
side the heating thermostat for com- 
plete automatic control of either cycle. 
Grilles in each room can be shut off 
completely, if desired, and systems 
can be zoned to allow for cooling the 
living portions of the home during the 
day and the bedrooms at night. Also, 
when the weather is mild enough dur- 
ing the summer, the cooling can be 
turned off and air circulation and 
ventilation accomplished by using the 
furnace fan alone. 


Serice for Architects 


Recognizing that cooling can be in- 
stalled in new homes more easily than 
in homes already built, Schwindt is 
offering the services of his Aircondi- 
tioning Department to architects. He 
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proposes to consult with the architect 
when the plans are being drawn up 
and encourage the architect to include 
in his presentation details on a de- 


signed heating-cooling combination 
system. This could be worked out as 
a warm air heating system, with duct 
work sized and installed to permit the 
installation of a cooling unit at a later 
date, or as a complete combination. 

The advantage here, obviously, is 
that if the prospective homeowner has 
indicated a desire for cooling, or if 
the architect has sold him on its advan- 
tages, the opportunity to figure on 
such a system from the time the ideas 
go onto the drawing board offers ini- 
tial insurance that the installation can 
be designed for the type and size of 
house that is to be built. This repre- 
sents the beginning of Roxen’s sales 
effort to increase the acceptance of 
cooling as an integral part of the 
design of each new house. 


. » « « Summer cooling Profits 


As a matter of fact, Platte’s installa- 
tion, he says, has resulted in at least 
half a dozen sales from taking pros- 
pects to see the unit and feel its 
effectiveness. 

His is a typical installation, with a 
General Electrical oilfired furnace 
unit located in the center of a cluster 
of three units, a Shephard Heater 
boiler-unit on one side for domestic 
hot water and a 2-ton York hermeti- 
cally-sealed compressor unit on the 
other for cooling purposes. An indica 
tion of the cost of operating the cool 
ing can be obtained from the electri: 
cal bill for his home for the period 
from June 10 to July 8, a month that 
included three record-breaking hot 
days. During this time, when the 
cooling unit was in operation day and 
night, a total of $6 was added to his 
electric bill. This does not include the 
cost of water needed with the unit, 
but even at that, electric operating 





Exterior view of Platte’s home. Occupied in March this year, it is equipped with a 

two-ton air cooling unit, tied in with and using the same duct distribution system 

as the warm air furnace. Roxen Utilities has sold a number of these units through 

a separate Airconditioning Department, including sales, engineering, installation 
and service personnel. 


Hugo Platte, Roxen’s vice-president, 
moved into a new house last March 
and included in its plans a Roxen- 
installed heating-cooling system. He 
humorously calls it our “guinea pig 
job” to enable them to locate and ¢or- 
rect any bugs that might crop up. A 
visit to Platte’s home on a hot and 
humid July day offered graphic testi- 
mony of the comfort of an air-cooled 
home and just sitting down and relax- 
ing without having to remove suit 
coats or neckties to be comfortable was 
a mute sales presentation that, like the 
proverbial picture, was “worth a 
thousand words.” 


costs cannot be said to be high, since 
this averages out to less than 21¢ a 
day for the 29-day period. 

The necessity to use water with 
most of the air cooling units available 
today that can be combined with warm 
air heating is a problem and may be 
affected by local regulations in cer’ 
tain communities. Some, because of 
the increased load on water supply 
facilities during the summer or where 
there might be an actual shortave, 
have prohibited the installation of 
cooling units unless there is provision 
for recirculating and re-using the 
water. Where this is required, water 
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cooling towers can be provided at con- 
venient locations outside the house, or 
even in the cellar, and require a mini- 
mum of make-up water to replace that 
lost by evaporation. 

In this regard, Platte is planning on 
a practical solution for the water con- 
sumed by his cooling unit and is going 
to arrange to use it for irrigating the 
garden in back of his house and for 
lawn sprinkling. 

Roxen has taken a long-range view 
in mapping sales promotion for cool- 
ing units and has adopted a typically 
sound, business-like program. Henry 
Schwindt explains that the company 
is proud of its 20 year growth, values 
the customers it now has and is deter- 
mined to satisfy as completely the new 
users it has and will gain on cooling 
sales. 

The company first did business from 
a store in Rockville Centre, a neigh- 
boring town and moved to its present 
location in 1937. Located on a canal, 
it operates its own deep water termi- 
nal, complete with steel-reinforced 
bulkhead, dock, piping and pumping 
systems for unloading barges into its 
storage tanks, In the winter of 1945- 
46 Roxen completed the sale of its 
original storage tanks and moved into 
a new installation on adjacent prop- 
erty. Here there is provided total stor- 
age for a million-and-a-half gallons of 
No. 2 oil in three half-million gallon 
tanks. A loading rack, located to be 
convenient and yet afford enough 
room for trucks to maneuver easily, 
can take care of four tank trucks at 
the same time. Last year Roxen han- 
dled about 10 million gallons, but a 
quantity of this represented through- 
put for another company. 


Salesmanship most needed 


Schwindt is emphatic in the asser- 
tion that the thing most needed now 
to insure increasing sales of cooling 
units is aggressive salesmanship. There 
is sufficient acceptance already he’s 
convinced so that the groundwork has 
been laid. The growing use of cooling 
in retail establishments, restaurants 
and similar places, along with the in- 
creasing number of people who are 
working in air cooled offices, has been 
a real boon. 


Right now there is efficient equip- 


ment available to do the job, the price 
for installation is fairly high, but in no 
way unreasonable, and operating costs 
are low. It appears that—getting back 
to the analogy of the automobile—as 
far as the owner of the small, lower- 
priced home is concerned, there are a 
number of “Buicks” available in the 
way of home cooling units that can be 
combined with central warm air heat- 
ing. A number of these units are go- 
ing to be sold, too. In time, though, 
and perhaps soon, the best outlook for 
big volume sale rests in the hope that 
another “Model T” will be produced, 
as a result of research and product de- 
velopment being conducted, to put the 
units within reach of the great majority 
of American families. 
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Canada records Increase 
in central Oilheating 


THE STOVE remains the most popular 
type of heating equipment in Canada 
and coal the predominant fuel, yet 
the decade between 1941 and 1951 
witnessed large increases in the num- 
ber of furnace-heated and oilheated 
homes, according to a special compila- 
tion of the Dominion Bureau of Sta- 
tistics. The compilation was based 
upon housing data gathered in a 20% 
sample of Canadian dwellings taken 
during the 1951 Census. 

In the nine older provinces more 
than 47% of the 3,337,710 occupied 
dwellings were furnace-heated (cen- 
trally heated, presumably), as com- 
pared with less than 39% of 2,575,744 
occupied dwellings in 1941. Central 
heating installations increased in the 
period by 583,557 or 58.5%, from 
997,558 to 1,581,145 in 1951. More 
than 48% of these in 1951 were oil- 
heated, or 767,760 installations, an in- 
crease of better than 1,000% over 
1951, when only 66,716, or 3% of cen- 
tral heated homes, were reported as 
oilheated. 

However, better than 50% of Can- 
ada’s 3,407,605 occupied dwellings 
(including Newfoundland, for which 
comparative 1941 figures are not avail- 
able) were stove heated in 1951 
and coal was used in more than 
43% of them. Stove-heated dwellings 
accounted for 91% of all occupied 





dwellings in Newfoundland; nearly 
64%.in the Maritime Provinces; 65% 
in Quebec and almost 50% in the 
Prairie Provinces. In Ontario central 
heating was reported in 62% of 
occupied dwellings and in British 
Columbia in more than 51%. Coal as 
a fuel predominated in Newfound- 
land, 45.5%; Ontario, 56% and the 
Prairie Provinces, 50%; wood-heated 
dwellings in the Maritime Provinces 
totalled 47% of all occupied dwell- 
ings; Quebec, 41% and British Colum- 
bia, 36%. 

Coal or coke in 1951 was the prin- 
cipal heating fuel of 1,439,000 dwell- 
ings in the nine older provinces, an 
increase of 19% over 1941’s total of 
1,206,570. These, however, accounted 
for a smaller proportion of total dwell- 
ings, the percentage dropping from 
47% in 1941 to 43% in 1951. 

In the same period wood for heating 
showed a decline of almost 23% from 
1,183,758 to 913,445, and decreased 
in percentage of total dwellings from 
46% to about 27%. 
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Texas Gas revises Request 
for natural gas Increase 


ON JULY 8 Texas Gas Transmission 
Corp. filed a new application with 
the Federal Power Commission for 
authority to raise wholesale natural 
gas rates by about $8,650,000, to be 
effective August 8. The new applica- 
tion replaces one rejected by FPC 
wherein Texas Gas had requested in- 
creases totalling $11 million. This had 
included anticipated increased costs 
which would have resulted from a 
United Gas Pipe Line Co. rate in- 
crease. United's application also was 
rejected by FPC, but was re-entered 
on July 3. 

Texas Gas in submitting its second 
application for increase in wholesale 
natural gas rates reiterated its previous 
statement that its rates had not risen 
in 10 years, despite labor and material 
costs having risen 160 to 200%, re- 
placement and maintenance costs 
150% and federal income taxes more 
than 300%. Present rates, declared 
W. T. Stevenson, Texas Gas President, 
are not sufficient to cover current and 
anticipated higher costs of service. 
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Two Roads to Market 


In which specialty-selling Iron Fireman marries over-the-counter Petro 


by 
Robert Gray 


J i HE FORMAL ANNOUNCEMENTS 
that come out in a press release at 
the end of May simply stated that Iron 
Fireman Manufacturing Co. of Cleve- 
land had bought the oilburner business 
of Petroleum Heat & Power Co., Stam- 
ford, that henceforth Petro burners 
would be made in Cleveland, but other- 
wise everything would continue just 
as it had been. 

The announcement caused only a 
little stir in the industry, and that 
mostly among competitive field men 
who swarmed over Petro’s jobbers to 
convince them that the happy days 
were gone again. 

Actually, there were a number of 
implications in this merger, or more 
correctly this purchase of another com- 
pany. First, it showed beyond doubt 
that Iron Fireman was a substantial 
outfit in the oilheating industry, to 
have any interest in such a deal and 
then be able to swing it. Second, it 
marked the end of independent own- 
ership of one of the real pioneers. 
Petro first made industrial oilburners 
in 1903 and domestic ones in 1919. 
Third, it brought together in one or- 
ganization two marketing philosophies 
that were usually considered as far 
apart as the poles, aggressive specialty 
selling on the one hand and a prefer- 
ence for wholesale jobber distribution 
on the other. 

In the history of the oilheating in- 
dustry Petro has been solid, plugging, 
doing a good volume but not the largest 
company, selling a better-than-average 
product at a price well above the 
cheapest, a little weak on the profit 
side, but good New England salt-of- 
the-earth. After its development days 
were over it chose the wholesale job- 
ber route for its principal distribu- 
tion, except that it also sold through a 
dozen factory-owned fueloil marketing 
branches. 


Jobbers liked the line because it was 
dependable, had few kickbacks. Often 
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they looked on the oilburner primarily 
as an adjunct to their boiler or furnace 
sales and sometimes they shaved the 
burner price to help a contractor get 
the boiler deal. And while they could 
have found considerably cheaper burn- 
ers they didn’t want headaches over 
marginal products so they stuck with 
Petro, as being near fool-proof. 

The operating history of Petro dur- 
ing the past five years shows an amaz- 
ing consistency in its share of the mar- 
ket, ranging between 3.26% and 
3.95% of all burners shipped by the 
industry. This is an obvious result of 
wholesale distribution, in which burn- 
ers are bought rather than sold. It re- 
flects market “demand” rather than 
creative merchandising. 

Iron Fireman, on the other hand, has 
had considerably more fluctuation in 
its yearly percentage of the total mar- 
ket but less fluctuation in the actual 





Four plants operated by Iron Fireman, 
two at Portland, Oregon, and one each 
at Cleveland and Toronto. With 600,- 
000 feet of factory space there are at 










number of burners shipped. 

In other words, the factory with 
aggresive direct selling methods can 
turn on more sales power in weak 
years to help equalize the peaks and 
valleys. 

The Iron Fireman percentage of the 
total market during the five years 
varied between 3.02 and 6.57. For the 
full five years Petro had 3.52% of the 
market and Iron Fireman 4.13%. All 
of these percentages refer to the com- 
bined domestic and industrial oilburn- 
er fields, since each company produced 
both. 

In number of burners shipped Petro 
dropped 64% from 1947 to 1948 or 
about the same as the total industry 


dropped, yet Iron Fireman was off only 


23%. Its strong sales effort of 1947 
was carried over to cushion the decline. 

The figures bring to notice the im- 
pressive fact that if Petro and Iron 





present 1,650 employees. All oilburn- 

ers and oilfired units are made either at 

Cleveland or Toronto. The largest 
plant is at Cleveland. 
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Fireman had been together in one 
company in 1947 their combined ship- 
ments of 80,742 oilburners and units 
would have put them in top spot that 
year. In fact their 1951 total of 52,698 
would have put them mighty near the 
top in that year. So out of this merger 
had arisen another really big oilburner 
company. 

Iron Fireman came into oilheating 
in 1934, but it received little notice 
at the start, because every oilburner 
man looked on it as a stoker company. 
Those were years when stokers were 
still tough competition; Iron Fireman 
was, and still is, the volume leader. 
Adding a little oilburner business each 
year, largely through its own branches, 
the company had reached fair volume 
by the time the war started in 1941, 
but still had not gained much recogni- 
tion in the oilheating industry. 


Coming out of the war, stoker vol- 
ume had slipped away as folks recog- 
nized that-oil or gas were more fully 
automatic, so the factory quickly 
switched its experienced merchandising 
brains to fluid fuels, mostly oil, with 
the results that we have shown by 
1947. 

In its six big city retail branches the 
company was able to measure what 
could and couldn’t be done in specialty 
selling. Mostly it learned that about 
anything can be done if you use enough 
care in selecting the right men and 
give them full backing. Then they be- 
lieved and proved that it’s easier to 
succeed with a high priced line be- 
cause you are handling enough dollars 
to take good care of everyone. 

For while the company has an aver- 
age priced high pressure domestic gun 
burner series, four-fifths of its sales are 
made with the Vortex model, where 
the conversion burner sells to the re- 
tail dealer for $151.06, less 10% in 
truckload-carload orders. Dealers have 
a lot to talk about in showing the pros- 
pect how the Vortex is different. Cost 
of the high pressure gun line to the 
dealer is just about the average for the 
industry, and runs about a third less 
than does the Vortex. 

Petro retail dealers have been buy- 
ing the domestic burner at a price 
slightly above the average -now being 
paid by the large group of dealers that 
report to FUELOIL & Om HEAT each 






Burg 


Masterminds of the Iron Fireman or- 
ganization are W. J. O’Neil, chairman 
of the board and chief executive officer; 
C. T. Burg, vice-president, Sales; E. 
C. Webb, vice-president, Production 
and Engineering; Dale Wylie, direc- 
tor, Advertising and Sales Promotion; 
Frank S. Hecox, vice-president and 
treasurer. 





Wylie 

month. This average is $97.34. 

’ Some of Petro’s 217 jobbers have 
expressed concern over Iron Fireman 
getting the company, fearing that the 
two lines would be merged and they 
would lose the old identity. William 
O’Neil, board chairman, and Cy Burg, 
sales vice-president, have made it quite 
clear that there is no such probability. 
They wanted Petro’s established vol- 
ume to raise their factory output and 
were willing to pay for it. They con- 
sider the Petro name and reputation 
the most important thing they bought. 
They also like the wholesale type of 
distribution as an adjunct to their own 
specialty methods. 





Hecox 


Burg pointed out that the company 
has 600,000 square feet of manufac- 
turing space in its four plants and can 
handle a lot more business than it has 
had. Getting Petro almost doubles its 
oilheating share. The jobbers are here 
to stay, operated along the old lines. 

Not only that, but much of the Petro 
top staff has moved to Cleveland. All of 
Petro’s five field men were retained, 
sales manager, Jess Grews, the two field 
engineers, two product development 
engineers and the two head men from 
Petro’s order department. Ted Kauf- 
man, originally a Petro engineer and 
more recently technical secretary of 
OHI, has rejoined the group at Cleve- 
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land to head up application engineer- 


ing for Petro only . . . not Iron Fire- 
man. 

O’Neil sees in this new jobber family 
an opportunity to sell quite a few 
other products, once everybody gets 
well acquainted. Iron Fireman now 
makes a strong line of equipment for 
all three fuels. Here is how the 1951 


volume was divided: 


Unit Dollar 

Volume Volume 

Oilheating 546.2% 53.8% 
Gas heating 26.6 17.0 
Stokers 17.2 29.2 


Naturally, other things made up part 
of the company’s dollar volume but 
the percentages shown relate only to 
the heating units to measure their rela- 
tive importance. There is, for exam- 
ple, a larger dollar volume in stoker 
replacement parts than in the new 
stoker unit volume and then of course 
the company has considerable defense 
work in three of its plants. 

In noticing the replacement parts 
end of the business, Iron Fireman has 
a slogan, “Never an orphan.” It offers 
repair parts on anything it has ever 
built, going back to 1923, with con- 
siderably more than a million dollars 
tied up in the spare parts bins. 

Iron Fireman and Petro have had 
one thing in common—factory retail 
sales branches. Early in the industry 
many plants had them; perhaps these 
are the only two left that major in 





60 


Vortex burners 
on assembly line. 
This burner costs 
the dealer about one- 
third more than the com- 

pany’s high pressure gun 
burner, yet four-fifths of all sales 
are made with Vortex. 





oilheating. Iron Fireman’s six branches 
accounted for 16% of its heating sales 
of all types in 1951; franchised dealers 
brought the other 84%. Petro’s 12 
branches sold 45% of its oilburners in 
1951, wholesale jobbers the other 
55%. 

In addressing a recent meeting of 
Petro division field men, Cy Burg, 
vice-president, sales, said: “Some peo- 
ple say our Iron Fireman sales meth- 
ods are ‘high-pressure.’ If they mean 
by this that we are an aggressive sales 
organization, we consider it a high 
compliment.” Iron Fireman’s sales rec- 
ord speaks for itself. They have made 
profits every year from 1923 on, with 
the exception of 1933. 


. . « « Two Roads to Market 


For example, in the first half of 1951 
they have conducted over 100 sales 
schools in all parts of the country, for 
dealers and their salesmen. They edu- 
cate a dealer to know just what he has 
to do if he’s to have a stated number of 
sales, but they don’t make his doing 
it a condition of retaining his franchise. 

They will probably one day conduct 
sales schools for the new family of 
jobbers but that will be for mutual 
profit, not for domination. 

Ernest Webb, vice president in 
charge of engineering and production, 
has some new offerings. One is a line 
of floor and wall furnaces, vaporizing 
type, with electric ignition. Others are: 
A high boy furnace, a low boy furnace 
and a horizontal furnace, all with built- 
in high pressure, gun type burners, A 
special horizontal rotary industrial 
burner unit, complete with prewired 
combustion and operating control 
panel, designed for easy installation in 
large steam and hot water boilers. 

Iron Fireman’s published statement 
for 1951 showed gross sales of 17 
million dollars and a net worth of about 
7/4 million. The ratio of current assets 
to liabilities is four to one. It can absorb 
Petro without special financing which 
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Burner controls for Iron Fireman, some 
60 models covering three fuels, are 
made in its own plant at Portland. This 
plant produced the first stoker controls 
in the country as the company pio- 
neered that product. The company 
also makes most of its own motors. 
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makes it an extra good deal for the 
stockholders. The stock with a stated 
value of $5 a share has a book value 
of $20.29 and this is solid because all 
patents, trademarks, copyrights and 
good will are carried at one dollar. 

The year 1953 will get a lot of spe- 
cial attention, It will be the 30th an- 
niversary for Iron Fireman and the 
50th for Petro. With Cy Burg’s flair 
for dramatic presentation this is going 
to be worth watching. 
























Three-fuel industrial burner installa- 
tion in Chicago. The owner can take 
his choice, depending on market con- 
ditions, of using the pneumatic spread- 
er stoker, the horizontal rotary oilburn- 
er or the gasburner. They are all per- 
manently installed and any fuel can 
be burned without removing the other 
fuel’s equipment. Petro and Iron Fire- 
man’s combined shipments of horizon- 
tal rotary oilburners in 1951 were 
2,993. 
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OHI Directors meet, 
launch educational Program 


HE HIGHSPOT of the summer 
{i meeting of the Oil-Heat Insti- 
tute’s board of directors was the start- 
ing of an educational program through 
which vocational schools, colleges and 
technical institutes will be provided 
with the necessary material to establish 
oilheating courses. 

Charles Burkhardt presented to the 
directors an outline of the proposed 
program and was subsequently ap- 
pointed chairman of an educational 
committee to expedite the work. Tenta- 
tive decisions call for the development 
of a 700 hour course for vocational 
schools and three 300-hour courses for 
more advanced schools, divided into 


domestic oilheating, industrial oilburn- 
ing and a third course covering con- 
trols and accessories. 

In opening the session, which was 
held July 1 at Oyster Harbor Club 
on Cape Cod, Institute president 
T. A. Crawford refreshed the members 
on the purposes of the Institute, large- 
ly because there had been some pressure 
to engage in activities that might be 
unconstitutional. He mentioned that 
he will appoint a four man committee 
to thoroughly explore the constitution 
and by-laws and draw a clear line be- 
tween activities that the group can or 
cannot undertake. 

Ralph Becker, managing diréctor, 





next submitted a treasurer’s report 
showing a net worth for the Institute 
of $124,000 at the end of May. He 
mentioned that the Institute’s profit 
from the April exposition in Philadel- 
phia had been $87,000, against the best 
previous profit showing of $45,000. 
The larger profit was needed this time 
since in future there will be exposi- 
tions only in alternate years . . . so 
it’s a two year spread. 

Becker then told of a manufacturer’s 
questionnaire that has been in work for 
some time, to develop a listing of all 
products of all the members, to be dis- 
tributed as a buyer’s guide. 

He reported that Coleman Co., Inc., 
had withdrawn from membership and 
Sheldon Coleman from the board. To 
fill the vacancy H. S. Beagle of the 
Miller Co., Meriden, 
elected to the board. 


President Crawford then explained 
that considerable work had been done 
on a study of the Institute dues struc- 
ture and appointed a committee to 
study and recommend any necessary 
changes. P. K. Addams, Fitzgibbons, is 
chairman and M. J. Donahue, Anchor 
Post, and Robert Johnston, S._ T. 


Johnson Co., the other members. 


Conn., was 


Committees appointed 


Crawford then appointed various 
individuals to handle the program and 
entertainment for the Chicago conven- 
tion, April 20-24, 1953. James Owens 
of Mercoid will be chairman of enter- 
tainment and he is to select a local 
group to assist. Charles Lang, Sund- 
strand Engineering, will head the pro- 
gram committee, assisted by George 
Hochstein of Heil and Lon Casler of 
Williams Oil-O-Matic: Div. (C. S. 
Stackpole, alternate). Then looking 
still farther ahead, he appointed M. J. 
Donahue, Anchor Post, to be chairman 
of the 1954 Exposition Committee. 


In the absence of Cy Burg, Iron 
Fireman, the report of the Commer- 
cial-Industrial Div. was given by Verne 
Resek, Cleaver-Brooks. He discussed 
the committee’s work with Under- 
writers Laboratories toward the devel- 
opment of standards for combination 
oil-gas burners, pointing out that UL 
had promised a preliminary draft last 

(Please turn to page 171) 
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Sparky wants You to vote 


Do Burners give less Trouble when serviced regularly? You vote on this! 


by 
J. W. Schulz 


PARKY'S BEEN WRITING US regular- 

ly as usual, but one of his notes 

was terse and exciting instead of being 

made up of his usual detailed accounts 
of extraordinary service problems. 

“As an oilburner expert,” the note 
read, “Can’t I consider a diamond as 
pure carbon?” 

“Possibly yes,” I told him in reply, 
and set ahead my scheduled visit to 
him because I wanted the facts on the 
diamond. 

He gave the facts promptly when I 
called on him two weeks later. 

“One of my customers phoned me 
to look in her furnace for a lost $10,- 
000 diamond ring,” he explained, “She 
had dropped it in a slot-type supply 
register located in the floor near the 














"| found the $10,000 diamond a month 

later while I was doing a good clean- 

up job on the furnace, and cutting 

some holes in sheetmetal ducts to look 

for it. So I've got the $10,000 diamond 
in my wallet right now.” 
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furnace. She wanted secrecy because 
her husband thought the stone was 
phoney . . . just glass. Actually, an old 
admirer had given it to her. She used 
to be on the stage. 

“T didn’t have much time right then, 
and the hour or so I spent looking for 
the diamond didn’t turn it up. When I 
found it a month later doing a good 
clean-up job on the furnace, and cut- 
ting some holes in the sheetmetal ducts 
to look for it, I learned that she’d run 
off with the old admirer. So I had the 
$10,000 diamond in my wallet and I 
kept thinking of it day and night. 

“Detectives working for the heart- 
broken husband kept asking me ques- 
tions. They were trying to get an idea 
who she'd run off with and where she 
was. I got worried about the diamond. 
Then I got an inspiration. Studying 
combustion, I had learned that soot, 
graphite, and diamonds are all just dif- 
ferent forms of carbon. If the detec- 
tives started getting wise and asked me 
what I took out of the furnace, I could 
tell them truthfully that I just took out 
soot and carbon. After all, the diamond 
is just carbon, that’s all.” 

That was as much as Sparky had to 
say about the $10,000 diamond which 
was reposing in his wallet, and he 
turned brisky to the subject we'd been 
discussing by mail. 

“Now you want to to discuss oil- 
burner breakdowns,” he said, “and you 
bring up the question of whether or 
not checking a burner thoroughly once 
a year makes it run better and cuts 
out breakdowns.” 

“That’s the general idea,” I ad- 
mitted, “but you can word it a bit more 
sharply. The idea has come up in New 
York that perhaps you'd better not 
touch a burner when it’s running prop- 
erly, because perhaps you'll cause it to 
break down if you give it a yearly in- 
spection, and clean-up and tune-up 
job.” 

I had come prepared for this discus- 
sion. Knowing that a definite idea of a 
yearly check-up might be needed, I 


had worked over and brought up t 
date an old Fugetom & Oi Heat re 
print entitled, “Complete Burner Serv 
ice Includes Precautions Against 
Trouble.” I spread my new version of 
this out before Sparky, and it apvears 
here headed, “Yearly Check-Up—All 
Types of Burners.” (See page 64.) 

This, I explained, was the type of 
yearly check-up I had in mind discuss- 
ing. 

“You don’t mean taking apart every 
single piece of the burner, every nut 
and bolt and every screw,” Sparky said 
after he’d read through my idea of a 
summer check-up. “Like my _ helper, 
the fellow we call Oops, did on one 
summer clean-up and check-up job?” 

Sparky was wound up to tell a story, 
and I had to let him run through it. 

“My helper, Oops, has very poor 
judgment about these things,” Sparky 
related, ““butafter he’d worked with us 
on burners more than three years we 
started letting him work on jobs alone, 
by himself. That was just last summer. 
He did all right on more than a dozen 
installations. I'd leave him in a base- 
ment two or three hours to vacuum’ 
clean the furnace or boiler and work 
over the burner and its controls, and 
then I'd stop and double-check every- 
thing he’d done. I got to trust him. 

“Then came this particular job. 
When I called to look over the burner, 
make combustion tests and all that, 
there was the two-year-old burner and 
its controls all over the ping-pong table 
in the basement. Oops was looking 
wild. He was just starting to realize 
what'd he done.” 

It seems that the owner, a pompous 
and assertive individual who would 
never let workmen talk back to him, 
had grabbed ahold of Oops when he'd 


entered the basement and said, “Lis 


_ ten, you! I want this burner checked 


thoroughly, yes thoroughly. No just 
looking over this and that quickly, wip- 
ing the dirt off it, and running away. 
Before you leave this house, check 
every single part and every single screw 
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of my burner, Don’t neglect one de- 


tail! I have never had an oilburner 
breakdown or oilburner trouble of any 
kind, and I'll hold you responsible if 
this burner gives any trouble after you 
get through working on it!” 

Oops certainly had taken the burner 
apart. There on the ping-pong table 
were all the innards of the control 
panel, taken part screw for screw, the 
innards of the fuel unit, the innards of 
the motor, and so on. Poor Oops and 
Sparky were on that job until mid- 
night, putting everything together. 

“Only me, the best service man in 
the world, could put together an oil- 
burner taken apart thoroughly by 
Oops,” Sparky admitted as he finished 
his tale. 

Then he showed me what he had pre- 
pared beforehand for our conference 
on whether or not summer check-ups 
cause burner breakdowns. He had one 
table dealing with causes of burner 
trouble, and another listing the parts 
used in servicing burners during 1951. 
Both tables appear here. 

“Concentrate first on causes of 
trouble,” Sparky said, “‘and you find 
that according to my table the first 
four include controls, nozzles, clean- 
and-adjust, and ignition. 

“To the service expert who can see 
these things in terms of dirty-hand 
work in basements, these first four 
causes of burner trouble boil down 
mainly to sick control panels for one 
thing, and to need to remove and fix 


"Oops was looking wild. There 
on the ping-pong table were all 
the innards of the control panel, 
taken apart screw for screw, the 
innards of the fuel unit, the in- 
nards of the motor, and so on. 
Poor Oops and Sparky were on 
that job until midnight, putting 
everything together.” 
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the gun tube assembly of a pressure 
burner, for the second thing. The sec- 
ond thing includes nozzles, clean-and- 
adjust, and ignition. You usuaHy cover 
all those items by installing a new noz- 
zle, adjusting the spark points proper- 
ly, and winding up with a flame that’s 
efficient yet clean and bright. 

Sparky pointed an emphatic finger 
at his “Causes of Trouble” table and 
declared, “From the first four items 
you learn to keep a burner out of 
trouble by keeping its controls out of 
trouble . . . principally its safety con- 
trol system, that is. One of the big 
things you want to avoid is having a 
stack-mounted control panel go off on 
safety needlessly because its heat-sensi- 
tive element, located in the smokepipe, 
gets covered with soot and responds 
too slowly. 

To avoid this, usually you (a) ad- 
just for a flame that is clean enough 
to avoid sooting up the stack control 
element in a hurry, and (b) wipe off 
the stack control’s heat-sensitive ele- 
ment periodically if normal burner op- 
eration tends to build up a coat of soot 
on it. Jobs having low stack tempera- 
tures have greater tendency to soot up 
their heat-sensitive stack control ele- 
ments than other jobs, and aside from 
that prove more troublesome because 
their stack controls always work slower 
than usual, Jobs having high stack tem- 
peratures keep their stack control ele- 
ments cleaner, but have another difh- 
culty. Their stack control elements 





often are overheated and worn out 
rapidly. Avoid trouble, then, by re- 
placing the stack control’s heat-sensi- 
tive element before overheating causes 
it to act so slow that it causes break- 
downs. 

“To keep a stack control-equipped 
job out of trouble then, you should see 
the burner at least once a year to make 
sure that the flame is bright and clean, 
and that the stack control’s heat-sensi- 
tive element is staying fairly clean. 
That’s the way to avoid control trouble. 

“This applies equally well to burners 
having electronic controls or controls 
worked in any way by light or radiant 
heat from the flame, for these burners 
will break down also if their flames be- 
come dirty or their light-sensitive or 
heat-sensitive controls get dirty and 
need wiping off. 

“Along with keeping the controls 
out of trouble, you take care of the 
troublemaking items listed nozzles, 
clean-and-adjust, and ignition . . . all 
in the table labelled causes of trouble. 
To most service men working on gun 
type burners, taking care of these 
troublemaking items means simply re- 
moving the gun tube assembly, tending 
to the nozzle and the electrodes, and 
winding up with a clean, bright, de- 
pendable flame.” 

Going down the “Causes of 
Trouble” list, Sparky came next to 
motors, and made two points. First, he 
said, the motor that’s cared for prop- 
erly gives far less trouble than the 
motor that’s neglected; and the best 
way to make certain a motor’s cared 
for properly is to have a service ex- 
pert check it and oil it at least once a 
year. Second, often an inpection by an 
expert prevents a breakdown caused by 
an ailing motor, because the expert 
can see that the motor is developing 
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Sparky's Table, Causes of Trouble 


1950 1947 
Contiolas 62 /o6 «sien 16.3% 12.2% 
Newsleg isc5 iia: 14.8% 13.2% 
Clean and Adjust .. 13.6% 11.1% 
IGEMIOE Scene chee 12.2% 9.9% 
NntOSe 6 osc ceases 8.7% 8.0% 
Beane Ss we usa don bs 8.4% 7.2% 
PUL sc kean et e<s 8.3% 8.1% 
BaatGie ces. es 6% 6.8% 
Unnecessary ....... 8.1% 6.8% 
Empty Tanks ...... 3.3% 3.6% 
Fite@6 ora aes ces S3 3.1% 6.4% 
Miscellaneous ...... 2.6% 6.7% 





Data from January, 1951 issue of FUEL- 
oi, & Oi, Heart. 
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. . . . Sparky wants You to vote 








Yearly Check-Up—All Types of Burners 


1. 


bs 


4. 


ie 


10. 


Limit Controls—(including room thermostat; 
and furnace bonnet control, or boiler temperature 
or pressure control) Test each control to ascer- 
tain that it starts and stops the burner properly. 
Also test any controls used to start and stop a 
warm-air circulating blower or a hot water 
circulator. 


Safety Control Panel—Ascertain that the safety 
control panel will perform properly in case of 
(a) ignition failure, and (b) flame failure. 


3. Oil Lines and Fittings—Inspect carefully for oil 


leaks and seal any you find. 


Furnace or Boiler Heating Surfaces—Clean all 
the heating surfaces thoroughly, if inspection 
shows this is needed for high efficiencies. 


. Air Leaks and Gas Leaks—If you can find any 


air leaks or gas leaks in the furnace or boiler, seal 
them properly using furnace cement or other suit- 
able material. 


6. Smokepipe Draft Regulator—Look for sticking; 


if adjustment is needed, adjust the draft regulator 
with the help of over-fire draft readings. 

Smokepipe—Make certain smokepipe is gas-tight 
and in good condition; seal any leaks in it you can 
find; replace a rusted-through or flimsy smoke- 


pipe. 


8. Oil Flame—Adjust the flame for dependable op- 


eration, clean burning, and maximum feasible 
efficiency. Use instruments to check draft, COz, 
stack temperature, and smoke. 


. Lubrication—Lubricate properly any motor-shaft 


bearings and any other bearings of the heating 
equipment that need lubricating. But don’t over- 
oil motors! 


Special Heating Plant Attention—Give the heat- 
ing plant any particular attention it may need. 
For example, check the operation of a low-water 
cutout or combination feeder and cutout, in con- 
nection with a steam boiler; observe the pressure 
on a hot water type heating boiler; make certain 
the air filters of a forced-air furnace-duct system 
are not plugged by dirt. Check the entire system’s 
safety devices including the fuses, such relief 
valves as the equipment may need, etc. 


Additional Yearly Check-Up Points 


Especially for Pressure Burners 


Oil Line Filter or Strainer—lIf the installation has 


an extra oil line strainer or filter (in addition to 








the strainer in the fuel unit) tend to this, if it 
needs yearly attention. 


2. Nozzle—Remove and examine the nozzle. Clean 
the atomizing slots of a nozzle in good condition. 
If the nozzle appears old or has been in use sev- 
eral years, replace it with a new nozzle of the 
proper gph rating, spray angle, and spray pattern 
for the particular installation. 


3. Ignition Spark—Clean the high-tension porcelain 
insulators, if inspection shows this is needed. Im- 
portant: Adjust the spark points carefully; they 
should be near, but not in, the oil spray from the 
nozzle. Replace the high-tension cables if they 
are in poor condition. 


4, Shut-Off Valve—Test for shut-off valve leaks by 
looking for flashes or afterburning in a red-hot 
firebox after the burner stops. Carbon in the gun 
tube may indicate the shut-off valve has been 
leaking. 





5. Atomizing Pressure—If the job is new to you or 
you have any reason to suspect another man has 
been adjusting the atomizing pressure, check it 
with a pressure gage and adjust it to suit you. 


6. Pump-Shaft Gland—Make certain the pump-shaft 
gland is not leaking. Oil on the blower blades or 
in the blower housing and gun tube may indicate 
a leaky pump-shaft gland. Tend to any leak you 
find. 


Fourth-Year Check-Up Points 


for Pressure Burners 


1. Ignition System—Check the entire ignition sys- 
tem thoroughly. Be prepared to replace any ques- 
tionable parts such as electrodes, porcelain insu- 
lators, high tension leads, and the ignition trans- 
former. Test the strength of the spark given by 
the ignition transformer. 

2. Oil Strainers—Examine and if necessary clean 
the fuel unit oil strainer. If a nozzle strainer is 
used, clean it; replace a nozzle strainer in poor 
condition. Use a special nozzle strainer or filter 
for low gph jobs, having nozzles rated for lower 
firing rates than 1.25 gph. 

3.Pump Drive Coupling—Examine for signs of 
wear, and replace if coupling is worn. 

4. Motor—Listen for noise caused by worn bearings. 
Check the starting of the motor; consider examin- 
ing its starting switch. Replace an old, dilapidated 
motor. 

5. Fuel Unit—Listen for noise and consider testing 
maximum vacuum to find out if pump is weak 
because of wear. Replace a dilapidated fuel unit. 
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trouble and will cause a burner break- 
down ultimately. 

Leaks, next on the list, occur mostly 
on neglected installations, according to 
Sparky. He believes emphatically that 
the way to avoid bad leak troubles is 
to check over an installation periodi- 
cally; you look for small leaks that are 
just starting, and you repair them be- 
fore they make trouble. No great 
trouble comes of a slight drip from a 
pump-shaft gland or the packing in a 
hand shut-off valve, if a service man 
notices it and repairs it when he in- 
spects a burner once a year. 

“What can go wrong with a fuel 
unit?” Sparky asked when he got down 
to the item “Pumps” in the causes-of- 
trouble table. 

“The strainer in the fuel unit might 
get plugged and need cleaning,” he an- 
swered himself, “or the shaft gland or 
shut-off valve might spring a leak, or 
the pump gears on a very old job might 
get worn and weak. Certainly you can 
ward off burner breakdowns caused by 
most of these things by checking over 
a burner periodically. Neglect a burn- 
er, on the other hand, and its strainer 
is likely to plug. Also, a great deal of 
trouble may come of a shut-off valve 
or shaft gland leak that goes on for 
months and months. There’s danger in 
the burner installation that becomes 
oil-soaked because nobody ever inspects 
it and tries to find tiny leaks.” 

Switching over to his table headed, 
“Parts used in Servicing Burners dur- 
ing 1951,” Sparky explained that this 
agreed with his causes-of-trouble table, 
and at the same time gave weight to his 
argument that you can keep the typical 
gun type burner out of trouble by (a) 
viving expert attention to its stack con- 
trol to keep this control working prop- 
erly, and (b) tending expertly to its 
gun tube assembly at least once a year. 


Sparky's Table, Parts used in 
Servicing Burners during 1951 


IN Gmmleas traits sede we ats 589,149 
Burner Controls* .......... 315,506 
PO eine neewk reteu yes 179,156 
WAOROKGTS, Solace e cceisced eats wien 159,613 
Draft GOmtrOle 0 icc ce ws ces 87.594 
Combustion Chambers ...... 81,146 
EPTAMISIOFMELS™ — o-o.0.+ «ac -010 «500 71,474 
Low Water Controls* ...... 38,836 
NIE REORER co coe oo tio nc bee oe Lt Fh 
RSE EORAP cove arevcrescctovtota eects 431,669 


*Includes new and reconditioned parts. 
Data from January, 1952 issue of FUEL- 
oil & Or HEAT. 
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Vote Here! Put Your “X“ at YES or NO 


LJ YES -I vote for Sparky. I find oil burners 
should be expertly tuned once a year. S 

LJ NO -I vote against Sparky. I find burners _ 
give less trouble when not inspected, 
cleaned, and adjusted once a year. 








_ |VOTE HERE | 
1 FOR ORAGAINST 
1 SPARKY- 

{EVERY VOTE 
COUNTS! 











Your Name 








Address 





Occupation 








Comments 
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we em me me we ee me RM Oe we Mw OH HO RO HE eB eK Mm Be eee ee ee ee ee ee Be me ee Se eee ee eee ee eee eee 


Cast your vote! Fill in this ballot, clip it out, and paste it to a postcard or put 
it in an envelope. Send it to: Sparky, FUELom & Om Heat, 2 West 45th St., 
New York 36, N. Y. Or if you prefer, vote by sending Sparky a postcard or 
letter. An early issue of FUELOL & O1L HEAT will carry the results of the voting. 


If you don’t remove the gun tube parts 
to ward off trouble, Sparky pointed 
out, then the 589,149 nozzles used 
during 1951 for servicing burners 
would represent breakdowns caused by 
need to replace nozzles. 

“Look at the thousands and thou- 
sands of parts used during 1951 to 
service burners!” he exclaimed. “Think 
of the thousands and thousands of 
parts that will be used during 1952 in 
servicing burners! If you were to cut 
out all inspections, clean-ups, and 
check-ups of the type many burner 
dealers now make to prevent break- 
downs, then all these parts would be 
used only in connection with oilburner 
breakdowns and service calls. The re- 
sult would represent a terrific increase 
in breakdowns. In addition, there’d be 
a great drop in the efficiency at which 
fueloil is used for heating; the burner 
neglected for two or three years turns 
into an oil hog!” 

Sparky voiced another argument in 
favor of yearly cleaning, inspection, 
and adjusting of a domestic oilburner. 
He brought his automobile into the 
picture for comparison. Instead of 
waiting for breakdowns, he said, he 
has his car checked over thoroughly 
about four times a year. If his car has 
not been finecombed by an expert 
within the past 10,000 miles or so, he 
always has it checked thoroughly be- 
fore taking it on a 1,000 mile vaca- 
tion. If neglected and out of tune, his 





car would go about 12 miles per gal- 
lon of gasoline. He knows because his 
neighbor’s car, identical to Sparky’s, 
does just that. But kept in tune by an 
expert, Sparky’s car gives him an aver- 
age of 17 miles per gallon. 

“The man who’s afraid of having a 
two-year-old burner tuned up, after 
it’s been neglected more than a year, 
is afraid of poor servicing,” Sparky 
declared flatly. ““Assume the burner 
gives low COs, needs a new nozzle, and 
has plugged strainers and an oil filter 
that needs replacement, but it hasn’t 
broken down although it has been 
wasting one-third of the oil it used. 
Only a fool would avoid having an ex- 
pert put that burner in good condition 
because working on it might cause it 
to break down. 

“If burners are not to receive a visit 
once a year from a service expert, who 
is to tend to oil filters that need yearly 
attention, who will double-check the 
owner regarding proper operation of 
low-water controls and feeders on 
steam boilers, who will test the safety 
control periodically, and who will 
tend to the air filters of forced-air jobs? 
What about flue cleaning? Are you 
going to clean the flues of a job with- 
out checking the burner?” 

Sparky became so vehement in his 
arguments for yearly check-ups, that 
I told him his friends who read FUEL- 
or. & Om HEAT would be much in- 

(Please turn to page 173) 
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wy WILL BE INTERESTING to see how 
many representatives from the 
Midwestern states are among the prize 
winners in this year’s FUELOIL & OIL 
HEAT $1,000 contest which comes to 
a close August 31. 

After a strong showing in our first 
Useful Ideas Contest in 1950, when 
five Midwesterners were prize or near- 
prize winners, only one man, from 
this important territory, was a winner 
the next year. He was W. “Bob” 
Weekly who took 2nd Prize in the Oil- 
burner Salesman Division. Incidental- 
ly, Bob Weekly, also won 2nd Prize 
honors in 1950 in the Oilburner Serv- 
iceman Division. We think this proves 
that Bob is a handy man to have 
around. 

We are looking for more good en- 
tries from the Midwest. We know 
they'll be out to better their 1950 mark 
and quite possibly challenge the Mid- 
Atlantic states who took top honors in 
1950 and 1951. 

The New England states have made 


You can win in this Contest » 


Send your Suggestions on these important industry Problems 


an excellent showing in the two earlier 
contests. Six winners in 1950 came 
from up there while four won in 1951. 
A good record indeed, but judging 
from the mail, we know they are out 
to improve on it. 

The Far West has produced seven 
winners over the past two years. The 
South Atlantic states had one winning 
representative in 1950 and bettered its 
mark in 1951 with two. Last year two 
winning entries came from our friends 
in Canada. 

The winningest entrant over the 
past two years has been Francis Mar- 
tin, of The Wm. R. Hogg Co., Inc., 
900 Fourth Ave., Asbury Park, N. J. 

Although in 1950, he failed to take 
any top prizes, he produced many fine 
ideas which we published in later is- 
sues. Incidentally, those who fail to 
win prizes but whose ideas are consid- 
ered by the editor worth publishing re- 
ceive author’s rates in payment, with 
$5.00 as a minimum. 

Martin, in 1951, took 2nd Prize 


honors in the Oilburner Serviceman 
Division. In addition he submitted 
other ideas, which although they did 
not win, were published in later issues 
of the magazine and brought cash. 

The ladies, too, were well repre- 
sented among the winners. 

In the past two years, Thelma 
Smith, 458 North 35th St., Seattle 3, 
Wash., won 2nd Prize in the Office 
Employee Division (1950). That year, 
too, Kathryn Crawford, Berry Coal 
Co., Inc., Greensboro, N. C., won 3rd 
Prize in that same division. 

Mrs. William J. Trader, 4512 
Hamilton, San Diego 16, Calif., al- 
though not a prize winner, had her idea 
published as did Ann Pencheff, of 50 
Chestnut St., Manchester, Conn. 

Pat Noland, Diesel Oil Sales Co., 
2155 Northlake Ave., Seattle 3, 
Wash., won, in 1951, 2nd Prize in the 
Office Employee Division and Mrs. 
Lillian Wellen, 167 Center Ave., New 
Rochelle, N. Y., in that same year, took 
3rd Prize in the same division. 


Prize winners in earlier Contests 


1950 


First, Second or Third Prize 


1951 


First, Second or Third Prize 





John J. Byrnes, 79 Waydell St., Newark 5, N. J. 

Kathryn Crawford, Berry Coal Co., Inc., Greensboro, N. C. 

Edward G. Grimes, 316 Morton Ave., Rahway, N. J. 

Warren T. Hanna, 7 Elm St., Natick, Mass. 

R. C. Hannon, General Delivery, Englewood, Colo. 

Ben Loud, Woodbury Oil Co., Quincy, Mass. 

Larry Moody, 95 Western Ave., Auburn, Me. 

C. P. Parker, W. R. Marran’s Sons, Inc., Mulford St., Patchogue, 
Ne. 

E. E, Pratt, 315 East Frank St., Kalamazoo, Mich. 

George Ruhl, 95 Hartley Ave., Mt. Vernon, N. Y. 

Thelma Smith, 458 North 35th St., Seattle 3, Wash. 

George E. Toles, Hamburg, N. Y. 

W. “Bob” Weekly. L. T. Harris Co., Inc., Lawrence, Kans. 


John J. Byrnes, 79 Waydell St., Newark 5, N. J. 

Charles Fuss, Operators Heat, Inc., 1601 West 41st St., Baltimore 

Philip Kaplan, General Oil Co., 107 Allyn St., Hartford, Conn. 

N. F. Lafong, Charleston Oil Co., Charleston, S. C. 

Francis Martin, William R. Hogg Co., Inc., 900 Fourth Ave. 
Asbury Park, N. J. 

Pat Noland, Diesel Oil Sales Co., 2155 Northlake, Seattle 3, Wash. 

George Ruhl, 95 Hartley Ave., Mt. Vernon, N. Y. 

Norman Scholes, 408 Sixth Ave., Des Moines, Ia. 

H. Dayton Snyder, Modern Heat & Fuel Co., 4415 Chestnut St., 
Philadelphia 4, Pa. 

Lester Thomas, Route 1, Mt. Vernon, Wash. 

W. “Bob” Weekly, 739 Alabama St., Lawrence, Kans. 

Mrs. Lillian Wellen, 167 Center Ave., New Rochelle, N. Y. 


While not prize winners, these good folks got their ideas published and were paid for them 


Joseph F. Bauer, Carrington Drive, Fullerton, Md. 

Elmer Brown, Dairy St., Midland Park, N. J. 

James J. Carroll, Chadwich St., North Billerica, Mass. 

Herbert Davis, 153 Picton St., East, Hamilton, Ont., Can. 

Henry P. Eldredge, Rocky Hollow Rd., East Greenwich, R. I. 
Charles W. Fisher, 745 Brooks Rd., North Hills, Pa. 

William G. Frahm, 627 33rd Ave., Seattle 22, Wash. 

Jerome E. Gleich, 7 Brighton 3rd Rd.. Brooklyn 35, N, Y. 

Warren T. Hanna, Box 74, Natick, Mass. 

Herbert P. Hinckley, 21 Columbia Ave., Hartsdale, N. Y. 
Kenneth McLain, 218 S. Greenwood St., Kankakee, III. 

Francis Martin, The Wm. R. Hogg Co.. Inc., Asbury Park, N. J. 
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Moses J. Murphy, 41 S. Quaker Lane, West Hartford 7, Conn. 
Ann Pencheff, 50 Chestnut St., Manchester, Conn. 

Harold W. Potter, 8641 Cooley Lake Rd., Milford 5, Mich. 

J. H. Press, Jr., Newport News, Va. 

Leon Schuchman, 56 Clara St., Brooklyn 18, N. Y. 

Chester Shapiro, Box 10, Monticello, N. Y. 

Edward C. Snyder, 407 Tenth Ave., Haddon Heights, N. J. 
Mrs. William J. Trader, 4512 Hamilton, San Diego 16, Calif. 
Thomas J. Veal, Harbor Beach, Mich. 

Anthony C. Walaity, 290 Madison Ave., Irvington 11, N. J. 
Kenneth B. Wheeler, 128 Young St., Manchester, N. H. 

E. Winchester, Hamilton, Ont., Can. 
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Get into this big 1952 COR 


Give us the answers to one 
or more of these 10 questions — 





a p ‘ 7 7 S There will be ten prizes 

of $100 each for the best 
answers to the 10 questions. In addition, 
just about every original, useful idea will 
win some recognition and cash award if it’s 
good enough to publish, in the editor’s opin- 
ion. All entries published will be paid at 
regular author’s rates for as much of the 
entry as the editor finds useful to publish. 
(Minimum $5.) 
















1. What is the best use for fueloil trucks 


in the summer? 


iad 


consumer storage capacity? 


fueloil truck drivers? 


What type 
best for the consumer? 


sy Fw 


annual clean-up job this year? 


6. What is a good wage incentive plan 


for service men? 


7. How have you successfully sold oil- 


burners against natural gas? 


8. What is the most practical compensa- 


tion plan for salesmen? 


9, What fueloil credit program is best 


for low income neighborhoods? 


10. Where is the oilheating industry weak- 
est in public relations, and what have 


you done to correct it? 


HERE ARE THE RULES—CLOSES AUGUST 31, 1952 


The contest is open to any individual working at the retail 
level of the oilheating industry. The company you work 
for must sell at retail either oilburners or fueloil or both. 
Write your answer to the question in enough detail to 
make it clear. Use any number of words you like to answer 
the question, up to 1,500. If a picture or a rough sketch 
or drawing would help to make your points clear, send 
them along. Don’t worry about your ability to write well. 
It will be the idea itself that will get attention if it has 
merit. 


Your entry should be written on one side of the sheets 
only, using as many pages as necessary. Do not put 
your name on any of the sheets, as the judges must 


THE JUDGES 


manager oilheating division, E. Robison, Inc., Hartsdale, N. Y. 


The three judges are men of responsi: 
bility in the oilheating industry today 
-. , men who started at the bottom and came up in their organizations. 
They have all had experience in about every phase of oilheating dealers 
organizations and know a good suggestion when they see it. The 
judges again this year will be: Tom Carson, manager oilheating divi- 
sion, Sherwood Bros. Inc., Baltimore, Md., George Clement, general 
manager, Modern Heat & Fuel Co., Philadelphia, Penna., Herbert Spade, 


not know who sent the entry. All entries will be num- 
bered when received at the office. So write your name, 
address, and company connection on a separate slip of 
paper and clip it to your entry. In that way the winners 
can later be identified by the editor after the judges 
announce their choice from the numbers. Each entrant 
may send answers to as many of the gestions as he wishes, 
but they must be written separately. 


The contest closes August 31, 1952 and entries to be 
eligible must be postmarked not later than September 2, 
1952. Winners will be announced in the October issue. 
All opinions of the judges will be final, and no entries 
will be returned to the senders. 





How have you been able to increase 
What is a good wage incentive pian for 
of burner service plan is 


What steps should be followed in an 


















Oilheating Personalities in St. Louis 





Bill Schierholz is president of the Fuel 
Oil Co. of St. Louis and head man of 
its three subsidiary companies, Quite 
active on industry committees in both 
API and OHI, Bill is pretty widely 
known beyond his own stamping 
ground. Bill, Jr., who also shared this 
discussion of the market, is running 
things while his father spends two 
months at a Michigan resort. 





Jack Barnes is the new manager of 
Automatic Appliance Corp., the Tim- 
ken dealership. With 3,000 Timkens in 
town he is confident his men will sell 
at least 300 jobs this year. He operates 
his service department at a profit; half 
of his Timken users are on a summer 
clean-up contract where they pay 
$10.50 for the job and then get one ad- 
ditional free call during the year. This 
company is a subsidiary of the Fuel 
Oil Co. 
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George Koertel, vice-president, and 
Chas. H. Ostoff, Jr., treasurer of Liber- 
ty Bell Oil Co, This is a large outfit 
and includes a burner department sell- 
ing Century, Johnson and Simplex. 





Throughout the last war Koertel was « 

member of the Industry Advisor» 

Comm. for OPA’s Fuel Rationing Div 

in Washington. Today he is secretar, 
of the local OHI chapter. 





Cheap Gas is tough 


Competitive Fuels see-saw as St. Louis promotes Oil 


ILHEATING AND FUELOIL men in 
St. Louis have been up against 
cheap natural gas competition for a 
number of years. So have quite a few 
other Midwest cities. But the industry 
doesn’t react the same in all of them. 
With a dogged persistence the St. 
Louis crowd has kept plugging away, 
year after year, fighting gas when it 
could and rolling with the punches 
when it couldn't. As a result the mar- 
ket’s total fueloil volume has continued 
to grow every year, at least among 
the principal marketers. 
Like other natural gas utilities, the 
one in St. Louis has periods of feast 
and famine. A new pipeline expan- 


~ 


sion lets it take on a lot of home heat- 
ing business in a short period and then 
it cuts back to a very modest activity. 
The official figures on installations of 
oilburners, stokers and gasburners have 
been made public a number of times. 
However, those are based on permits 
within the city limits, while most of 
the market is outside, George Koertel, 
secretary of the Oil-Heat Institute of 
St. Louis, finds that oilburner installa- 
tions in St. Louis County are about 
24 times the city crop; with gas and 
stokers the county installations are 
about the same as city permit figures. 
Using this assumption, the 
panying table shows the competitive 


accom 


Competitive Fuel Equipment in St. Louis Market 


—__————INSTALLATIONS—————— 


Coopera t1ve 


Oil Heat 


Stokers Gasburners Oilburners Advertising 

1946 4,424 12,142 3,588 $ 77 
1947 4,304 3,168 11,340 100 
1948 4,370 2,416 6,461 473 
1949 1,538 29,150 2,846 17,340 
1950 912 33,832 1,502 14,656 
1951 L200 LZ 7,648 4,025 | 
1952 246* 886* 2121" 4,000** 

*First five months. 

**Projected for the full year. 
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Jack Becker, president of Becker- 
Marsden Co., was recently appointed 
a member of API's Fueloil Subcommit- 
tee and is vice-president of the lccal 
Oil Men’s Club. A substantial fueloil 
operator with his own bulk plant, his 
company is a distributor for Petro oil- 
burners in Missouri and IlIlinois and of 
course retails these burners in St. Louis. 


standings and also shows the amounts 
spent in each year by the oilheating 
group for cooperative advertising. 

Notice that gas made its greatest 
growth in 1949 and 1950. Those were 
the same years that the oilheating 
group put on its big campaign to try 
and prevent gas from stealing the 
whole show in the public mind. Notice 
moreover that the oilheating men were 
spending this kind of money when their 
own sales were scraping bottom. Then 
when they knew that gas expansion 
was stymied they dropped to a mod- 
erate advertising budget for the next 
two years. 

The gas utility now says that it can 
take another 6,800 central heating cus- 
tomers this year, so of course the fueloil 
men will have to keep fighting and 
promoting. The present advertising 
campaign is principally a twice-a-week 
seven inch one column ad in the Post- 
Dispatch. A typical example is shown. 

St. Louis has in recent years been a 
testing ground for combination oil and 
gas burners. Three years ago they were 
Yoing in quite regularly but then the 
gas utility stopped issuing permits for 
connections to their lines. Some of them 
were giving trouble and the users were 


blaming gas rather than the oil. 

In the past year, however, June to 
June, permits have been issued for 201 
domestic combination gas-oil units and 
for 38 commercial or industrial. 


Ore Smart fo Order 


OIL 

HEAT 

Now! 

os 
CLEAN 


COMFORTABLE 
DEPENDABLE 


SAFE 


% 


SaVEN 


NOW 


Many dealers. offer attractive, 
money-saving discounts if you 
order now. No down payment. 
36 months to pay. 


Call or Write 
OIL HEAT INSTITUTE 
of St. Louis 
CHestnut 7383 
308 N: 6TH STREET 
ST. LOUIS, «MO 








Secondary Fueloil Stocks 
surveyed by Census Bureau 


STARTING THIS MONTH the U. S. Cen- 
sus Bureau, Department of Commerce 
will gather and publish data on sec- 
ondary stocks of fueloils in the various 
sections of the country. 


For years the oil industry in general 
has been anxious to learn just how 
much fueloil was being held by fueloil 
distributors in their bulk plants and by 
major suppliers in their secondary ter- 
minals. 

The monthly figures of the Bureau 
of Mines have covered only primary 
terminals, refineries, pipelines, etc. 

The Census people will mail a ques- 
tionnaire in early August to each third 
or fourth independent fueloil distribu- 
tor in the country and by a sampling 
technique will be able to estimate quite 
accurately the total country’s supply. 

In addition, they will ask all major 
suppliers to report their stocks below 
the level now going to the Bureau of 
Mines. 

The combined returns from inde- 
pendent distributors and majors will 
be published as a single figure for each 
product and region. In this way neither 
group will be able to know the general 
market position of the other, but each 
will have the totals. 

This is a particularly useful under- 
taking. It is far more important that 
refiners know the actual supply posi- 
tion of the total industry on fueloil 
than it would be on gasoline. If, 
through lack of knowledge, they went 
short on gasoline output there would 
be inconvenience, but with fueloil 
public health is involved. 


FuELoit & Om Heat has been mak- 
ing checks on stocks of the independent 
distributors only, usually twice a year. 
These will be continued temporarily, 
but dropped later if the Census Bu- 
reau feels it has the answers. The Cen- 
sus activity will be monthly and the 
first report, based on July 31 stocks, 
is expected to be out by September 15. 

After the project gets well under 
way the Bureau promises faster re- 
porting of the figures. To be the most 
useful they should eventually be made 
public by the 20th of each reporting 
month. 
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“Seven Steps to greater dealer Sales” 


. 





Honeywell Booklets prepared to help heating Dealers become better Businessmen 


$100,000 DEALER EDUCATION PRO- 
GRAM has been launched by Min- 
Regulator Co., 
Minneapolis, Minn., to upgrade sales 


neapolis-Honeywell 


among its own dealers as well as 
throughout the entire heating industry. 

The undertaking is a long-range at- 
tempt to make dealers better salesmen 
by teaching them the fundamentals of 
effective and profitable merchandising. 

Heart of the program is a series of 
books entitled, 
“Seven Steps to Greater Dealer Sales,” 
each book being 20 to 40 pages long. 


ven how-to-do-it 


n 
ar) 


These books cover the whole area of 
merchandising at the dealer level, as 
broken down by Honeywell, into seven 
departments: sales training, personal 
selling, advertising, selling by mail, ex- 
terior display, interior display and pub- 
lic relations. 

The books represent a year’s work 
by Honeywell's creative people, aided 
by advice from both inside and outside 
the heating industry. Manufacturers 


in the heating industry and groups rep-’ 


resenting all phases of the heating trade 





were consulted before the books were 
written. 

“These books are not being pre- 
sented as an industry-shaking revolu- 
tion in selling technique,” H. D. Bis- 
sell, Honeywell’s director of merchan- 
dising said. “On the contrary, the aim 
has been a fresh, lively presentation of 
essentially-sound, tried and true mer- 
chandising policies.” 

Bissell said that Honeywell, in de- 
ciding in June, 1951, to undertake this 
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program, “proceeded with due appre- 
ciation of our inability, or that of any- 
one else, to write the perfect plan.” 

“We recognized,” he said, “the 
frustration of trying to stimulate into 
action many dealers who inevitably will 
continue to plod along in unimpressive 
but workmanlike survival. 

“But there are thousands of able 
dealer organizations in the heating in- 
dustry alone who are well qualified to 
upgrade substantially their perform- 
ance and profits if given the right kind 
of help, at the right time, and with 
sufficient inspiration and enthusiasm. 
These are the business men for whom 
we have built this program.” 

The merchandising director recalled 
an old rhyme, which says: 


He who whispers down a well 

About the goods he has to sell 

Will never reap the golden dollars 

Like him who shows them round 
and hollers. 


“That’s what we're trying to do 
with this program,” Bissell explained. 
“We're trying to help dealers stop 
whispering down wells and heat ducts, 
and to teach them how to holler.” 


Here is a brief resume of the con- 
tents of each book: 

Book #1: “Making Every Employe 
A Salesman.” This first book covers the 
subject of personnel from the stand- 
point of building up an effective selling 
organization; tells 
how to go about 
selecting a good 
salesman and pre- 
paring him for the 
job; gives infor- 
mation on plan- 
ning sales, sizing 
up customers, us- 
ing demonstra- 
tions and closing 
the sale. It also 
discusses ques: 
tions of salary vs. 
commission, sales 
meeting and sales 
contests. 


Book #2: 








“Building Business Through Personal 
Contact.” It outlines the broad scope 
of aggressive dealer selling; shows how 
to uncover sales leads; how to keep such 
leads alive; how to approach the land- 
ing of big sales. It also discusses per- 
sonal solicitations, modernization and 
methods of 
slumps; tells about upgrading and how 


counteracting seasonal 


to cope with the price shopper and 
with customer resistance. 

Book #3: “Selling Through Effec- 
tive Advertising.” This book gives the 
dealer complete information on_ all 
types of advertising; tells him why 
and where to advertise; how much to 
spend and what to advertise; discusses 
use of all media and points out the 
advantages of each media, as well as 


MEET JOHN DOE... 
“Retired” LOW BIDDER! 


His shop had more work 
than it could handle nate 


His trucks were seen 


all over the town. 


He took jobs for less ed 


his bids were a guess. 


Now his creditors 





are wearing a frown. 
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their pitfalls and limitations. 

Book #4: “Bringing In The Cus- 
tomers By Mail.” This book tells how 
to build mailing lists; how to prepare 
mailing pieces; how to write collection 
letters; explains postal regulations and 
rates and the mechanics of handling 
mailing problems. 

Book #5: “Putting On A Good 
Front.” This book emphasizes the im- 
that 


make on customers; explains the value 


pression exterior appearances 


of signs, paint, lighting, cleanliness and 
neatness; covers the whole subject from 
windows to trucks to uniforms on serv- 
ice men. 

Book #6: “Using Displays To Sell.” 
Again cleanliness and neatness are 
stressed, this time on the interior. This 
book tells how to arrange merchandise 


effectively; how to set up demonstra- 





tors; how to paint and light interiors 


for attractive presentation of goods on 





display and finally discusses the ar- 
rangement and importance of stock- 
rooms. 

Book #7: “Keeping The Public 
Sold On You.” This book goes into 
public relations and the importance of 
a dealer’s reputation; outlines ways 
and means of maintaining a good repu- 
tation with quality work, follow-up 
calls, giveaways and participation in 
local events; shows how to obtain fa- 
vorable press notices; gives tips on 
what makes acceptable news and how 
to work with newspapers. 

Included with the “Seven Steps” 
dealer books are supplementary aids 
for carrying out important recom- 
mendations. Among these are a 50-page 
prize merchandise catalog from Cap- 
pel-MacDonald, a leading prize-mer- 
chandise house; a 40-page catalog from 
Reyburn’s, a top maker of store display 
material; a Brown and Bigelow catalog, 





















































































































































Chances ore that yeu’! find most 
avery one of those older jobs 
obsolete—ripe for modernization. 


















































There may be a 
treasure buried 
in your basement 


jobs done 15 or 20 years ago, you may have a 

gold mine of modernization prospects tucked 
away in your archives. Look over your list of older 
invoices, job tickets, or card files for clues to 
greater sales. 


» If you are so fortunate as to have ald records of 


Heating plants, burners, automatic controls have made 
significance advances since these jobs were first installed. 
A great share of these early customers have never bothered 
much to keep their heating system as up-to-date as other 
equipment in their home or building. Just think of the 
modern rehnements and increased efficiencies in heating 
equipment you can offer them today! Here is the basis for 
an entire sales campaign—complete with direct mail*, 
telephone selling, and a personal follow-up by salesmeo 

Here's ‘new”" or forgotten business—call it what you 
may! Even though property ownership might have changed 
since these installations were made, your equipment is 
still there, and the new owner as well as the old customer 
will respond favorably to your enduring concern with his 
heating system. Your salesmen need never feel apologetic 
in reviving these old business realtions. They are per- 
forming a valued service by showing a genuine interest in 
helping the customer keep his heating equipment up-to- 
date 

Frequently old legal permits at the city hall or court 
house show heating installations of 12 of 15 years ago. 
These should furnish a good source for modernization 
prospects. 

You are hound ta uncover heating controls, burners, 
and heating plants in need of repair or replacement—yet, 
in mast instances, the customer bas never bothered to call 
for service unless his equipment failed him completely. 
It strongly bears our the face that the owners of older 
heating equipment are naturally complacent. They will 
put up with inefficiency, inconvenience, and di fort 
for years without coming to yor with their heating prob- 
lems. You must go to them and create a desire for the 
advantages of new heating comfort, 





“See bookles No. 4, “Bringing in Customers by Mail. 












featuring give-aways and remembrance 
advertising, and an especially-prepared 
brochure from F. W. Dodge, showing 
the dealer how to use the Dodge re- 
ports which furnish information on 
new building developments. 

Also included is a collection of “Tips 
on Setting Prices and Controlling 
Overhead,” which was prepared by 
Honeywell to help combat the brutal 
competition among dealers who fail to 
appreciate the cost of doing business. 
The tips, assembled from leading busi- 
ness publication articles, provide facts 
and figures on such things as comput- 
ing job costs, depreciation, bad debts, 
inventory losses, owner’s salaries and 
taxation. 

Until this month these books were 
being distributed only through Honey- 
well’s original equipment customers. 
However, current plans are to begin 
distribution on a mass scale, both in 
and outside the heating industry. The 
books plus supplementary aids sell for 
$3.00. 
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PAD names Midwinter 
on fueloil Supply for East 





WILLIAM H. MIDWINTER was recently 
appointed by the Petroleum Adminis- 
tration for Defense as special assistant 
to its marketing and distribution direc- 
tor. His duties will be to handle possi- 
ble fueloil shortage problems on the 
East Coast this winter. 

Midwinter is on leave from his post 
as metropolitan field manager, asphalt 
sales, Socony-Vacuum Oil Co., New 
York, N. Y. The PAD said that Mid- 
winter will assist Lawrence E. Lee, its 
marketing and distribution division di- 
rector, as an expert on District I dis- 
tribution problems. 

For four years during the last war 
he was executive secretary of the sup- 
ply and distribution subcommittee and 
the distribution and marketing com- 
mittee of the Petroleum Industry Com- 
mittee for District I. 


o, 
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Clarence Dieter, former general 
manager of Bethlehem Foundry & Ma- 
chine, has moved to Fort Lauderdale, 
Fla., and purchased the Clarue Apart- 


ments there. 
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Dealer Promotion through OHI 


Report to Directors shows broader Scope of sales Assistance 


by 
Fred Burroughs* 


eee OLD CLICHE, applied to ma- 
turing children, “My, but you've 
grown,” was never more applicable 
than to the developing strength of Oil- 
Heat Institute’s Distribution Division. 
Like most other segments of the na- 
tion’s expanding oil industry, auto- 
matic oil heat has matured. Toa visitor 
at the recent OHI Distribution Divi- 
sion Directors’ Meeting at Cape Cod, 
Mass., June 30th, the depth of activity 
of this national trade association serv- 
ing the fueloil and oilburning equip- 
ment dealer would have testified to the 
present importance of the oilheat mar- 
ket. 

As presented, in exhibit, to the Di- 
rectors, and of great interest to oilheat 
dealers, is the series of advertising and 
sales promotional aids developed by 
OHI-DD for 1952-3. So far as is 
known these items represent the only 
national, organized promotional ma- 
terial devoted exclusively to automatic 
oilheat and, since their cost of produc- 
tion is shared on a broad, national base, 
the cost of the individual pieces ranges 
far lower than if produced for limited, 
local use. 

Outstanding is the “Oil-Heat 
Babies” OHI Distribution Div. Calen- 
dar for 1953. Featuring a series of un- 
usually comical baby photographs by 
the famed Constance Bannister, the 
calendar is designed to help dealers 
keep their present customers “sold” on 
the many advantages of automatic oil- 
heat. A recognized and important part 
of good salesmanship of any product or 
service is always to keep the user satis- 
fied with his choice. These calendars 
are an extremely pleasant way to help 
in holding this good will. Copy is un- 
obtrusive and says just enough to get 
oilheat’s story across without offending 
the reader with a long, dreary “com- 
mercial.’ And the baby “tie-in” with 


*National secretary, Distribution Div., 
Oil Heat Institute of Amerita. 
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the message is so amusing that the 
calendars are sure to be kept in use 
throughout the year by the customer. 

In fact the “Oil Heat Babies” Calen- 
dar has already demonstrated such uni- 
versal, human appeal that persons en- 
tirely outside of the industry, such as 
employees of the printing plant which 
reproduced the item, competitive fuels 
employees, and home service feature 
writers have written to OHI to ask for 
copies of the Calendar for their own 
personal use. And with a circulation 
of nearly a quarter-million of calen- 
dars hoped for this year, the repetition 
of these many messages promoting oil- 
heat in American homes should be of 
considerable help in providing another 
good-will builder for the industry on a 
national scale. 














"Comfort Street" booklet, developed 
to acquaint the prospective user with 
the advantages of automatic oil heat. 


New Booklet for Prospects 


OHI’s “Comfort Street” booklet, a 
16-page brochure, is designed for di- 
rect mail use, fits a standard, #10 en- 
velope. Approach, with this promo- 
tional piece, is in a different direction 
and is aimed at acquainting the pros- 
pective user with the advantages of 
automatic oilheat, Too many home 
heating prospects, OHI feels, make 
their choice of heating systems without 
even an elementary knowledge of the 
various applications of these systems. 

Without going into detail, a basic 
outline of the various types and appli- 
cations of heating guides the potential 
user to a more intelligent choice of 
system and helps insure later satisfac- 
tion. In the “Comfort Street” booklet 
the prospect is led in an interesting 
tour of the homes on “Comfort Street.” 
And when the “tour” has been com- 
pleted, the merits of automatic oilheat 
are presented, briefly but powerfully. 
The colorful little booklet, in two 
colors, is profusely illustrated, light, 
easy to read and fills a real need in the 
sequence of sales ammunition required 
to make “users” out of “choosers.” 


Service Booklet 


To help promote a more level, year 
‘round use of service department fa- 
cilities, OHI has prepared a service 
booklet, “The Story of Rumpelstilt- 
skin.” Purpose of this booklet is pri 
marily to sell check-up, cleaning and 
other regular service jobs, especially 
for slack seasons, to help keep service 
departments on a steadier work sched: 
ule. A secondary purpose, of course, 
is to keep customers satisfied, with 
automatic oilheat that functions in a 
trouble-free manner. 


New Items 


‘Two other, new OHI sales promo 
tional items are a series of twelve ° In 
voice Stickers” and a series of “Oil 
Heat Blotters.” The Invoice Stickers 
are gummed, 4-color, bearing a di‘fer’ 
ent message for each of 12 months, to 
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You can expect many more 
cold days before winter ends. 
Keep your fuel storage up and 
be sure your burner is operat- 
ing efficiently. 





Call for a Burner Checkup 





it’s time to install that new, modern oil 
heating unit you've planned 
for. Consult us — our experi- 
ence will assure the best for 
your home. 


Do It NOW...You'll Save!! 


BAY 








DP and GO 
Varying temperatures make 
thermostat ond burner controls 
work harder. They need regu- 
lar checking, cleaning and od- 
justing. 












For buler service, 
new equipment or fuel oil call 
7. NOW and ovoid cold 
Fe worries. It pays to be 
: prepared! 


Don 't Delay — Call Topav! 





ee 


Four “Invoice Stickers” in the series of twelve being offered Distribution Division 

members. These are for attachment to monthly bills, statements and other mail. 

In order, from left to right, top and bottom, the stickers shown are for the months 
of February, March, July and August. 


be afhxed to customer invoices and 
statements and other company mail. 
Because of their brightness and catchy, 
interesting design, they make an addi- 
tional sales promotional piece of every 
bill to the customer. The Blotters fill 
another, proven need for the promo- 
tion-minded dealer and sell conversion, 
replacement, new equipment and serv- 
ice facilities. 

Within the last month a new series 
of mats, of slogans and logotypes has 
been prepared for the dealer’s use in 
his local newspaper advertising. While 
it has been found that mats for com- 
plete ads are not too adaptable for 
Widespread use, the new mats, used as 
component parts of individually-pre- 
pared dealer ads are of great and ver- 
satile value. 

All of the promotional material de- 


scribed is available, with dealer’s im- 
print (except the invoice stickers and 
the mats), from the Distribution Divi- 
sion of Oil-Heat Institute, 6 East 39th 
St., N. Y. C. Their use, of course, is 
limited to OHI membership. Use of 
just one item, however, usually justi- 
fies the cost of OHI membership, in 
savings over the expense of producing 
custom-developed items. 

OHI membership has for each re- 
cent quarter-year period reached new 
record highs, and from communica- 
tions and contacts now in’ process, 
promises to exceed all past member- 
ship progress in the coming season. A 
total of eight new OHI Distribution 
Div. Chapter groups in the U. S. and 
Canada were approved by the Direc- 
tors at the last meeting alone, with an 
average of thirty members per chapter! 





In addition, new “Associates” Chap- 
ter membership applications—for in- 
dividuals and firms located outside of 
territory presently served by organ- 
ized OHI-DD chapters—were re- 
ported as being received almost daily. 

With this amazing growth in mem- 
bership in OHI-DD, a product both 
of the growing importance of heating 
oils and oilburning equipment, and of 
the greater services this national trade 
association is finding it possible to ren- 
der its increasing membership in a pe- 
riod when a strong and united voice 
is needed by every individual firm, the 
D.D. Directors set a very significant 
goal. This will be to establish a local 
OHI-DD chapter group in every single 
state in the Union. The probabilities 
and the possibilities contained in such 
an objective are of tremendous import 
to the entire fueloil industry. 

For some time the D.D. had been 
hampered by the low revenue returned 
through membership dues. Cost of 
chapter membership is still only $5.00 
per dealer per year; “Associates” 
Chapter membership (individual) but 
$15.00 annually. This often had re- 
stricted the size of project that could be 
tackled, and, indeed did not nearly 
cover the cost of services rendered. 
With a broader membership base, 
however, this problem is being over- 
come and its solution is providing for 
even greater activity. 

First steps in OHI’s new campaign 
to establish at least one local chapter 
in every state will solicit, among other 
efforts, the help of its manufacturer 
members in locating interested dealers 
who will act as leaders, or contact 
points through which OHI’s services 
to the industry and benefits to the 


oul BETTER HEAT WITH OIL HEAT 


TIME 


Ol L HEAT 


iL HEAT 





9 di SAFETY @¢ FIRST IN ECONOMY 


Basic elements of OHI’s mat service 
for dealer members. These can be fur- 
nished in various sizes, designed to be 
used as component parts of dealer- 
prepared advertising. 
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becouse it couldn't possibly provide the comfort, con- 
venience and efficiency of a modern automobile. 


The same is true of old heating equipment. Oil burners 
and fuel oils have been tremendously improved in the 
past few years — providing luxurious, clean, safe home 
heating at minimum expense. 

CONSULT US for the facts about oil heat superior 
let our experience assist you in choosing 
your home — automatic oil p ; 
ficient heating 










Three blotters are available to Distribution Division members, two of which are 

shown above. The ones illustrated sell new equipment and oilburner replacements; 

the third tells of service facilities offered. The blotters are personalized with the 
local dealer's imprint and each reproduces the OHI seal of membership. 


dealers can be brought to the knowl- 
edge of those dealers. Many dealers, 
for example, have no idea that OHI 
functions mainly through its congress 
of local chapters. While these chap- 
ters, organized on a purely local basis, 
deal primarily with their own specific 
local problems, through OHI nation- 
ally they have a facility for instant mo- 
bilization on any important question, 
country or region-wide. 

A recent example of this readiness 
was furnished in OHI’s collaboration 
with the National Oil Jobbers Council 
and other industry associations in 
breaking the log-jam on dealer margin 
increases. In a series of Washington 
meetings the recent East Coast price 
hike setting aside 0.15¢ for distributors 
as an increase in spread was brought 
to a head, and more important, a pat- 
tern developed for regional dealer mar- 
gin adjustment where hardship is dem- 
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onstrated. The OPS accounting forms, 
soon to be distributed, are a concrete 
result of these meetings, and the 0.3¢ 
Baltimore, Md., additional margin ad- 
justment (spearheaded, through the 
Baltimore OHI chapter’s efforts) has 
now formed a precedent indicating re- 
sults possible in other areas. 


Insurance Benefits 


Almcst $14,000 in insurance claims 
in the first year of operation of OHIT’s 
Group Insurance Plan for members 
was paid out, Trustees for the Insur- 
ance Trust reported to the Directors. 
More than $2,000,000 coverage has 
been put in force under the Program. 

The balance of the Directors meet- 
ing was taken up with reports of ac- 
tion on other specific projects, includ- 
ing current existing and pending legis- 
lation and regulations affecting the in- 
dustry, both locally and nationally. 


Underwriters circulate 
revised gas Standard 


UNDERWRITERS LABORATORIES, Chi 
cago, has issued a revision of the pro 
posed standard for testing commercial 
industrial gasheating ecuipment hav 
ing an input of 400,000 Btu and great 
er. This is a rewrite of the initial draft 
of October 1, 1951, containing amend: 
ments and revisions that have been 
suggested since the first draft was cir- 
culated. 

The standard, aimed at providing a 
code and test for gasfired equipment 
of larger input than handled by the 
AGA laboratories at Cleveland, will 
cover construction and performance of 
conversion burners and units, sus- 
pended furnaces and other miscellane- 
ous gasfired furnaces and heaters. 

It is proposed that gas equipment 
listed under this standard will be cov- 
ered by Underwriters’ Laboratories 
Factory Inspection Label Service pro- 
gram, and will be identified by a label. 
One type of label (A) will identify 
conversion gasburners and_ burners 
furnished as separate component parts 
for units bearing label “C.” The “B” 
label will be applied to gas boilers and 
furnaces when the burner is shipped 
as part of the unit,.and the “C” label 
will identify the unit furnished as two 
separate components with a_ burner 


bearing the “A” label. 
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Brooklyn Housewife balks 
at high Gasheating Cost 


ON JUNE 16 the Public Service Com 
mission heard a demand from a Brook: 
lyn, N. Y., housewife that the use of 
natural gas be investigated “from top 
to bottom.” As reported in the New 
York World-Telegram and The Sun, 
a Mrs. Haber told the commission that 
heating her 2-family house by natural 
gas last winter had cost $600, although 
the Brooklyn Borough Gas Co. had 
assured her it would cost no more than 
$275. 

She said that the builder of her house 
and nine others had planned to install 
oilheating, but switched to gas when 
the utility declared it would cost no 
more than $275 a winter for heating 
such houses. 
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OPS clarifies Details of 
East Coast price Rise 


ee THE ISSUANCE of Supple- 
\J mentary Regulation 10 to Ceiling 
Price Regulation 17 on June 30 by 
the Office of Price Stabilization, OPS 
has been clarifying contradictory or 
confusing provisions of. the Regula- 
tion. It authorized price increases of 
eight-tenths of a cent per gallon of 
No. 2 fueloil, 0.65¢ per gallon increase 
allowed in the base period ceiling in 
tank car prices for f.o.b, delivery at 
North Atlantic refineries and seaboard 
terminals and a further increase of 
0.15¢ per gallon allowed such “re- 
sellers as bulk plant operators, inde- 
pendent jobbers or distributors receiv- 
ing their products from the seaboard 
terminal and refinery points at the 
newly established ceilings.” 

One element of confusion  sur- 
rounded the question whether sup- 
pliers who sell to large commercial 
accounts and/or peddlers could pass 
on to these customers the entire 0.8¢ 
increase. For example, one portion of 
the Regulation authorized it 
another section seemingly forbade it. 

Amendment 1 


, while 
to Supplementary 
Regulation 10, issued July 18, con- 
firmed the fact that the increase at 
East Coast points had been intended to 
allow addition to the 0.15¢ on all sales 
other than to bulk plant operators. 


The Amendment makes it plain that 
“the 0.15 cents may not be added by 
refinery or terminal operators on sales 
to bulk plant operators, nor by bulk 
plant operators on sales to other bulk 
plant operators.” In other words, com- 
mercial accounts and peddlers can be 
charged the entire 0.8¢. 
Supplementary Regulation 10 estab- 
lished the following ceiling prices for 
kerosene and No. 2 fueloil, f.o.b. sea- 
board terminals or refineries for tank 
car or transport truck delivery for sale 
to resellers. To these prices the 0.15¢ 


per gallon may be added where 
applicable. 

No. 2 

Location Kerosene Fueloil 

Searsport, Me. 11.75¢ 10.75¢ 
Bucksport, Me. 11.75 10.75 
Portland, Me. . 11.05 10.05 
Portsmouth, N. H. 11.55 10.55 
Everett, Mass. 10.95 9.55 


Boston, Mass. 10.95 
Fall River, Mass. 10.95 
Tiverton, R. I. 10.99 
Providence, R. I. 10.95 


ew So 
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New London, Conn. 11.35 10.45 
New Haven, Conn. 10.95 9.95 
Bridgeport, Conn. 10.95 9.95 
Albany, N. Y. 11.05 10.05 

New York Harbor’ 10.75 9.75 
Philadelphia, Pa. 10.85 9.85 
Baltimore, Md. 10.85 9.85 
Norfolk, Va. 10.75 9.75 


Supplementary Regulation 10 ex- 
plains that No. 2 heating oil, the prin- 
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We are happy to announce that we saved 
you § 4.66 by filling your tank in May 
or June this season. 


The price advance we told you was coming 
in June, 0.P.Ss announced on the 27th. 


The increase is 8/10 of 1¢ a gallon making 
Essoheat 12,.9¢ and Kerosene 13.9¢ a gallon 


O11 is still cheaper than coal and its 
cleanliness, convenience and comfort makes 
oilheat not only smart but thrifty too. 


QUACKENBUSH & SONS, Inc. 








Quackenbush & Sons, Inc., Paterson, N. J., used this mimeographed postcard to 
let its customers, who filled their fueloil storage tanks in May or June, know how 
much they saved by purchasing oil before the price raise authorized for the East 
Coast by OPS. It is shown as a good example of timely customer relations. 





cipal middle distillatz, is used as the 
basis for pricing of the other distillates, 
retaining customary price relationships 
between products. In setting ceilings 
at Norfolk and the areas south of Nor- 
folk, it is stressed that general industry 
practice dictated the use of a progres- 
sively decreasing factor for costs of 
transportation. So, increases propor- 
tionately smaller than 0.65¢ are in- 
cluded in the spelled-out ceiling prices 
for these areas, again maintaining 
customary price relationships between 
points respectively north and south of 


Norfolk. 


West Coast Spell-out 


Spell-out of ceiling prices for tank 
wagon sales of petroleum products, in- 
cluding kerosene and heating oils was 
accomplished in July by OPS in five 
Western states, California, Oregon, 
Washington, Arizona and Nevada. 
Ceilings were established in 735 bulk 
plant points by Supplementary Regu- 
lation 11 to CPR 17, effective July 15. 
This represents no price increases, but 
merely transposes into dollars and 
cents existing ceilings. 

A companion effort on the part of 
OPS was the arrangement of a pro- 
gram to grant margin relief to fueloil 
marketers in certain areas. Purpose of 
the program would tie in with the 
agency's industry-earnings standard, 
the Johnson formula, whereby dealers 
furnish statements of net worth to 
illustrate that current earnings are less 
than 85% of earnings in the period 
1946 to 1949. OPS has worked out 
a simplified form to be completed by 
marketers, on which they will be re- 
quired to show operating costs for two 
years, profit and loss data on fueloil 
operations, including oilburner service. 
Jobber association representatives as- 
sisted OPS in preparing the form. 

It is expected that authority to grant 
relief under the plan will be delegated 
to OPS district offices and in cases 
where a representative sample of the 
fueloil marketers in an area showed 
that, on the average, their “net income 
before taxes” is less than pre-Korean 
margins, tank wagon ceilings could be 
raised enough to restore the proper 
balance. Such 
applied to all tankwagon sellers oper- 


increases would be 
ating in the area. 
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Fueloil Management Manual Co. of California to its marketers of | running a successful business. The ini f 





















ILLUSTRATED ON THIS and the follow- heating oils, tial presentation covers about 100 pages 

ing page are two typical sheets from The manual is called “The Stand- — of text and illustration but the stiff t! 
a new management manual prepared ard Heating Oil Dealer” and it covers back binder has capacity for several m 
and distributed by the Standard Oil in very useful detail many phases of — times that number, to be filled in as ce 


first DELIVERY MAKES STRONGEST IMPRESSION 


When your driver rolls that hose off the reel, 
his new customer is very likely to be there to see 
just how well actual delivery matches the sales- 
man’s story. You're better off when the customer 
does take a grandstand seat . . . because you can 
use the first delivery to clinch your sale. 


Some Dealers make sure of impressing the cus- 
tomer by following this procedure with every 
first delivery: 


i Verify customer's name and order for fuel. 


2 Find out kind of equipment used (if not 


known before). 
33 Locate the tank or fill-pipe. 
Note any special precautions necessary to 


Z@ protect property or follow the customer’s 
_ ‘requests. 








When the driver gives a customer his 
first receipt, a few words can make a 
BIG impression: 


Assure customer the tank is full; 
Call attention to metered receipt; 
Express appreciation for the business; 


Explain degree-day or keep-filled system and get 
authorization card signed. 






Promise to keep tank filled in the future. 





Copyright 1951 by Standard Oil Co. of California. Reprinted by permission of the copyright owner. 
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fresh material is developed. 

The principal indexed sections of 
the book are: 1) Sales, which includes 
market analysis, personnel selection, 
community service and other detail; 


YOUR OWN 


2) Operations, embracing handling 
customers, service, degree-day meth- 
ods, truck performance, etc.; 3) Cred- 
its and collections; 4) Accounting, 


with methods and controls; 5) Adver- 


“ wonetiact in nsaing re jacemer 
burners, 

. bakes gnodnaepond te ot 
and hold first business. — “ 


tising budgets, programs, typical ads; 
6) Product characteristics of the various 
fueloils sold; 7) News Letter, an in- 
teresting direct mail service developed 


by Standard. 



















| * You control the quality of 
BURNER SERVICE service. - 
DEPARTMENT # Stegnathons personal fein wih 7 
: ® Eliminate sales 
® May be competitive odvantoas: burnerservice Haus. 
® Keeps competitors out of the . — 
basement of your accounts. 
: : : ‘ e Very little control ever service. 
RECOMMEND . Reciprocal business from them. « May open dbortdnuccsahiiie 
@ Service bill not in your name. «. Castomele alplal leans 
OUTSIDE SERVICE ® Service firms try to merit further for any dissatisfaction. ‘aed 
FIRMS recommendation by giving good © Service company Mainor el i ad 
oo later gets in oil-fuel business, 








PLACE SERVICE 
ORDER FOR 
CUSTOMERS 








®@ Gives customers immediate 
action. 

® Close control over. service 
follow-through. 

@ You place orders with firms of 
your own choice. 


load. 





© You take responsibility for jobs 
performed by someone else. 
© You carry an extra financial 











RA, 0480 


PeNE 344 


YOUR FUEL COMPANY 


tZ3 waite < POT ET 


Your recent call for oil beincing service has hace referred to he following company: 







LENSE BITIIN 








factory manner, 


It is our sincere desite to know if the above firm performed your work in a satis- 


























Please make comments on reverse side ond return. 


Date 























FOLLOW-UP SYSTEM 
WITH OUTSIDE 
SERVICE FIRMS 





“*A “red-flag” item until you 
know customer is satisfied. 


Your active interest in giving the customer fast, good, economical service is the best 





guarantee of satisfaction no matter what method you use. 





Copyright 1951 by Standard Oil Co. of California. Reprinted by permission of the copyright owner. 
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New York City burner Courses 
complete first school Year 


iene of its first school year 
was marked in June by the Pe- 
troleum Educational Commission of 
the Advisory Board for Vocational 
and Extension Education, New York 
City Board of Education, A total of 
457 men from the oilburner industry 
had completed long term and short 
unit classes at three vocational high 


schools under the Evening Trade Ex- © 


tension Classes. 

The long term classes on automatic 
oilheating, held on Monday and 
Wednesday evenings from October 
1951 through June 1952, had been at- 
tended at the Thomas Edison Voca- 
tional High School, Queens, by 44 
mechanics regularly employed by oil- 
burner dealers; by 50 at the Brooklyn 
Technical High School and by 23 in 
the Samuel Gompers Vocational High 
School, Bronx. The short unit classes, 


consisting of 8 two hour evening ses- 


sions, were held at the same schools. 
One series of classes offered instruc- 
tions on automatic heat controls, the 
others on oilburner pumps and regu- 
lators. In all schools a total of 245 men 
attended the controls sessions, 95 re- 
ceived instruction on oilburner pumps. 

The Petroleum Educational Com- 
mission was the result of a meeting 
held in 1949 at the Brooklyn Automo- 
tive High School in Brooklyn, attended 
by 60 educators and.60 oilmen. Their 
primary interest at that time was to 
investigate the possibilities of estab- 
lishing vocational courses on service 
station management. It later developed 
that there was an opportunity to ex- 
pand the program into the oilburner 
field, with the result that the Commis- 
sion was re-established. Actually, there 
had been an Oil Commission appointed 


£ 3 
Aitinick oak ee ‘ ‘. 


ae 


Oilburner shop in the Thomas A. Edi- 
son Vocational High School, Queens, 
N. Y., being put in shape by students, 
supervised by instructor. One hundred 
and five manufacturers voluntarily 
contributed oilburners and accessory 
equipment, valued at more than $45,- 
000 for use in this classroom and those 
that are being established in other New 
York City vocational schools. 


as part of the Advisory Board in 1930, 
but it had never met. 

As presently constituted the Com- 
mission, which held its first meeting 
in June last year, is composed of a 
cross-section of the petroleum indus: 
try, including representatives of oil 
companies, fueloil and oilburner deal: 
ers, manufacturers, association and 
trade paper representatives. Essential- 
ly, though, it is made up of employers 
so that students in vocational high 
schools can be assured of employment 
in the industry when they have com 
pleted training. 

The long range objective is the ult 
mate establishment of a Petroleum 
High School, wherein can be set up 
formal courses for vocational students 
and adult extension classes for supple 


One of the evening classes covering 
oilburner controls. Series of eight two 
hour classes were held during the last 
school term in three New York City 
vocational high schools, sponsored by 
the Petroleum Educational Commis: 
sion. Held for service men and me 
chanics regularly employed in the oil 
heating industry, 245 men attended 
the controls course and an addi:ional 
95 received instruction on oilburner 
pumps in a similar series of c .1sses. 
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P= answers your 
rh; questions 
about 
small-pipe 
systems 







































17 
s, 
> 
‘ packed with facts on 
ly 4 
é small-pipe systems for 
: all types of homes 
w Here’s one of the really hot subjects 
in the heating business. And Mueller 
has the answers you want. 
0 Everything you need to do a profit- 
able business in small-pipe systems 
(wide range of gas and oil units, 
nv plenum chambers, fittings, small pipes) 
ng is available as a complete Muelleraire 
a package. 


This brand-new 16-page manual tells 
how to design and install small-pipe 
installations. How to plan for return 
air, etc. It gives tables, diagrams, and 
____ illustrations to help you do a creditable 
— and profitable job. 





You can get a copy of this Muelleraire 
manual without any cost. Send for it 
and get the complete story on small- 
pipe systems. 


Not iust a catalog, but a 
valuable 16-page manual 


Answers questions like these: 





Where should you use the individual pipe 
system? The extended plenum system? | 
L. J. MUELLER FURNACE CO. | 
2050S W. Oklahoma Ave., Milwaukee 15, Wis. l 

| 





How about 2-story houses? Basement houses? 
ing 
wo 
last 


How about warm-air outlets in crawl spaces? ; 
Please send me at once — without cost — your new manual on “Muelleraire -- 


How is the return air system designed? Small-pipe Warm-air Heating.” 






And many others. 










by 
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This group listens to instruction on 
General Electric oilfired equipment. 


mentary training of personnel already 
employed. 

High school classes for vocational 
students got underway in September 
1951, with a hand-picked group of 10 
students, selected from seniors in the 
plumbing course and electrical course 
in the Thomas Edison Vocational 
School. Classes actually began in Feb- 
ruary 1952, and with the program now 
smoothly operating, selected students 
are being added, with an anticipated 
class registration at this school for 
1953 of 40 students. 

In the same way, classes will begin 
at Samuel Gompers Vocational High 
School this September, with two classes 
of 52 selected 7th term students. 

Both courses of study eventually 
will be full courses in oilburning, these 
initial classes being made up of stu- 
dents who already have finished three 
years of electrical or plumbing train- 
ing. 

Two other phases of the Commis- 
sion’s work concern training that will 
eventually result in the establishment 
of full time courses for service station 
and industrial lubrication instruction. 
So, the Commission’s function actually 
is three-fold. 


Further on the oilheating side, pre- 


liminary plans have been worked out 
for the establishment of a course in re- 
tail fueloil management. This, ex- 
pected to start in February next year, 
also will be part of the Evening Trade 
Extension Classes, for which person- 
nel already employed in the oilheating 
industry will be eligible. 

In retrospect, completion of the first 
school year reflects worth-while and 
unselfish cooperation between indus- 
try and Board of Education officials. 
Similar action can well be recom- 
mended to groups in other localities. 
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New York City raises 
Fire Department Fees 


MAYOR IMPELLITTERI of the City of 
New York on July 10 signed Local 
Law #84, raising more than 150 of 
the fees for inspection services per- 
formed by the Fire Department. The 
measure, enacted as a revenue-raising 
law, is expected to increase by a million 
dollars the city’s annual income from 
such sources. 


4.4 
The local oilheating industry ‘is 


affected by having. the “Certificate to 
install oilburning equipment,” the so- 
called “Oilburner installer’s license” 
increased from $20 to $25 for the 
original application and annual re- 
newals boosted from $2 to $10. Also, 
permits for the storage and use of 
fueloil, which must be secured before 
fueloil can be delivered to an installa- 
tion, now provide for an annual fee 
of $5 for storage of from 10 to 550 
gals. Exception to this rule provides 
that for l-and 2-family dwellings or 
schools where no tuition is charged, 
an examination fee of $5 is made with- 
out payment of any further fee there- 
after. Previously, there was a charge 
of $3 for 275-gallon storage, with the 
same exception. 

Larger storage tanks now are to be 
assessed $20 annually for capacities 
from 550 to 2,500 gals., against the 
former fee of $5 and tanks in excess 
of 2,500 gals. capacity will be charged 
$50, instead of $10. Further, oil- 
burner and fueloil dealers who garage 
more than two but not more than four 
vehicles and maintain a single gasoline 
storage tank for them must pay an 
annual inspection fee of $25, com- 
pared with $10 under the former law. 
The fees for this purpose begin at $15 
for two vehicles and range up to $50 
for more than six vehicles, plus $15 
for each additional gasoline storage 
tank. Even where gasoline storage is 
not maintained, a fee of $10 is re- 
quired to garage three or four vehicles 
and $5 for each additional. 

Other portions that are applicable 
to fueloil dealers include annual fees 
of $20 for each “truck, tank truck, bar- 
rel” used to transport petroleum prod- 
ucts in capacities up to 2,500 gals. and 
$40 for larger sizes. A flat fee of $10 
was assessed previously. 


And in a section captioned “Range 
Oil: under classification of Fueloil No. 
1 and No, 2:”, there are provided fees 
of $20 each year “for sale of 1,500 
gallons” and $25 “over 1,500 gallons 
but not exceeding 3,300 gallons.” 

Opponents to Local Law #84 
attempted to get written into the meas- 
ure specific interpretations on severa! 
phases of it, and particularly the last 
two cited, but could get only verbal! 


: assurance that. the Fire Department 


Would: adhere to. past policy in its en 
forcement. However, it is disquieting 
to realize that portions of the new law 
are indefinitely written and are left 
open to possible misinterpretation. 

A spokesman for the groups of local 
dealers who protested enactment of the 
law commented ruefully that the 


‘measure was put through without any 


other justification than that it was de- 
signed to raise sorely needed revenue 
in New York City. He continued that 
it might serve as a warning to dealers 
in New York and other cities, too, that 
when such moves are afoot there is 
little, if any, advance notice that they 
are to be considered and that this pre- 
vents action to stop their enactment 
because the Opposition almost always 
then is “too little and too late.” 


‘3 . 
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Montana Farmers state 
their buying Intentions 


A SURVEY, conducted by the Montana 
Farmer-Stockman, Great Fails, Mon- 
tana, asked a representative cross 
section of the 35,085 farm and ranch 
families in the state what farm and 
farm household equipment supplies 
they intended to purchase in 1952. A 
total of 2,701, 7.7%, indicated they 
would buy a furnace this year and 
1,613, 4.6%, answered they planned 
to purchase an oilheater. 

Petroleum products were included 
in the questionnaire used and an esti’ 
mated number of 10,279 families re’ 
sponded they would buy kerosene, an 
average of 100.6 gals. each, 1,034,067 
total quantity; 18,524 families will buy 
stove oil, 728 gals. average each, 
13,485,472 gals. total; and 6,806 fam 
lies will purchase diesel fuel,.an aver’ 
age of 1,445.5 gals. each, 9,838,('73 
gals. total. 


’ 
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THE NAME THAT MEANS 


Qualily eugeneered BURNERS 


AT PRICES THEY CAN AFFORD 





A BURNER FOR EVERY CUSTOMER 


With Silent Glow, you sell a name that is known 
and accepted, a name that for years has meant good, 


sound engineering, quality in every detail of construction 





and burners to fit every need. And Silent Glow presents 
competitive values that ATTRACT customers. That is why 
“men who know choose SILENT GLOW,” the balanced 


line with a burner for every customer. 


i To: THE SILENT GLOW OIL BURNER CORP. 


For full informe tion, send today - 850 Windsor Street, Hartford 5, Connecticut 
iy Se So ES | 


1500 So. Western Ave., Chicago 8, Illinois 





Send us the complete facts about Silent Glow Oil Burners including 
prices and your money-back guarantee. 








Name: Soe 








Company: 


Street & No.: 





City: State: 








Census releases Data 
on heating Wholesalers 


NFORMATION GATHERED during the 
1948 Census of Business on the 
wholesale plumbing and heating goods 
trade has been released by the U. S. 
Bureau of Census, showing that in 
1948 there were 3,748 plumbing and 
heating goods distributors, accounting 
for sales of $1,812,960,000. 


501,000 and air conditioning, ventilat- 
ing equipment distributors, 325 with 
sales of $96,458,000. 

Another classification showed 520 
establishments in plumbing, heating 
goods manufacturers’ sales branches, 
who, in 1948, were responsible for 
sales of $586,477,000. Subdivisions 


These outlets were subdivided as fol- under this heading: General-line 
lows: General-line plumbing, heating — plumbing, heating goods manufactur- 


goods distributors, 1,963 with sales of 
$1,215,932,000; heating equipment 
wholesalers, 558 with sales of $175,- 
069,000; plumbing fixtures, supplies 
wholesalers, 902 with sales of $325,- 


ers. sales branches, 237 with sales 
of $356,601,000; heating equipment 
manufacturers’ sales branches, 157 
with sales of $129,003,000; plumbing 
fixtures, supplies manufacturers’ sales 


branches, 49 with sales of $29,762,000: 
air conditioning, ventilating equip- 
ment manufacturers’ sales branches, 77 
with sales of $71,111,000. 

The survey further tabulated simi- 
lar information for manufacturers 
sales offices, of which there were 370 


reported in 1948, with sales of 
$465,668,000. Under the same sub: 
divisions as for the branch offices there 
were: General-line plumbing, heating 
goods, 69 with sales of $257,519,000: 
heating equipment, 57 with sales of 
$39,961,000; plumbing fixtures, sup 
plies, 93 with sales of $49,402,000: 
air conditioning, ventilating, 151, with 
sales of $118,786,000. 

One of the accompanying tables 
shows the number of plumbing and 
heating goods distributors by states, 


Wholesale Plumbing, Heating Goods Distributors 


Standard metropolitan area Geographic division and 


(300,000 population or more) State 
Sales, entire year 
Per Cent of United States, total .... 
Establish- Amount United 
ments (Thousand States New England, total .... 
(Number) dollars) total WORE ee ees cin 
United States, total ......... 3,748 1,812,960 —:100.0 New Hampshire 
a eRateeee se is eite's 
New York-Northeastern New Jersey 722 284,465 15.7 Massachusetts ....... 
ESS “SCR gaia : 166 65.736 3.6 Rhode Island ...... 
ater arene eee aren 161 68,972 3.8 Connecticut ........ 
UNTO ES ee ae £75 87,896 4.8 : 5 
_ cogent 89 56.620 2.6 Middle Adantic, total 
BCMINNIR SS cee RU iaua hs heise ica 113 43,271 2.4 New York ......... 
San Francisco-Oakland, Calif. ...... 72 51,195 2.8 New Jersey ........ 
NR 555 eye wes 0 woe 48 26,247 1.4 Pennsylvania ....... 
Wath ine % 7 Sa dala a > 37, _ oe East North Central, total 
MPMI TRA” MOND 6 6S. Ss igs, oo eae ws 62 25 019 1.4 oe ll j ‘ is ; ‘ ; “ } ee 
Detimore, Md. so... ns 56 22,848 1.3 ag eae 
Minneapolis- " Paul. Mino. ....... 55 26,449 ES iceman ot tet ihbeae 
ES SS Re ar ee a 29 14,938 Oe @ \ eae te ee 
Cincinnati, Ohio eRe RM ake Sx 40 16,115 0.9 West North Central, total 
PION, nos 4: Wales 058 wintecy 38 18,118 1.0 Minnesota ......... 
ER AGRE PRO. 5G. ord kw wpe cis ees 43 22,078 2 MEME Pi coanig el oes Woh 
SS Sa ae eee 33 29,741 1.6 ee SO eee 
SEO GO) ran ae 32 (x) (x) North Dakota ...... 
OSS ee 27 16,317 0.9 South Dakota ...... 
AS ae ne eee ae 29 19,217 a PRODIAGKE 5. 5 os sade s 
CO SSS a a ee 26 9,315 0.5 ON ae 
ee a es Pee ae 30 17,360 1.0 South Atlantic, total ... 
RN I iS ere oe ue et» 3 36 18,031 1.0 Delaware .......... 
OS a een 15 7,996 0.4 Maryland ........-- 
SS OS ee eae 30 13,538 0.7 District of Columbia ... 
Sinise, AIR. (5.5. cee es 9 5,837 0.3 Virginia ........... 
Indianapolis, Ind. ............... 23 12,543 0.7 West Virginia ...... 
Reh A PNEIND, MGRESES ng geo. we-5 allo 6-0 eins 8 4,964 0.3 North Carolina ..... 
Mengestiwn. TORO 5 a6. <a sss os 11 (x) (x) South Carolina ...... 
Albany- Schenectady- reay, NOX. sss 16 10,987 0.6 MSRORRIR: soos ersietece sere 
1 oa REGS | ia ea a 16 5.229 0.3 Florida .......-.+.+-- 
San Antonio, RES 6 ic Soanc Cet oe 10 4,043 0.2 East South Central, total 
ee 18 16,553 0.9 as Med aaa a 
NEE a: ne a re ae 16 8,563 0.5 
: : PALS ae arr 
eS ON a a eee 9 6,771 0.4 Mississippi 
PRR EDDEO os hills a avers sin ais's Cs 10 6,341 ea Se ety a BS a ci 
Allentown-Bethlehem-Easton, Pa. 18 7,541 0.4 West South Central, total 
Norfolk-Portsmouth, Va. ......... 8 7,349 0.4 WEROOONS. 5. ois ce ws 
ACER RMN SID, Goole cnc 0°5 8:5 nob'w!.6) areca 8 4,763 0.3 iP!) 
Springfield- Holyoke, Mass. ........ 18 8,771 0.5 OT re 
Tampa-St. Petersburg, Fla. ....... 22 7,248 0.4 EAS io -sistkk or 60 v8, 
RMR 5% Gos cick ss 5 ain Sa 5s 18 5,791 0.3 ; 
Mountain, total ....... 
Wilkes-Barre-Hazleton, Pa. ........ 13 4.344 0.2 DROUMIRS oe Salers 8 
SORTA RPTL 5.5.5 6% 6.0) obs bis w ed-oe 18 12,481 0.7 MARIA) aim ios 'eoucio rete! e' 0.0 
OE UE a ree 13 7,805 0.4 WORDS, 2. .05)- «0's 
Soe tee ce 26 9,264 0.5 MEDIOMEEO 55 os oe ios 
Wheeling, W. Va.-Steubenville, Ohio 7 2.176 0.1 New Mexico ....... 
SA Soy AR ek ig reo 15 10,097 0.6 PACE Sr ree 
OS Re | er ee 3 (x) (x) UL Sa ES ore ene 
Phoenix, ane eee ure aktca 6 a yee 9 3,835 0.2 LCS OE a are area 
Richmon Gee Aa ae eee 9 7,718 0.4 : 
Oklahoma’ City, Okla. ........... 27 16,028 0.9 a nad 
Nashville, Tenn. .....0.2 2000200. 8 4.410 0.2 gall te 
Charleston, W. Va. ..........-.. " (x (x) PRTOING. © Sich ks 2: 








(x) Withheld to avoid disclosure. « 
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Establishments Sales, entire year 
(Number) (Thousand dollars) 
1948 1939. 1929 1948 LOSS 1929 

3,748 2,225 1,704 1,812,960 379,975 498,210 
341 232 160 139,666 40,112 50,335 
17 10 10 11,462 3,156 3,258 
12 9 5 Dp PL. 1277 1,300 
6 5 3 4,422 . 890 915 
176 128 91 71,388 19,116 25,612 
32 20 15 10,99 4,351 4,402 
98 60 36 35,858 11,322 14,848 
1,209 831 99 539,902 127,612 170,368 
469 347 292,345 75,704 95,248 
241 ~157~ 1OL 91,343 20,831 29,353 
282 205 . 1512. 156,214 31,077 45,767 
688 416 349 295,574 64,590 109,589 
120 100 78,030 16,418 23,052 
71 49 a | 30,418 7,898 11,435 
198 125 114 84,001 20,152 39,389 
149 79 62 70,270 13,561 22,901 
Te 43 42 32,855 6,561 12,812 
271 166 134 (x) 32,191 (x) 
62 39 30 29,562 8,486 7,976 
41 27 18 25,847 6,725 5,808 
109 59 51 66,462 9,989 14,965 
l 2 3 (x) (x) 946 
9 3 2 5,282 (x) (x) 
26 17 i? 16,101 3,817 5,138 
23 19 13 14,194 2,996 4,800 
366 175 122° 2295152 50:851 (x) 
12 2 6,010 2,004 (x) 
65 40 25 27,618 8,304 6,169 
27 ey | 31,688 10,802 5,891 
41 23 22 36,058 8,639 4,226 
13 rt 7 5,863 1,467 1,362 
59 20 17 38,004 6,875 3,773 
19 10 5 ja ey 2,495 1,309 
50 0 14 28,542 4,410 3,128 
80 29 19 43,797 5,835 2,954 
103 47 32 9,465 6,680 (x) 
31 23 12 16,973 3,364 3,387 
32 13 11 19,873 1,957 4,159 
21 9 8 13,449 (x) 3,163 
19 2 1 9,170 (x) (x) 
284 109 95 143,710 19,461 21,106 
6 7 574 707 1,992 
47 16 10 18,061 2,200 2,005 
44 19 18 21,790 3,743 5,477 
171 68 60 95,111 12,811 11,632 
103 39.31 (x) 4,599 (x) 
13 5 1 4,796 362 (x) 
6 2 2 2,031 (x) x) 
3 1 1 (x) (x) x) 
34 ey 16 15,972 1,094 4,098 
La 3 1 3,709 1,076 (x) 
12 2 3 4,996 (x) (x) 
21 9 6 11,184 1,346 1,986 
3 3 1 (x) ne (x) 
383 210 182 202,741 33,899 57,477 
500 329734 26277 4,535. ~ 9,502 
34 15 18 21,696 3,219 5; oe 

299 166 130 154,768 26,145 42,' 


(x) Withheld to avoid disclosure. 
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FLOORLEVEL...THE BIG NEWS IN NEW ENGLAND! 


Gentlemen: 


The people up here in New England have a reputation for conservatism and 
sound thinking. I feel that the fine reception that they have given to the new 
**Floorlevel”” Baseboard Hot Water Heating from General Automatic is a wonder- 
ful indication of the true merits of this system. 

We find Floorlevel’s complete packaging a time-saving feature that means 
real economy . . . and its ease of installation makes it a real profit package. 

Yes, we’re sold on Floorlevel . . . the new hot water baseboard system that’s 
the big news in New England. 
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SIMPLIFY YOUR HOT WATER HEATING SALES 
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Very truly yours, 


Bue. 


E. M. Muther 


SPONGE RUBBER 
DUST SEAL ALONG BACK 
(Prevents Wall Streaks) 


SOLID METAL 


TOP MOULDING 


SNAP-ON 
METAL PAN 


WITH FLOORLEVEL’S COMPLETE PROFIT PACKAGE! 


EASY HANDLING 


The compactness of Floorlevel’s all-in-one package means easier 
handling. One Michigan distributor installed 2200 sq. ft. of radi- 


ation with only one small truckload of Floorlevel. 


No special tools are required; all parts are standard and quickly 
obtainable. Save labor, save time and save money with Floor- 


level. 


CONVERSION BURNERS 


All sizes up 
to 20 G.P.M. 

capacity. 

Featuring 
the G A vi- 
bration-free 
universal 
coupling. 









BOILER BURNER 
® UNITS 


from 200 sq. 
ft. of radia- 
tion .. ready 
for installa- 
tion. 





WARM AIR 


UNITS 

Compact, 

Highboy and 
who 
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(Easy to Remove) 
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HOT WATER BASEBOARD RADIATION 





A COMPLETE 
PACKAGE 


Including . . . fin- 

type heating element, 
front panel and top 
moulding—packaged in 
convenient 10 ft. lengths. 
Wall brackets, inside corn- 
ers, outside corners and 
splices. 


EL 





DUAL DE-AIRATOR TANK 


A positive eliminator of 
air blocks in forced hot 
water systems. 










——— General Automatic 


also offers you the cir- 
culator, flow control 
valve, and boiler- bur- 
ner unit designed to 
work best with Floor- 
level Hot Water Base- 
board Heating. 


SEND FOR 












Spec. 56 gives you the complete 
details on the G/A Profit Package. 


ADAIR VE 
MNO 


GENERAL AUTOMATIC PRODUCTS CORP. 
2300 Sinclair Lane © Baltimore 13, Md. 








including the number of establishments 
and yearly sales for. 1948, 1939 and 
1929. The 3,748 establishments® re- 
ported in 1948 represented an increase 
of 54.5% over the 1,704 in business in 
1929 and the sales total in 1948 of 
$1,812,960,000 represented a gain of 
72.5% over the $498,210,000 dollar 
volume sold in 1929. 

The second table breaks down the 
1948 sales for the same establishments 
by standard metropolitan areas with 
300,000 inhabitants or more. The 
New York-northeastern New Jersey 
area accounted for the largest sales, 
15.7% of the total, followed by the 
Philadélphia area, 4.8%; Los Angeles, 
3.8%; and Chicago, 3.6%, in that 
order. Both tables appear on page 82. 
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Massachusetts Court 

- rules on “Plumbing” 
THE QUESTION of whether a company 
engages in “plumbing” by connecting 
heating boilers or water heaters has 
been a controversial question for a 





long time, reports a recent bulletin of 


_ the Oil-Heat Institute of New Eng- 
~ land, Boston 1%, Mass. The: bulletin 


points out how numerous companies 
have been prosecuted for engaging in 
the “business of a master plumber not 


being registered or licensed,” convicted 


and fined. ba 

About a year ago a complaint was 
entered against the Springfield Gas 
Light Co. for installing a hot water 
tank and gas heater in a Springfield, 
Mass., home. A permit from the Build- 


ing Department had been secured for 


the necessary water piping and the in- 
stallation subsequently was approved 
by the Plumbing Inspection Depart- 
ment of the City of Springfield. How- 
ever, the District Court of Springfield 
upheld the complaint and found the 
company guilty of performing plumb- 
ing work while not licensed to do so. 

The company appealed to the Supe- 
rior Court of the Commonwealth of 
Massachusetts and on May 26, 1952, 
Judge Eugene A. Hudson, Justice of 
the Superior Court, reversed the de- 
cision, ruling that the installation of 

























1300 gallon—2 compartment tank; fully skirted, top shroud- 
ing; 2" ticket printer (your choice); 125’ 1'/," hose and 
electric reel; 1952 Dodge 2 ton with 8:25x20 I0 ply tires; 
en Pree 9. 


1600 gallon—2 compartment tank; equipped same as 
above; 1952 Dodge 2!/2 ton with 900x20 10 ply tires; 
ee P $4,125.00 


complete 













| DY=Yol '<=3 4 
Brothers | 


ee ee $4,380.00 


2400 gallon—2 compartment tank; equipped same as 
- above; 1952 Dodge 3!/2 ton with 
11:00x20 12 ply tires; complete. 
sake $7,330.00 


~ 300 LINCOLN AVENUE 


Telephone: HAWFHORNE 7-21.00; 2101, 2102 


IMMEDIATE DELIVERY ANYWHERE 
in the United States. Trades accepted and 
terms arranged. Rear installed equipment 
available on all sizes. 





“hot water tanks and gas heaters does 
not constitute ‘plumbing’... , in that no 
part of such installation involves pipes, 
tanks, faucets, valves and other fixtures 
by and through which waste water and 
sewage are used and carried.” 

The Commonwealth on June 9 
appealed to the Supreme Court of 
Massachusetts, a step which has the 
effect of superseding any ruling made 
by a lower court. 

Fred N. Beckwith, executive secre- 
tary of the Oil-Heat Institute of New 
England, explains that this leaves the 
question of what constitutes “plumb- 
ing” undecided until the Supreme 
Court hands down a final opinion. The 
case cannot be argued until fall and 
it may take up toa year before the final 
decision is made. 
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Corrections for the Catalog 
of oilburner Manufacturers 


THE CATALOG of oilburner Manufac 
turers, published in the June 19§2 is- 
sue, had several unfortunate, though 





















aa Includes chassis, 
tank, pumping and 
metering equipment 
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HAWTHORNE N. J. 


Prices on models of different 
sizes, available on request.. All 
sales subject to 8°, Federal Tax. 





















































Prove Red Seal’s 
Sustained Accuracy 


for yourself! 


Each year your meters must accurately account for products worth up a gs 
to 300 times the cost of the meters themselves. It’s mighty important to = 
keep them in tip-top condition with periodic accuracy tests. a 
It’s so important to you in terms of dollars and cents we recommend 
you keep simple records of accuracy tests and maintenance required. 
Keep them for all your meters—truck and bulk plant alike. You'll quickly 
find that some types of meters require more adjustments than others . . . 


some need replacement parts sooner . . . some have to be scrapped years 
earlier because of the high cost of maintenance. 
You'll find, as many other oil companies have found, that the simplicity Branch: Offices 
of the Red Seal measuring chamber with its non-wearing capillary seal, ATLANTA © BOSTON * CHICAGO ° DALLAS 
and the trouble-free registers with the patented gear shift calibration, DENVER * LOS ANGELES + LOUISVILLE 
really pay off. NO. KANSAS CITY, MO. * PHILADELPHIA 
Keep your own accuracy and maintenance records. Prove for your- SAN FRANCISCO - PORTLAND, ORE. 
self why Red Seals are so famous for their sustained accuracy and low Canadian Factory: TORONTO 14, ONT. 
maintenance. 





NEPTUNE METER COMPANY 
50 WEST 50th STREET e NEW YORK 20, N. Y. 
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turer of “Horizontal rotary cup” burn- 
ers under Oilburners, Distillate. This 
listing should have appeared, natural- 


unintentional errors. It 1s suggested 
that the following changes be made in 
your copy of the June 1952 issue. 
Fitzgibbons Boiler Co., Inc., New 
York 17, N. Y., was listed correctly 
under Boiler-Burner Unit manufac 


ly, under “Low pressure, gun.” Com- 
plete, correct listings for Oil-O-Matic 
should designate the Division as man- 
ufacturers of high and low pressure 
gun burners under both the distillate 
and residual oilburner classifications. 
Armstrong Furnace Co., Columbus 
8, Ohio, has informed us that two of 
our listings of executive personnel were 


turers as producing a steam unit, fired 
with a high pressure burner, Through 
error, however, this company’s listing 
was omitted from the same section for 
a hot water unit. 

Williams Oil-O-Matic Div., Eure- 
ka-Williams Corp., Bloomington, III., 
was shown incorrectly as a manufac- 


inaccurate. These are the proper titles 
for the following individuals: L. G. 





INSIDE story on 
(aldinglon 


CARTRIDGE 

REPLACED BY 
LOOSENING A 
SINGLE BOLT 


trouble-free 
filtering 





FUEL OIL FILTERS 






DIE-CAST 


same es ee ol 








peeecses ALUMINUM CASE 
© OIL SUBJECTED CANNOT RUST 
: TO MANY OR CORRODE 
B SUCCESSIVE 

~ FILTRATIONS TO 

g REMOVE EVERY TRACE 

g OF SOLID AND tLescunem 
= GUM-FORMING 

: IMPURITIES LARGE SUMP 


COLLECTS WATER, SLUDGE, 
AND OTHER IMPURITIES 

—GREATER CARTRIDGE 
LIFE BETWEEN CHANGES 


Made in two models: $-252 and $-254 


EDDINGTON METAL SPECIALTY CO. 


EDDINGTON, PENNSYLVANIA 


FILTERS - NOZZLES + VALVES * STABILIZERS 
AIR CONES * STRAINERS * INSPECTION MIRRORS 
ADAPTORS - SERVICEMEN’S 
NOZZLE KIT 














86 





Hickok is executive vice-president in 
charge of sales of the Columbus plant 
and H. G. Hays is assistant sales man- 
ager of the Columbus plant. 

Flame-Master Co., Chicago 26, IIl., 
was listed as producing only high pres- 
sure domestic models. Robert Walshin, 
president, points out that the listing 
was incomplete and should have shown 
the company also under the heading 
“Low pressure, gun,” in the Distillate 
Oilburner Section and under the head- 
ings “High pressure, industrial type” 
and “Low pressure, industrial type” in 
the Residual Oilburner section, Dis- 
tillate listings cover burners up to 6 
gph capacity; residual burners are com- 
mercial-industrial types with capacities 
in exess of 6 gph. 

The address and products listed for 
C. H. Dutton Co. are correct, but the 
company name should have 
shown as the Hapman-Dutton Co., 
Kalamazoo 6, Mich. 


been 
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U.S. Department of Labor 
Fueloil Prices (May ) 


FIELD INVESTIGATIONS for the Depart- 
ment of Labor monthly check prices 
of principal fuels in several cities in 
each section of the country. Getting 
retail quotations from various sup- 
pliers in each market, the prices are 
averaged and published, including ap- 
plicable state and local taxes. Those in 
the table that follows were taken May 
15 (cents per gallons) : 

Range No.1 No. 2 


No. 3 
Boston 15.07 14.57 12.60 os 


Manchester 15.40 14.90 13.30 
Portland, Me. 14.40 14.40 12.40 a 
Buffalo 15.25 14.04 14.04 
New York Pern a1! 
Philadelphia 13-43" 12°20 ste 
Chicago 14.83 14.48 13.57 13.57 
Detroit 15.04 14.01 os 
Milwaukee 15.04 14.10 14.00 
Kansas City 13.06 12.04 12.04 
Minneapolis 14.77 14.53 13.48 13.53 
Baltimore 13.36 12.44 
Wash., D. C. 13.84 12.85 
Jacksonville 14.87 13.25 Ee 
Norfolk 13.60 12.20 12.20 
Richmond 14.00 12.60 
Savannah 16.58 13.97 : 
New Orleans 13:33 9b2 77 12.77 
Denver 14.42 13.32 
Portland, Me. 14.50 12.10 
San Francisco 13.87 11.54 


Seattle 15.33 13.20 
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Siansiian of dealers like me 
welcome the chance to sell the 


Horizontal Water Tube Heating Package 


It’s NEW—DIFFERENT—PROFITABLE— 
BECAUSE: Another Atlantic Heating Unit. 


Now the Atlantic “600”, bigger brother to the 
justly popular “500” placed on the market this 
spring, takes its rightful place in the Package 
Parade featured by Atlantic Steel Boiler Co. of 
Philadelphia. 


What does this mean to you? Just this! The 
Atlantic “600” is completely assembled—really 
ready for installation the minute you take it out 
of its doubly reinforced shipping carton. 





Saves you and your customers up to $40.00 in 
installation costs alone. Simply connect it and 
you have heat. 





lush jacket © 
Een ane or varkio® 
P. nv t, gives to g°- 
circulator: lace, all s¢ 
and wiring ! 


Write or wire today for complete information. 


Our ‘‘profit plan’’ means more money to you. 





Everyday Snags 


Candle Box Finds Air Leaks 


This candle box idea, used for many 
years by coal-firing experts for upping 
the efficiencies of brick-set boilers, is 
relatively unknown to oilburner ex- 
perts who work on such boilers. The 
idea is used to locate air leaks in old 
brick boiler settings and to prove that 
seemingly tight settings often have 
leaks. It is applicable also to Dutch 
ovens made of brick and fitted to oil- 
fired boilers. 

In the upper left corner of the draw- 
ing is the old-fashioned candle box. 
You simply slide this along the outside 
brick wall of a boiler with maximum 
draft on the boiler, and locate air leaks 
by watching the candle flame flutter as 
the box moves over them. 

To the right is a more highly devel- 
oped candle box having on one end a 
piece of hard asbestos board with a 
2'4” hole that concentrates the in-flow 
air around the candle flame, magnify- 
ing the response of the flame to air 
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leaks. Prevent leakage by putting 
sponge rubber strips or felt weather- 
stripping on the edges of the box that 
come in contact with the boiler. 

Dimensions of some candle boxes 
used by industrial boiler experts are: 
8” wide, 10” high, and 12” long. Some 
boxes have handles. 

A plain candle flame or match flame 


quickly shows the fuel-wasting flow of 
air into large cracks like those shown 
in the brick-set boiler in the sketch. 
However, the candle box is needed to 
emphasize the sum-total infiltration of 
air that results from porosity of a brick 
wall or from many small cracks and 
crevices that seem unimportant because 
they scarcely can be seen. 

Specialists in brick-set boilers and 
boiler room supplies offer special ce- 
ments for sealing air leaks in brick 
walls, and plaster for coating entire 
boiler settings to make them air-tight. 
There’s a lot to all this because air 
leaking into old brick-set boilers is an 
important cause of combustion difh- 
culties. Locating and sealing air leaks 
often solves problems involving smoke, 
low COs, inadequate over-fire draft, 
and inability to carry peak loads. 


Long-Legged Gun Burner 


Pick the right burner for the job, 
that is one that permits you to arrange 
easily for removing the gun tube 
assembly to tend to the nozzle, and you 
can rig up a long-legged burner your- 





INSTALL A GENERAL FUEL 


OIL FILTER ON 


EVERY HEATING SYSTEM YOU SERVICE 


DELUXE MODEL 
2A-300 
FOR BIG, 
DIRTY JOBS 


MASTER MODEL 
A-700 
FOR MEDIUM 
NEEDS 


- 





GENERAL FILTERS 
INCORPORATED 


STANDARD MODEL | 
1A-25 


FOR SMALL 
HOMES, SPACE 
HEATERS, ETC. 


GENERAL ‘it 


CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH AVE., TORONTO 13, ONTARIO 





or large. . 





Remember: 


*¢ GENERALS assure clean, safe 
fuel oils for your customers— 
stop costly ‘‘call-backs’’ for you 


Positive absorption with GF’s double filter element. Finest felt 
cartridge removes the finest dirt particles. Inner wire mesh 
strainer prevents collapse, backs up cartridge. 










Two-minute felt cartridge replacements mean easy service 
revenue for you for years to come. 


Your customers will WANT GENERAL FILTERS and the clog- 
free protection they offer the year ‘round by trapping im- 
purities before they reach burner nozzles. 


There’s a GENERAL FILTER model to fit every need . . . small 
. home, business, trailer, etc. All that’s needed is 
a wrench and a few minutes’ work. 






...@ Vg inch layer of soot raises 
heating costs up to 25%! CLEAN RIGHT SOOT RE- 





MOVER cleans any system quickly, safely — leaves 


no residue. 


FILTERS 


12890 Westwood Ave ; 
Detroit 23, Michigan @& 
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Available Now! 





LOW PRESSURE TWO STAGE fuel unit with SELF PURGING reservoir 


Again it’s Combustioneer with another first. The new 
Combustioneer Low Pressure Oil Burner has everything . . . 
plus the new TWO STAGE Low Pressure Fuel Unit with 
a Self Purging Reservoir! For inside or outside tank instal- 
lations . . . draws oil up to 38 ft. horizontally plus up to 
15 ft. vertically. 


Combustioneer is the only Low Pressure Oil Burner on 
which both secondary air and oil capacity adjustments can 
be made while the burner is running! “Flip-Of-A-Finger” 
Capacity Control permits the selection of any exact fuel 
capacity between .50 and 4.0 g.p.h. by a simple screw 
adjustment. 


Combusiioneer . .. BETTER FOR THESE 


REASONS ... PLUS MANY MORE! 


Only Combustioneer has the “Hydra-Vated” Pump moti- 
vated by oil alone . . . not mechanically operated but hy- 
draulically. ““Free-Float” Metering Piston, measures oil flow 

. no waste due to oversizing . . . no metal-to-metal wear, 
rods, cams, pins, levers, springs or gears . . . years of trouble- 
free service. The orifice of the “Flo-Mist” Nozzle is 30 
to 40 times‘larger than nozzles on high preewe burners, 
guaranteed clog-proof! 


Combustiomecn excwsives — 


Adjusts oil and air while burner is running 
Two Stage “Hydra-Vated” fuel unit 
Self purging reservolr 


Oil lift up to 15 feet vertical plus 38 feet 
horizontal 


Oil capacity range .50 to 4.0 g.p.h. 
No extra lift pumps required 

“Free Floating” piston 

Positive start and shut-off valve 

















Guebustoneer vwision 


THE STEEL PRODUCTS ENGINEERING COMPANY 
Springfield, Ohio 
“Better Heating Since 1928" 


ombushoncer Gas Burners ¢ dt and ie Pressure Oil porkers * heice ® Coal-Gas-Oil Furnaces © Humidifiers 
Pricloil - 
oilheat, 


Ist Stage 2nd Stage Automatic 
Suction Unit Pumping Unit Oil Pressure 
Control 





romp Purging : 
Reservoir \Free-Floating”™ 


Piston 


YOUR PROSPECTS ? 


Nearly every home that has a warm-air, vapor, steam or 
hot-water heating system is your Combustioneer Low Pres- 
sure Oil Burner prospect . . . bringing the user the very 


~ best in automatic. dependable, economical OIL HEATING! 





27% FRANCHISE 


The trend today is to oil. Sell your prospects better oil 
heating equipment sold at competitive prices! Mail the 
coupon for. complete information about exclusive features 
found only in Combustioneer . . . and details about your 
Combustioneer franchise. 


Np and Mall To ay! > 





Combustioneer DIVISION, 

The Steel Products Engineering Company 

1242 W. Columbia Street, Springfield, Ohio 

Please send me, without obligation, all details about the 

new Combustioneer Low-Pressure Two-Stage Fuel Unit 
. and about the Combustioneer Dealer Franchise. 

NAME 

FIRM NAME 

STREET ADDRESS 

CITY ZONE STATE 
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Everybody knows where this 


“Great Lady’ Be 4 


can be found... but 


does everybody in your town know 
where you are located and what prod- 
ucts and services you offer? You can 
make your business a familiar land- 
mark in the ‘yellow pages’ of your 
telephone directory by featuring 
your name and products under 
every appropriate heading. 


The ‘yellow pages’ reach every 
home in town that has a telephone 
...and every business. Your ‘yellow 
pages’ advertising will reach new 
prospects...folks who never knew 
before just what you have to offer 
...just when they’re ready to buy. 


“Yellow pages’ advertising is help- 
ing ring up sales all over America. 
Why not put it to work for you? 


4mEpica’s BUYIN 
FOR OVER 60 YEARS 
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... + Everyday Snags 


| self especially for a basement likely to 


be flooded with water from time to 


| time. As the drawing suggests, mount- 


ing the burner on legs or a stand about 
three feet high should do the trick 
of keeping dry the motor and ignition 
transformer when there’s a few feet 


_ of water in the basement. You provide 
| the burner with suitably long high 


tension leads and a long 44” O.D. cop- 
per tube line to feed oil to the nozzle, 
of course. Because the nozzle line is 
long, you'd better fit the burner with 
a trick at-the-nozzle shut-off valve in- 
stead of a standard nozzle adapter, to 
give you extra-sharp cut-off with no 


dribble. 


Oilburner on Stilts --- 
Stays Dry 
































~ 

Incidentally, the type of knob-and- 
tube wiring which is considered ob 
solete by most dealers has one tre’ 
mendous advantage over the usual 
types of wiring. It is excellent for use 
where the wiring is likely to be sub- 
merged in water at times. If some of 
the wiring of your long-legged burner 
job must be below the high water mark 
of the basement that floods occasional- 
ly, consider using knobs and tubes for 
the wiring that might be flooded. 


Ending Soot Trouble 


Soot specks in the basement of a cer’ 
tain home caused particular distress 
and complaints because clothes lines 
ran all around the oilfired boiler. The 
dealer who tells about this says the 
specks were not too bad; they were 
just the kind you find on many boil- 
ers and try to blow away or fan away 
before the owners see them. 

In this instance, however, the lady 
of the house made a great point of 
being entirely free of soot specks, and 
continued finding them even after the 
dealer had installed a new insulating’ 
brick firebox, a new burner combustion 

















THE RADIATOR YOU JUST “SLIP-IN" © 


The NEW Penn 





Provides LOWEST COST 
room-by-room 
Temperature Control 


READ THIS NOW-— IF YOU’D LIKE TO SELL IN 
BIG MARKETS AT A PRICE ADVANTAGE 
yet not give up a nickel of profit. 

That’s the deal with Penn Air-rad. Sell this new, low- 
cost radiator and you sell built-in control of room tem- 
perature ... at convector prices. Up to now, such zone 
control has been available only at complete unit prices. 


A Natural for Motels 
As Well As Residences 


Air-rad users can hold temperatures at 70° in one room 
... 60° in the room beside it...and 75° in the room 
above. They do it by setting just 1 thermostat... to 
provide individual temperatures for all rooms. Tie that! 

It’s a breeze for an Air-rad dealer to interest motels 
and institutions as well as home owners. Just point out 
that temperatures can be held in vacant rooms at 
economy levels. . . then as rooms are rented, temperatures 
are brought to comfort levels at forced hot water speed. 
(But at a warm air price!) 


Pre-fitted for Standard Studding . . . 
No Carpentry Work . . . Huge Savings of Tubing 


Air-rads are sized to slip between standard studdings. 
Simply tack in... no carpentry required to fit. 

The high velocity operation of Air-rad eliminates all 
mains. Installation through radiators (in series) effects 
huge savings of steel tubing or iron pipe. 

Get the recently published Air-rad bulletins. This com- 
pletely illustrated literature tells how Air-rad reaches 
full heat output in 25 seconds . . . how two sizes beautifully 
cased covers all installations ... how Air-rad saves floor 
space by fitting flush in wall. 

If you’re profit-minded, this new bulletin will give 
you a bigger kick than any ‘‘whodunit.’’ All you need do 
to get your free copy is mail the coupon today. 
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Air-rad is sized 
to fit between 
standard studding. 




















Beautifully cased 
Air-rad is installed 
to fit flush in wall. 





Penn Boiler & Burner Mfg. Corp. 
Department F, Lancaster, Pa. 


() Please send me free builetin describing Air-rad. 
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. . « Everyday Snags 


head, a new nozzle, and an overfire 
baffle. After all that, what could the 
dealer do to gain complete freedom 
from soot specks? 

He relates that he did find the 
answer to the problem. Warning the 
owner that this effort would increase 
the fuel consumption somewhat, he re- 
moved the old smokepipe and its draft 
regulator and installed a new, excep- 
tionally-tight smokepipe with no draft 
regulator on it. That amounted to 
using the full chimney draft to ward 
off soot speck trouble. In this case it 


worked, says the dealer. The chimney 
in this house happens to give the ex- 
ceptionally high draft of .14” accord- 


Testing Safety Controls 


An engineer on FUELOIL & OIL 
Heat's technical staff uses a trick in 
testing the safety controls of pressure 
burners, and passes along the idea to 
dealers and service men who haven't 
heard of it. 

Checking thoroughly a burner that 
had “puffed” violently, the FO#OH en- 
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Equip Your 
Trucks With 


“NEWTYPE” 









STYLE R-43 


FUEL OIL HOSE 


For Quick, Low-Cost Deliveries! 
KINKPROOF, NON-FLATTENING—Stays round, on or off the reel. 
FAST, FULL-CAPACITY FLOW from truck to nozzle, always. 

LIGHT IN WEIGHT . . . EXTREMELY FLEXIBLE . . . Easy to handle. 
EXCEPTIONALLY STRONG, with tough, long-lasting cover. 


Mail Coupon Below for Illustrated Folder 





Branches: Philadelphia - 


Est. 1870 


GOODALL RUBBER COMPANY 


GENERAL OFFICES, MILLS and EXPORT DIVISION, TRENTON, N. J. 


New York Boston - Pittsburgh - Chicago + Detroit - St. Paul +» Los Angeles 
San Francisco - Seattle - Portland - Salt Lake City « Denver « Houston « Distributors in Other Principal Cities 











GOODALL RUBBER COMPANY 
Whitehead Road, Trenton 4, N. J. 


Please send copy of Folder describing "Newtype” Fuel Oil Hose. 


FIRM NAME 
S|} re : 
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Burner Running Normally 


Solenoid Valve 
in Nozzle 
Line 

















Cause flame failure, motor running-- 


Remove 
Solenoid 
HL 6Coil from 








gineer finally asked the service man 
who was with him to make the flame 
fail with the burner motor running. 
This was to check the response of the 
electronic safety control system. 

“That's a new test for me,” said the 
service man. “I’m smart enough to stop 
the motor by unhooking a motor wire 
with the burner running normally. 
But that will give you motor failure as 
well as flame failure. What have you 
got in mind? Closing the suction line 
oil valve or loosening a suction line 
fitting and making an air leak?” 

“Not exactly,” answered the engi- 
neer. “Either of those things might not 
snap off the flame the instant we want 
it killed, and might not keep the flame 
off. 

“You can test in a better way where 
you've got a solenoid valve in the noz 
zle line, as you've got here. 

“Arrange to unhook an oil valve 
wire with the burner firing normally 
That'll kill the fire instantly and keep 
it off. The motor keeps on running 
That testing idea applies to any mak: 
and model solenoid oil valve in the noz 
zle line, and works so well as to mak: 
you thankful the burner’s got a sok 
noid valve. 

“Here’s a second idea that you ca 
use on this job and certain other job 
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Ticket printing registers in 
- plant control room accurately 
record every loading operation 
at remotely located racks. - 


. Each of these Rotocycle meters 
is electrically synchronized to one of 
the ticket printing registers in 
the central control room. 





With a Rockwell Remote Registration System 
you get visibility unlimited plus “command post” 
control over all loading operations. Separate 
ticket printing registers for every meter on the 
rack are right before your eyes. Each register is 
electrically synchronized to record the measure- 
ment of its remotely located meter. No product 
can be drawn until yox insert a ticket in the 
printer and you activate the electric circuit. 


Just consider the advantages of the Rockwell 
system. You, or your dispatcher, have control 
over every fill from a central office. Truck loading 
is speeded. The human element of error is re- 
duced to a minimum. Plant security is increased. 
And the unalterable printed tickets can be used 
for delivery slips, for inventory control, for 
invoicing—in fact, to establish a sound basis for 
improved accounting. 


Of course the Rockwell Remote Registration 
System is completely safe—bears the UL seal of 
approval. And it can be easily applied to existing 
Rotocycle meter installations. Write for bulletin 
OG-324. 


ROCKWELL MANUFACTURING COMPANY 
PITTSBURGH 8, PA. 


ATLANTA BOSTON CHICAGO HOUSTON’ KANSAS CITY 
LOS ANGELES NEW YORK PITTSBURGH SAN FRANCISCO 
SEATTLE TULSA 
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Bulletin 8291 


Adjustable 


Oil Burner 


Automatic Valves 





Adjustable By-Pass 


The Main Flow adjustment in Bulletin 8281 Valve permits the operator 
to regulate the flow of oil through the valve when it is open. It’s a 
“regulating” as well as a “Shut-Off Valve. When de-energized, it 
closes fully, shutting off the flow completely. It is Factory Mutual 
Approved. 


The By-Pass adjustment in Bulletin 8291 Valve permits a “high or 
low” flame operation. In other words, the amount of flow can be con- 
trolled for full flow or by-pass flow automatically by instrument. It is 
not a Shut-Off Valve, however, since it does not close completely. 


These two ASCO Control Valves are for special cases. Both come in 
Ye and '/2 inch pipe size. Both are suitable for gas, light oil, heavy oil 
(No. 4, 5, 6 and Bunker C) air, water and other non-corrosive fluids at 
temperatures up to 212° F. 


We have other types of Automatic Solenoid Valves for Shut-Off and 
other purposes not only in the restricted flow types, as these two valves, 
but in the full flow class. If you will tell us about your automatic con- 
trol problems, we shall be glad to recommend the proper type. 


When in need of Automatic Transfer Switches, 
Remote Control Switches, Contactors, Relays, and 
Specialized Electromagnetic Controls, come to us. 


Anton atic Switch Co. 


385-F LAKESIDE AVENUE » ORANGE, NEW JERSEY 
V-50-9 
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. . Everyday Snags 


With the burner running normally, 
just remove the little.screw in the top 
of the solenoid valve, then lift the 
case and solenoid off the valve. The 
valve snaps shut, of course, because 
you've taken away the coil used to hold 
it open. You quickly test for flame 
failure with the motor running. 
“To test for ignition failure when 
the burner starts, simply start the 
burner with the solenoid valve discon- 
nected so it can’t open. Or where you 
can do this, start the burner with the 
solenoid coil lifted off the solenoid 
valve. Observe what the control panel 
would do in case of ignition failure.” 


Controlling Twin Burners 


He’s been installing pressure burners 
since 1932, says this dealer who is 
located in the Midwest, and for 20 
years he has taken greatest pride in his 
twin-burner installations. Using sin- 
gle-ignition burners, you’ve got double 
ignition on a twin-burner job, he em- 
phasizes, whereas using double-ignition 
burners you've got four ignition sys- 
tems on the job! That’s one thing that 
builds up great dependability. Another 
thing is that failure of one burner does 
not affect the other burner, the way 
this dealer lays out his jobs. Never has 
he had a hurry-up, novheat call from a 
twin-burner job. The failure of one 
burner causes the other to try to carry 
the full load, by running continuously 
if necessary. 

Separate suction lines work out best, 
this dealer finds. Although all his big 
burners have dual-pump fuel units, he 
provides two suction lines on his twin- 
burner jobs, 

Don’t crowd the burners too close to- 
gether, he warns, if you can possibly 
avoid this. If one of the burners would 
need a firebox 20” wide, he likes to 
have the nozzles 25” apart (which is 
25% greater than 20”) on a twin-burn- 
er job to avoid smoke in the center of 
the firebox because the two flames in- 
terfere with each other. 

He uses just one smokepipe control 
panel for two burners, as the accom: 
panying drawing shows, and uses spe- 
cial ideas to avoid overloading this 
panel and having a control panel fail: 
ure that would stop both burners. 


The wiring in the drawing was usec 
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.... Everyday Snags 


recently for two pressure burners, each 
firing 8.0 gph, and each having two 
ignition transformers to provide four 
sparks for the two burners. Continu- 
ous ignition is used. Each burner has 
a one-third horsepower, split-phase 
motor that draws considerable current 
on starting. The contacts of the stack 
control are spared the heavy motor- 
starting load, and handle only the 
small amount of current needed for 
the special relay’s solenoid coil. That's 
to insure troublefree operation of the 
stack control. Moreover, each of the 


two sets of contacts in the special re- 
lay handles one burner motor. The idea 
is to avoid overworking one set of con- 
tacts by having it start two motors. 
The fuses in the drawing are of the 
time-delay type, sized closely to match 
the loads on them. If one of the burners 
develops motor, ignition system, or 
wiring trouble that causes it to draw 
more current than it should, the fuse 
of the particular burner will blow and 
the other burner will continue provid- 
ing heat. 

The low-voltage circuit of the stack 





MONARCH NOZZLE FILTERS 
SOLVE CLOGGING TROUBLES 





dirt! 


New 


"48" Nozzle 
Box 


Don't jumble your noz- 
zles loosely in your tool 
box like ‘'nuts and bolts" 
if you expect them to be 
usable. Carry as many as 
48 nozzles securely in this 
sturdy, compact steel box. 





Take a MONARCH Tip (Stain- 
less Steel) ... add a MONARCH 
Porous Bronze Filter . . . Result— 
Tops in Nozzle Performance with- 
out troublesome clogging from 


The MONARCH Filter is equiva- 
lent to 200 mesh screen but has 
the advantage of being strong 
and rugged one piece construction 
—no messy felt or numerous parts 
to lose on the cellar floor. Costs 
no more than standard 200 mesh 
screen strainer. 
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Slide-Chart 


loads, 
sizes 


at a glance. 


DEALERS: Buy from your Monarch Jobber 


MONARCH MFG. WORKS, INC. 


2503 E. ONTARIO ST., PHILADELPHIA 34, PENNSYLVANIA 


Canadian Sales 


fh ye (Except B.C.) Canadian General Filters Ltd., 


Danforth Ave., Toronto 13, Canada 


96 





Nozzle-Firebox 





| 


No more digging through | 
catalogs for proper noz- | 
zle capacities for certain 
correct fire box 
for different firing | 
rates, or nozzle capacities at 
different operating pressures. | 
This pocket slide-chart gives | 
all these (and more) figures 







Top View 


Two Gun Burners Fire One Boiler 
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control panel is not shown, but on this 
dealer’s jobs usually includes a room 
thermostat or an outside-weather type 
control system, and a boiler high-limit 
control wired low-voltage. In the live 
line to both the burner stack control 
panel and the special relay is another 
high-limit control, which is set higher 
and which would go into action of 
course only if the burners did not stop 
for the high-limit control which is 
wired low-voltage. 

By using the switches at the bottom 
of the drawing, the owner can use 
either burner or both burners. The 
dealer who uses this control layout 
often locates the stack control panel 
on a flue clean-out door, where with 
only one burner running it will be 
affected by flue gases at a minimum 
temperature of perhaps 325°. 

Arranged as described, according to 
this dealer his twin-burner installa- 
tions give him unsurpassed dependa- 
bility. 

There are, of course, weighty argu’ 
ments in favor of using burners with 
built-in electronic controls or other 
special built-in controls (affected per- 
haps by light or by radiant heat from 
the flames) on twin-burner installa: 
tions. But those arguments form an 
other story. There are arguments in 
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from an empty wagon 


See your wholesaler now... 
Stock up on Honeywell Controls. . . 
Be prepared for the busy season ahead! 


The manufacturers of heating equipment are planning for another big 


heating season this fall. 


The time to whip your business into shape to take advantage of it 
is right now—today. Begin by taking a quick check of your stock on 
the vital Honeywell controls you will need this fall. Then place an 


order with your regular supplier to bring your stocks up to par. 


You know, your wholesaler makes a special effort to serve you at 
this time of the year. He’s ready to help you get more business. You'll 
find a complete line of Honeywell controls on his shelves, covering 


every possible control application you'll come across this season. 


Be prepared. Don’t risk losing sales or having to make “one item” 


trips later, when your time is valuable. 


Just like the Yankee peddler found out, you can’t do business 


from an empty wagon. 
Honeywell 
Fout i Covttols 
| 
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favor of using, on big jobs, fueloils 
heavier than those suitable for pres- 
sure burners where such oils are avail- 
able. That’s another story also. 














































* * * 
Figuring Uncovered Mains 


A heating engineer specializing in 
factories found a few years ago that 
figuring the radiation loads of unin- 
sulated steam mains and hot water 
mains is a headache often encountered 
in his daily work. 

Then he developed this thumb rule 
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Despite the DYNA- 
THERM’S _ outstanding 
advantages it costs amaz- 
ingly little more than 
converting an old boiler! 


A few exclusive BETHLEHEM DYNA- 
THERM territory Franchises are still 
available. Wire or write immediately 
for full information! 
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BETHLEHEM, 


and checked it carefully by observing 
how well new oil boilers fired at cer- 
tain gph rates operated after the thumb 
rule had been applied. 

The thumb rule is: Figure the actual 
area in square feet of the uninsulated 
mains and fittings, multiply this by 
three, and call the result the equivalent 
square feet of standing radiation, This 
applies to mains surrounded by air at 
60°F. to 70°F. 

Example: Figure 200 actual square 
feet of uninsulated steam main as equal 
to 600 sq. ft. of standing radiation. 
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Feeaders' Forum 


LONG ISLAND TECHNICAL AND 
AGRICULTURAL INSTITUTE 
Farmingdale, N. Y. 

Editor: 

I gave the service man’s exam to our 
16 seniors and following is a break- 
down of the grades: 

95-100, two 

90-94, five 75-79, none 

85-89, three 70-74, one 

This test was given without warning 
and about 18 weeks after the comple- 
tion of their last heating course. Even 
so I was quite disappointed in the re- 
sults. I feel the examination was so 
easy that anyone with a minimum back- 
ground in heating and a shred of com- 
mon sense should score at least 92. 

I believe all service men should be 
tested and licensed and the examina- 
tion should be quite difficult. We have 
seen too much evidence of work done 


80-84, five 


by incompetent men. 
FRANK S. PYNE 


* *e * 


LANCASTER, PA. 
Editor: = 

Today I saw my first copy of your 
magazine FUELOIL & Ort HEAT. I was 
reading through it when I came upon 
your article “Exam for Service Men” 
by J. W. Schulz. Being curious I took 
it and found to my surprise that I re- 
ceived a grade of 84%. 

Now I am a graduate engineer in 
Electrical Engineering Class of 1950. 
I will admit that my electrical training 
helped me with problems concerning 
ignition and some concerning defini- 
tions. However several of the questions 
were, in my opinion, given away by 
other questions. 

These keyed questions tend to re- 
duce the value of the test. For if a per- 
son gets one right he gets the second 
right—the converse is true. One wrong 
answer will cause another. I believe 
that it would be a better test if the 
questions were independent of one an’ 
other. Specifically Question 2 and 
Question 13 have the same key phrase 
in the correct answer 3/16”. Question 
8 and Question 15 both depend for 
their solution on 1725 rpm. 


I missed questions No. 1, No. 4, 


No. 19, and No. 24. - 




















. Readers’ Forum 


My own theory fell down on No. 24 
since I got No. 23 right and the key to 


No. 24 was the stack temperature. 


In closing I think that you have a 
very comprehensive exam and that 
your closing paragraph is particularly 
well suited. 

Please do not take me into the field 
as I feel that while I might be long on 
theory, I'm short on practice. 


R. H. BURKE 


Having gotten his engineering de- 
gree in 1950, Mr. Burke of course 
should be an expert at analyzing ex- 
aminations, for he must have taken 
many and given loads of thought to 
them! Even taking this into considera- 
tion, however, we congratulate him on 
his ability to recognize that the correct 
answers to certain- questions were 
keyed to the correct answers of other 
questions, Few of the men who studied 
the examination wrote us about this 
relationship of one question to another. 

Here are a few points relating to the 
questions having nearly similar an- 
swers. 

First, these questions were so de- 
signed deliberately. One way to em- 
phasize the importance of proper set- 
ting of the spark points, for example, 
is to include in the examination several 
questions on this topic, even if the 
questions are similar. The man who 
doesn’t know a thing about setting the 
spark points of a pressure burner at 
3/16” ought to get three or four ques- 
tions wrong, not just one question 
wrong! On the other hand, a man who 
sets spark points with assurance and 
answers correctly several questions 
about this gains a few points; his gain 
can offset his getting wrong a question 
or two about less important questions. 

Second, 
took the exam were uncertain of them- 


several service men who 


selves and were confused, not helped, 
by similar questions dealing with the 
same topic, Some complained verbally 
about this. Again on the other hand, 
men so keen as to recognize and gain 
from the relationship of one question 
to another, where this occurred in two 
ov three instances, deserved to gain 
from it. They are both smart and prac- 
tical. In two places, the body of the 
article gave correct-answer tip-offs de- 
liberately; men so keen as to be helped 


SRAM ORE ABARAT SSE 


by this should get higher marks! Un- 
fortunately this advantage did not ex- 
tend to service men who took the ex- 
amination with the help of forms pre- 
pared by dealers and manufacturers, 
which contained only the 25 questions 
and 100 possible answers, but not the 
entire article on the examination. York 
Shipley, Inc., for example, had the 25 
questions and their possible answers 
mimeographed so as to be able to test 
men without showing them the entire 
article. This was an excellent way to 
arrange the examination, but led to 
lower marks than the men would have 


obtained had they been able to study 
through the article before settling down 
to answering the 25 questions! 
Future examinations to be published 
in FuELOIL & Om Heat again will 
have more than one question on such 
important topics as setting the spark 
points of ignition systems, safety as- 
pects of fuses, controls, and wiring, 
etc. The objective again will be to 
avoid having one question reveal the 
correct answer to another. But this ob- 
jective may not always be gained suc- 
cessfully .. . not when men so keen as 


Mr. R. H. Burke take the test. 
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Electronics 
in burner Controls 






Instant-acting electronic Controls help provide N’th Degree of Safety 


by 
G. S. Whitney 


I’ YOU ARE an oilburner dealer, serv- 
ice man, or engineer and up to now 
you have failed to latch on to a thor- 
oughly good understanding of elec- 
tronic burner controls, you'd better 
start catching up. Electronic controls 
are no longer new. Thousands have 
been installed in recent years. For 
sound reasons to be given here, the 
trend is towards greater and greater 
use of electronics in burner installa- 
tions. As an oilburner expert you may 
not have encountered an_ installed 
burner equipped with electronic con- 
trols or a proposed installation which 
simply must have such controls or other 
rapid-acting controls, But the chances 
are that you will as times goes on. If 
electronics are Greek to you then, 
you'd better start catching up now. 

Electronic type burner controls have 
this tremendous advantage. They can 
provide instantaneous response to 
failure of a gas pilot or oil flame, which 
is not obtainable with any other type 
control. Or the response can be nearly 
instantaneous, if the designer of the 
controls prefers this. Moreover elec- 
tronic controls are designed to “fail 
safe,” of course, so that any defect or 
failure stops the burner. 


A- Large coefficient of expansion 
B-Small coefficient of expansion 


A 


B 


Different metals of same length 
when heated become unequal in length. 


° 
Time in seconds is required to change temperature from 100% to 200°F 
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Stack Switch Frame 


BiMetal Strip action in a Stack Switch 


Fig. 2 


Here’s the problem: What would 
happen under the following condi- 
tions? 

A 50 gph burner that’s been run- 
ning properly is stopped by its controls. 
A few minutes elapse before it will 
start again. During this time the fire- 
box cools a few degrees and does not 
provide a temperature high enough for 
immediate ignition of any oil sprayed 
into it. When the burner tries to start 
up again and re-establish its flame, the 
results may be violent . . . 
reason the 
er’s ignition system 


if for any 
burn- 
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fails, and if no safety devices keep the 
oil valve closed because of the ignition 
system failure. This burner will spray 
about one-quarter cupful of oil per 
second into the firebox. Heated by the 
hot brick, the oil will vaporize. After 
a few seconds an explosive mixture 
collects in the firebox, then is touched 
off by firebox heat. The burner has 
gone crazy and it tries to undo the job 
of building the firebox. The failure of 
the ignition system can be caused by a 
number of defects, such as carbon on 
spark points, soot on high-tension wires 
or porcelain insulators, or failure of an 


Bimetal in coil form 
produces twist 



















Principle of "BiMetal" action 


Fig. | 
















NOW! A real advance in Boiler Design! 


| SPENCER’S 


NEW DIVIDED LOW-WATERLINE BOILER! 
















We flattened it out to beat the headroom problem! Overall height 
is approximately 25% less than conventional firebox boilers. 


We divided it in half to help you get it through narrow basement 
openings. The two watertight sections can be moved in separately, 
yet require no welding for installation and assembly. 





The new Spencer Divided Low- 
Waterline Boiler is available in 
a range of sizes from 3,500 to 
42,500 square feet, steam. Work- 
ing pressures are 15 pounds 
steam and 30 pounds water. 
Also available for working 
water pressures up to 100 
pounds. 














Designed, constructed and 
‘a a, stamped in accordance with 
. (H} requirements of the ASME 
Fast-steaming through the use of staggered rows of fire tubes. elles Canctrectian Gade 
Self-cleaning—since water sides of heating surfaces are kept free ‘| Rated in accordance with 
of sediment. Instantaneous or tank-type service water-heating aj BI Code. 

coils in a wide range of capacities. Quickly convertible from Inspected and approved by 
‘ , ; 5 f licensed National Board In- 

mechanical to hand-firing, whenever desired. High firebox for surance Inspector. 


quiet and complete burning of fuels. 


ba si i 








Only one of Spencer’s complete line of boilers $s P Ee nN Cc E 2 
HEATER 
THERE'S A SPENCER FOR EVERY BUILDING...FOR EVERY FUEL 4, WYCOMING-SPENCER DIVISION * 
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old, wornout ignition transformer or 
solenoid gas valve. Just moisture, dirt, 
and soot in the wrong place can cause 
ignition failure. The explosive mixture 
in the firebox can be touched off either 
by heat from the firebrick or by the 
dead ignition system’s coming to life 
because it is jarred by vibration. A 
temporary short circuit of a spark can 
end when carbon particles causing the 
short are burned away, or when mois- 
ture is dried up by the spark at the 
point of short circuit. 

Many things may be responsible, 
then, for the ignition failure and the 
delayed ignition of the oil vapor col- 
lected in the firebox. Regardless of the 
causes, the explosion is the result. 


No flame seen 
by Electric Eye 








No current flow 


to Control Unit ar = 


Control Unit allows 





. ... Electronic Controls 


With small burners, similar possi- 
bilities exist; the scale is smaller but not 
insignificant, for 1/60 of a gallon of 
fueloil exploding in one-fifth of a sec- 


ond turns loose 
about 20,000 hp! 
Explosions of 
this type can be 
prevented on big 
jobs by using con- 
trols which (1) 
act fast, and (2) 
do not permit the 
oil valve to open 
except when im- 
mediate ignition is 
insured. Electron- 
ic controls provide 
such protection. 
T hese explo 


sions are not 
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Response to flame failure 
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No Flame Response 


Flame Rod Sensing Operation 


no flame provides 
ho connection 
resultin no current flow 

In flame rod circuit 

calls for no action from control 
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Electric 












Resistance between gas flame 
and nozzle infinite 


Indicating lamp 
lighted showing 
no pilot flame 


Fig. 3 






everyday occurrences, but every burn- 
er expert can tell of his experiences 
with more or less violent “puffs,” and 
many installations contain latent or po- 





Current flow varies with Light Intensity 


This minimum of current is required for operation 


This minimum of light is required for operation 
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Resistance between 
Rod and Nozzle 
-5 to 140 megohms 
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Normal Flame Response 








Quotation above from 
“Motorized Chimney 
Draft” in FUELOIL & 
OILHEAT, Novem- 
ber, 1951 issue 


(At right) Wing 
Draft Inducer with 
side inlet installed 
in breeching, replac- 
ing standard elbow 





are cut. 











insure better combustion. 
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” "Motorized chimney draft’ provided 
by a draft inducer, can get you out 
of the worst kinds of trouble on old 
jobs, and on new jobs can give 
you the top-notch combustion and 
over-all performance that’s beyond 
the reach of the man who doesn’t 
know the magic of induced draft.” 


The WING DRAFT INDUCER permits operat- 
ing at high efficiencies without regard to 
weather conditions. Thorough and complete 
combustion with high COz2 content is assured. 
Smoke is reduced or eliminated. Fuel costs 


Learn the facts of motorized chimney draft and 


L. J. Wing Mfp.Co. 65 Vreeland Mills Road, Linden, N.J. 
Factories, Linden, N. J. and Montreal, Canada 





The magic of “motorized 
chimney draft’ 


THIS IS THE WING DRAFT INDUCER 





1. 
2: 


3. 
4. 
5. 


ADVANTAGES OF WING DRAFT INDUCER 




















Eliminates tall, unsightly and expensive stacks. 


Cuts fuel costs. Gives higher CO. Less ex- 
cess air. 


Smoke is reduced or eliminated. 
Helps maintain steady steam pressure. 
Permits increased capacities. 





Write for a copy of 
‘““Motorized Chimney 
Draft’, a detailed discus- 
sion of the benefits of in- 
duced draft from the 
standpoint of the oilheat- 
ing dealer and service 
man. Use the coupon. A 
copy will be sent you 
immediately. 





L. J. Wing Mfp.Co. 


66 Vreeland Mills Road, Linden, N. J. 


Please send me a copy of the reprint ‘‘Motor- 
ized Chimney Draft’’ together with a copy of 
your bulletin ‘Wing Draft Inducer’. 
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Current flow in Pilot Circuit 
causes voltage drop 








Anode : 
Voltage Grid across resistor Voltage 
Source Cathode this opens blinds Source 
No current flows in pilot circuit Heoter current flows in 






Results in no voltage drop on grid resistor power circuit 
this causes energizes relay 
\ venetian blinds to be closed ——— —=— Glass envelope 


| = _—Pins 


External connections to 
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\ \No current will flow 
\in power circuit 
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Voltage condition on Grid Resistance in Pilot Circult 


will de-energize Power Circuit 


Tube Not Passing Current 





Simple valves or relays——- A small amount of energy controls controls large quanties 











Voltage condition on Grid Resistance in Pilot Circuit 
willcouse tube to pass currentand energize Relay 


Tube Passing Current 


Electronic Tubes 


Fig. 5 
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tential disasters. Without regard for This trend is readily observed by re- __ part of certain safety control systems : 
the manner in which these controls ferring to “The Massachusetts Rules — which includes a bimetal heat-sensitive * 
should have performed according to on Use of Fuel Oil,” Section 24,““Com- _—_ device, and an electrical switch opened e 
their manufacturers, a recent spot mercial Oil Burner Controls.” and closed by this device. Figs. 1 and 2 
check was made on the stack-mounted “Rule 76: Each automatic oilburner give the idea. I've concluded that on 
control panels of 40 burner installa- having a maximum firing rate of 35 __ typical installations the switch of such 
tions. One installation was capable of gallons per hour or less shall be an arrangement may be expected to 
a response time less than 20 seconds; equipped with a type of combustion act, when new, in a minimum of time 
ten required 20 to 30 seconds; eight safety control which shall shut off the | not much less than 20 seconds, The - 
responded in from two to three min- oil supply to the burner within 12 sec- time of respgnse may increase with 
utes; and three failed to operate at all. onds after an interruption in oil flow use. Naturally it increases with low ’ 


Safety authorities in general are 
starting to realize the importance of 
having adequate protection facilities on 
existing installations and setting up 
tighter standards for providing flame 
failure protection. In certain instances 
rules and regulations have been devel- 
oped which require a speed of response 
that practically requires the use of elec- 
tronic or similar rapid-acting control 
equipment. 


Relay closes with this voltage 













bf je, 
1 1 


a condition 


to the burner.” 

“Rule 77: Each fully automatic oil- 
burner having a maximum firing rate 
in excess of 35 gallons per hour shall 
be equipped with an electronic or other 
type of combustion safety control 
which shall shut off the oil supply to 
the burner within four seconds after 
an interruption in oil flow to the 
burner.” 

Burner experts are familiar with that 


stack temperatures, soot coating the 
bimetal, and deterioration of the bi- 
metal related to high stack tempera- 
tures and age. 

Fig. 1 brings out why a time lapse 
of seconds is required for a bimetal 
strip device to operate a switch. The 
bi-metal consists of two dissimilar 
metals fused together. One metal un- 
dergoes a greater change of length than 
the other as their temperature changes. 































magnet is energized 
armature drawn in 
circuit A-C is closed (oil valve energized 





Voltage on grid. resistor 


Slope of curve shows positive action change 


from zero to !Omilliamperes in 
micro seconds possible 


Fig. 6 


Electrical Characteristic of electronic tube 
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B-C is opened(pilot lamp out 
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Kewanee Cottage Boiler provides the best in automatic 
hot water heating for small homes .. . yet is priced to 
meet modest budgets. 















From his many years experience, as one of 
Chicago’s leading heating men, contractor Matt 
Grage knows that the health and comfort of 
every home depend on a never failing supply of 
heat. He knows too that a good heating system 
increases the rental and selling value of any 
home and highly recommends Kewanee boilers. 

Contractor Grage has “‘teamed’”’ Kewanee Cottage 
Boilers with Radiant Baseboards in many homes in 
Chicago’s fast growing Southwest side... thus provid- 
ing even small homes with all the advantages of modern 
radiant heat. Pictured are three of many homes in 
which Mr. Grage has installed Kewanees the past year. 

From cottage small to skyscraper tall there isa Kewanee 
Boiler for every size building . . . and for every kind 
of fuel and every type of heating system. 

Backed by over 80 years of boiler building experience 
the Kewanees for small homes are made of the same 
staunch steel plate and in the same faultless manner 
as their bigger brothers which have for many years 
been preferred for heating America’s largest buildings. 


KEWANEE-ROSS CORPORATION 


Division of American Radiator & Standard Sanitary Corporation 


KEWANEE, ILLINOIS 


Sewing home amd induatty > 


AMERICAN-STANDARD ¢ AMERICAN BLOWER ¢ CHURCH SEATS © DETROIT LUBRICAFOR ¢ KEWANEE BOILERS © ROSS HEATER © TONAWANDA IRON 
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The metal is heated by direct contact 
with products of combustion in the flue 
passages of a furnace or boiler or in the 
smokepipe, or in rare instances by radi- 
ant heat. That this control arrangement 
cannot operate instantaneously is ob- 
vious, for the temperature of the 
metals cannot change instantly. The 
more mass of metal involved, the great- 
er the unavoidable time lapse. Sufh- 
cient heat energy must be transformed 
into mechanical energy to overcome 
the friction and any other forces op- 
posed to the movement of the contacts. 
This takes time. Moreover, the cam in 
Fig. 2 must have a definite amount of 
free movement, which is energy and 
time consuming, to prevent “nuisance” 
effect and unreliable operation. 
Electronic controls operate with the 
speed of electricity or lightning, which 
is about 18,700-miles per second. These 
controls use such small relays that the 
time requirement for mechanical action 
is as short as one-tenth of a second. 
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Flame Rod and Electric Eye 


Fig. 9 


Therefore electronic flame failure de- 
vices can operate instantly, or as close 
to instantly as the designer of the con- 
trol desires. Furthermore, of course, 
they can be designed to give “burner 
off” results if any part of the control 
system fails. The resultant advantages 
are self evident. 

Three electrical components are 
basic in electronic control units: (1) 
a flame sensing device, (2) an elec- 


Flame causes voltage on grid resistor —7 
requiring tube to function a 


| power 
| supply 


Electric/ Control Unit 
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Flame failure 
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tronic tube, and (3) an electrical relay. 
Each is capable of response faster than 
‘a wink of the eye.” 

The electronic flame sensing device 
is designed to re-act directly to the 
flame, and to nothing else. It may be of 
the “flame rod” type, or the “electric 
eye” type. In different systems, both 
are used singly or in combination. 

Fig. 3 describes the operation of the 
flame rod. The principle involved is: 


|_Relay is energized 
causing oil valve to hold open 


Pilot light “out” showing burner 


| ini 9 














Operation under flame conditions 


Electric Control Unit 
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Simple diagram of a total Circuit 


Fig. 8 
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J-C ... THE RIGHT HEATING and INDUSTRIAL VENTILATING SYSTEM 


for today’s defense building program 





Jackson & Church Powerated furnaces provide winter 
warmth and summer cooling for industry ... in a 
single installation! Perfect for industrial ventilating 
with tempered air. 


Jackson & Church dealers are meeting the demands of an expanding 
industry with forced warm air heating systems that save money, space, 


installation time and critical materials. 


J-C models are available in a range of sizes to meet industrial heating 
requirements for the more difficult installation. Our engineering department | 


is at your service to assist with heating layouts. 


See your local J-C dealer or write today for details. 


... America’s Largest and Most Complete Warm Air Heating Line... 


JACKSON & CHURCH COMPANY, SAGINAW, MICHIGAN 
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Ionized gas conducts electricity. The 
effect of an ignition system on atom- 
ized oil is to heat the oil, vaporize it, 
and cause it to burn. The burning oil- 
gas ionizes and conducts current. 
Without a flame, no current will flow. 

The operation of an “electric eye” 
tube is shown in Fig. 4. Functionally 
it may be considered similar to a vari- 
able resistance which becomes smaller 
as light intensity increases (Fig. 4a). 
Since the amount of light on the “eye 
tube” determines the current flow 
through it, a definite intensity is re- 
quired before the control unit will 
function. This light is beyond that’ ob- 
tainable from refractory glow or poor 
flame conditions. 

Electronic tube operation 

An electronic tube is a simple device 
that operates like a valve. It requires 
little energy from the pilot circuit, but 
it can control large quantities of cur- 
rent. Understanding the electronic tube 
is easy. The heater (the glow inside the 
tube comes from the heater) heats the 
cathode, preparing it for action. Elec- 
tricity can flow (in one direction only) 





























between the plate and cathode, when 
involved in a circuit having a source 
for the electricity. 

In Fig. 5 a grid, the control element, 
has been placed between the cathode 
and plate. Think of this grid as a vene- 
tion blind. Open, it allows the cathode 
to throw electricity to the plate (in ef- 
fect, connecting the cathode to the 
plate); closed, it prevents electricity 
from reaching the plate (in effect, in- 
sulating the cathode and plate from 
each other). Little energy is needed to 
make the grid function. It receives its 
orders as to “how to function” from 
a voltage drop across a resistance be- 
tween the grid and cathode. Many 
tubes have more components or ele- 
ments than represented in Fig. 5, but 
all employ the same fundamentals, 

These tubes provide the positive ac- 
tion shown in Fig. 6. Notice that defi- 
nite variations in grid voltage are re- 
quired to place the plate circuit cur- 
rent in the range necessary for opera’ 
tion. This change is of a positive na- 
ture, and the time is in micro-seconds. 

A relay, as in Fig. 7, requires a defi- 
nite amount of current to energize the 
coil and cause it to open or close a cir- 
cuit. The current required to close the 
relay is somewhat greater than is 
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needed to hold it closed, and the effect 
of this is to provide positive and de- 
pendable action in an electronic con- 
trol system even though the flame in- 
tensity naturally varies somewhat dur- 
ing normal burner operation. 

Very little electrical energy has to 
be transformed into mechanical energy 
to move the light armatures used in the 
relays of oilburner electronic controls. 
The transformation of energy occurs 
in microseconds, The amount of power 
necessary to operate a relay can be far 
less than ten watts, but the load-carry- 
ing contacts of a relay may be capable 
of handling power requirements 
equivalent to those of a one horsepower 
motor or even a larger motor, Thus a 
relay can handle a large amount of 
power with very little effort applied 
to its pilot circuit. 

Now comes total circuitry! In Fig. 8, 
the elementary ideas of component op- 
eration are combined into a basic cir- 
cuit. It is simple to see the chain of 
events which makes such controls in- 
stant-acting and 100% practical, The 
only moving part in Fig. 8 is the relay. 
Observe especially that if the electronic 
tube goes bad, the circuit automatically 
shuts down. The operation of the con- 
trol system almost parallels the speed 
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ceesantes-: COLD STARTS ARE EASY 
quired. These controls can meet the | 
requirements of any rules and regula’ | ON No. 6 OIL BURNER SYSTEMS WITH THE 

| 


tions that specify rapid action. Addi- 


tional features built into this basic cir- 4A iT | * 
cuit need not impair its speed of opera- 

tion. For example, a heavy-duty relay | - 

could be substituted for the oil valve to WuacoiL 


ac nck tacit INDIRECT GAS FIRED FUEL OIL HEATER 


ne Oe eee a 7 HOT OIL NOW AVAILABLE IN MINUTES 
On a commercial or industrial burn- AFTER START OF OPERATIONS 


er installation having gas-electric igni- A RADICALLY NEW SOLUTION TO THE 
tion, often a flame rod is used to moni- PROBLEM OF ADEQUATE OIL PRE-HEAT- 
tor the gas pilot, and an “eye tube” is ING FOR THOSE HARD-TO-START JOBS! 


used to monitor the oilburner flame. The Type “GF” Oil Heater is an inte- 
Fig. 9 shows equipment which includes grated self contained steam vapor gener- 
a flame rod that checks the gas pilot ating exchanger using gas as its primary 
before the oil flame starts burning, and heat source. 


an “eye tube” that takes complete However, the gas flame does not come 
charge later .. . after the pilot is turned in contact with the tubes containing the 
off and only the oil flame is burning. fuel oil. Instead, vapor from the lower 
The gas pilot flame must be good to al- steam generating section does the actual 
low electronic tube “1” to energize re- oil heating! 

es 4" Phen contacts “BR” insole APPLICABLE TO ALL TYPES OF OIL FIRED 
APPARATUS! 


As it is not dependent upon the unit it is 
servicing for the means of heating the oil, 
the Type “GF” Heater can be applied to 
any oil fired apparatus, be it steam or hot | 
water boiler, a process oven, a dryer, or a | 
kiln! | 
SOLVES THE “OIL-IN-BOILER” PROBLEM 


As the Type “GF” Heater is in no way 
connected to the steam or water space of 
any boiler it may be serving, there can be 
no possible contamination of the boiler 
heating surfaces in the event of an oil leak 
in the heater. 


CHECK THESE FEATURES 


Completely factory assembled * Easy to install any- 
where, even outdoors * Requires only minimum of 
floor space * Economical to operate * Wide range 
of oil heating capacities * Burns any specified 
type of gas fuel * High oil temperatures at all 
times * Operation unaffected by normal variation 
in viscosities of oils being heated * Reduces oil 
consumption through improved fuel combustion. 





OIL HEATING SECTION 





“1” will close and energize relay “2.” | 
Relay “2” causes contacts “F” to close, 
completing the “electric eye” circuit. 

At the same time, contacts “A” have 
closed (in parallel with contacts ““D”) 
and caused the oil valve to open. When 
the “electric eye” sees a good main- 





burner oil flame, it allows electronic 
tube “2” to energize relay “3.” The 
pilot light connected through contacts 














STEAM GENERATOR SECTION 


“C” goes “off,” showing the burner in 
operation. Contacts at “C” close, paral- 
leling the operation of contacts “B.” 
Contacts “D” close, paralleling the op- 
eration at “A” which keeps the oil 
valve open. With the ignition of the 
oil established, the gas pilot goes off. 
Then the flame rod (affected by the 
gas pilot) renders electronic tube “1” 
inoperative, therefore relay “1” drops 
out. Contacts “A” and “B,” which 
open as a result, are each part of a 

















PATENTS PENDING 













SPECIALLY 
DESIGNED FOR: 











@ Low temperature forced hot water heating systems on No. 6 oil. 
@ Plants with starting difficulties after weekend shutdowns. 


arallel itching arrangement. - Patent P , 
TORRES “Sng ateengenet: Ie @ Supplementing inadequacies in present oil preheating systems. 


though contacts “A” open, the oil valve 





circuit remains energized through con- 
~ M WRITE TODAY FOR Approved by 


YOUR COPY OF Board of Standards & Appeals 


— City of New York Cal No. 362-51 SA 


tacts “D”; this holds true as long as re- 
lay “3” is energized, Contacts “B” may 
open without relay a) dropping out poe pavis ENGINEERING 


as a result, as long as contacts “C” | 
are closed. | 
If the oil flame fails, the “electric | ; 
eye’ can no longer keep electronic tube 


“2” passing current through relay “3.” CORPORATION 
Relay “3” drops out asa result of flame | 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. * 1064 EAST GRAND ST., ELIZABETH 4, WN. J. 
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failure, then, and contacts ““D” open, 
killing the oil valve current and caus- 
ing the valve to close. Relay “2” drops 
out because contacts “C” opened. 
The burner is now turned off and the 
oil valve cannot be opened until the 
gas pilot burns properly again. 

Fig. 10 shows a complete combustion 
control system of the electronic type. 
The push button is used for starting. 
When the gas pilot burns properly, 
the flame rod circuit takes over opera- 
tion to the point of the oil valve open- 
ing. With the oil flame burning, the 


electric eye guards against flame 
failure. Once the unit shuts down be- 
cause of flame failure, it will remain 
shut down until an operator tries to re- 
start it manually. 

In a fully automatic system, limit 
controls or a thermostat or a heat con- 
trol system start and stop the burner 
automatically, of course. Each time the 
burner starts automatically, the oil 
valve cannot open until the electronic 
combustion control system gets an okay 
from a healthy gas pilot. The oil is not 
turned on until the gas pilot is burning 
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Auburn 
ELECTRODES 


AUBURN boiler water 
control electrode No. a 


WCM 838 


T is less than a year since we made the first Auburn 
oil burner ignitor and water level control electrodes. 
Yet in that time so many users have discovered their 


i ® 


AUBURN oil burner ei 
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ignitor electrode No. . . 
1.18 € ) 
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properly. During the normal operation 
of the oil flame after the gas pilot has 
shut off, electronic controls monitor 
the oil flame; the burner will be turned 
off in a split second, if the oil flame is 
not burning properly and does not re- 
port properly to its electronic monitor- 
ing device. 

In overall, electronic oilburner con- 
trols have several, clean-cut, well-de- 
fined advantages. Their electronic 
tubes, flame rods, and electric eye de- 
vices have no moving parts, yet report 
very definitely on whether or not gas 
pilots or main oilburner flames are 
burning properly. The action of elec- 
tronic controls is instantaneous or near- 
ly so, as desired. True, these control 
devices may appear complicated .. . 
but actually they are simple, once you 
get to know a bit about them. Consid- 
ering that electronic controls and other 
modern types of combustion safety 
controls are being used in ever-increas- 
ing numbers for domestic burners as 
well as commercial-industrial burners, 
you've simply got to learn all about 
such controls tf you want to continue 
representing yourself to be an expert 
at oilburners and their controls. 
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Industrial burner Group forms 
local New York Association 


A GROUP of New York industrial oil- 
burner installers have organized the 
Association of Industrial Oil Burner 
Contractors, Inc., with headquarters at 


superior quality that our production has far out- 
stripped our original estimates, enabling us to institute 
quantity production techniques which substantially 
reduce manufacturing costs. These savings we now pass 
on to you in the form of reduced prices on all numbers. 


The extra quality of Auburn electrodes has been 
maintained in every respect. To prevent passage of 
gases, mating metal parts are ground and reamed to 
RMS-63 finish, much smoother than is customary in 
liquid level control electrodes, and a major contribu- 
tion to efficiency. The built-up mica insulation is longer 
and thicker than on ordinary electrodés, resulting in 
appreciably greater operating life. 


Write for new, lower prices on your requirements. 


AUBURN SPARK PLUG CO., INC. 
104 York St. Auburn, N.Y. 
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277 Broadway, New York, N. Y. 
Association officers elected for one- 
year terms were president, Milton 
Way, Ray Oil Burner Corp, and 
treasurer, David Bass, Universal Air 
Conditioning Corp. Directors, also 
elected for one-year terms were: Earle 
Bonn, Excel Heat and Power Corp.: 
Maurice Wolf, Tri-Boro Combustion 
Corp. and Joseph Mittidieri, R & M 


wm 


Combustion Corp. : 

Robert Kopple, who was named get 
eral counsel for the group, said, “It wi!l i 
be the prime purpose of the association . 
to take positive steps to secure recow’ J 
nition as a responsible segment ot f 


American business.” 
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Kewanee Boiler & Ross Heater 
unite to form Kewanee-Ross 


TWO SUBSIDIARIES of American Radi- 
ator & Standard Sanitary Corp., Ke- 


wanee Boiler Corp. and Ross Heater & | 


Mfg. Co., have consolidated to form 


a new corporation, Kewanee-Ross, | 
Inc., which will continue to operate as | 


a subsidiary company. 


Kewanee Boiler and Ross Heater | 


used similar engineering and produc- 


tion processes and it was felt that in | 
combining both company’s facilities it | 
would allow a scope of operation which | 
was not possible under two separate | 


organizations. 


Charles H. Currier, president of | 
Ross Heater, has been named chairman | 


of the board of directors, Kewanee- 
Ross Corp. W. Bradford Russell, presi- 


dent, Kewanee Boiler, is serving as | 


president of the new firm. 


Barber-Colman announces 
electronic humidity Control 


BARBER-COLMAN $s electronic humidity | 
control, providing two-position or pro- | 


portioning, humidifying or dehumidi- 
fying process or comfort control, fea- 


tures super-sensitive, instant response | 


with plug-in element, wide range and 
simple adjustments, A moisture-sensi- 
tive element changes resistance instant- 
ly with changes in relative humidity. 

In spaces supplied by a central fan 
the control’s sensing element is 


5] 


mounted in the duct or the conditioned 
space, remote from the amplifier and 
adjustments. For controlling relative 
humidity in spaces not completely air 
conditioned, the aspirating type con- 
trol is available with all operating ad- 
justment mechanisms in a cabinet. 

Made by: Barber-Colman Co., Rock- 
ford, III. 

Circle No. B70 on card 














THESE SOUND FUNDAMENTALS: 


for performance you can BA NK on 


i —_—_— 
REO 


ROTARY BURNERS 


SUPERIOR COMBUSTION INDUSTRIES INC. 
TIMES TOWER, TIMES SQUARE, NEW YORK 18, NY 
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Direct Fired 


SPACE HEATERS 


THE MOST MODERN, ECONOMICAL 
AND FLEXIBLE METHOD OF HEATING 
LARGE AREAS 


SERIES "A" FOR 


© INDUSTRIAL 
BURLBINGS 


@ BARRACKS 

e REPAIR SHOPS 
@ HANGARS 

© WAREHOUSES 
e SCHOOLS 


© RECREATION 
HALLS, 
CHURCHES, 
ETC. 


FIRED WITH GAS 
OR O[L 
200,000-2,000,000 B.T.U. 


(Also Suspended Furnaces, 
75,000-750,000 B.T.U.) 


Manufactured by 


Chicago Steel Furnace Co. 


9326 S. ANTHONY AVENUE 
CHICAGO 17, ILL. 





Capacities: 








“ant sa 


FOR 40 YEARS 


Steam Atomizing Oil Burners 
Mechanical Atomizing Oil Burners 
Low Air Pressure Oil Burners 
Rotary Oil Burners 

Industrial Gas Burners 

Combination Gas and Oil Burners 
Tandem Block Combustion Units 

Fuel Oil Pump Sets 

Refractory Burner and Muffie Blocks 
Valves, Strainers, Furnace Windows 


Detailed information gladly sent you 
upon request. 


Automatic Oil Burners for Homes, 
Churches, Apartment Houses, Factory 
Buildings and Office Buildings. 






Established 1912 neorporated 1917 


NATIONAL AIROIL 
BURNER COMPANY, INC. 


1306 E. Sedgley Avenue, Philadelphia 34, Pa. 
Southwestern Division: 2512 So. Blvd., Houston 6, Tex. 
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Relieve boiler Slagging with 


B&W heavy 


FFECTIVE RELIEF from troublesome 
deposits on boiler tubes from the 
firing of residual fueloil has been ac- 
complished in laboratory and field tests 
with a fueloil additive developed by 
The Babcock & Wilcox Co., New 
York 17, N. Y. The disadvantage in- 
herent with certain grades of oil, such 
as Bunker C, of containing ash con- 
tents which, upon combustion, are de- 
posited on boiler heat transfer surfaces, 
long has been recognized. 

These superheater deposits were 
found to be characterized by low-melt- 
ing constituents and laboratory work 
was carried out on selected materials 
that, when intimately mixed with the 
oil ash, raised its melting point so that 
it was deposited on heating surfaces in 
a dry state and was more readily re- 
movable. The effect on fusing tempera- 
tures by mixing synthetic oil ash with 
various additive compounds was 
studied using ASTM coal ash fusibility 
determinations. 

The next step was to set up a pilot 
furnace for testing additives under 
simulated operating conditions. The 


equipment constructed at the B & W 
Research Center (Fig. 1) consisted es- 
sentially of a small furnace and a series 
of three air-cooled coils placed at dif- 
ferent levels in the stack to study the 
effect of various temperature zones on 
deposit formation on the cooled metal 


Fig. |. Pilot furnace for testing addi- 
tives to reduce boiler slagging under 
simulated operating conditions. 





fueloil Additive 


COMMERCIAL & 
INDUSTRIAL 
oilburning 





tubes. A mixing device was incorpo- 
rated in the test arrangement (Fig. 
sis to mix the additive with the fuel 


é SINCE 1926°* in the application, design and 
mie ef pumps —- separators — hydraulic actessories.” 


y Simple ; Duplex 











SEPARATORS 


Listed by Underwriters’ Laboratories 











W) 
eliminate 
filter replacement 


costs and 
supply problem 


‘STRAINERS 
_ FILTERS 





STANDARD 

AND 

HIGH 
PRESSURE 


Kraiss| separators com- 
pletely eliminate costly 
replacement of expendable- 
type filters—and reduce your 
critical supply problem. No 
tools needed to restore original 
efficiency within minutes — 
bronze wire-cloth basket is in- 
stantly and easily removed for 
cleaning, keeping maintenance 
costs to minimum. 

Specify Kraiss| separators on 
your next installation—design 
Kraiss| economy into your own 
burners . . . for any practical 
degree of separation — from 
straining to filtration. 
Complete range of sizes—from 
11/4," to 6"; pressures to 500 
psi. Cast-iron, bronze, stee! 
E stainless-steel, aluminum, mone! 
i or special metals to your speci- 
fications. 


Bulletin A-1214 gives full data— 
write for your copy today! 





295 Williams Ave., Hackensack, N. J. 
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_ AUTOMATI 
. @ soRAYFIELD BURNERS FOR 


No. 4 or No. 5 HEAVY OILS 


LS./HR. 
ODELIR.-1.00 to 5.00 GA 
MODEL p4-3.00 to 12.00 GALS./HR. 


1. Fully Automatic 
9. Self Cleaning Nozzle 
3. Self oe 
e Electric Operation | 
Px ct for itself from savings 
6. Burns the cheaper No. 5 0 
CC." &; 


RAYFIELD COMPANY - 





2010-18 Sc. 


, TION 
PATENTED COMBUS 
HEAD OIL BURNERS 


for CATALYTIC OILS TO #3 GRADE 
9 MODELS -1.00 to 


9,00 GALS./HR. CAPACITY 


GF CO2 - 
ected combustion 


TAESTED STi. - CHICAG @ 2 344 . 








Solve Bulk Tank Preheating!!! 


REMPE 
"Hot-Spot™ PREHEATER 


Heats heavy oils in bulk storage to proper flow 
temperature before they enter the suction line 
—takes load off suction pumps. 

Heating medium — 
steam or hot water. 
Construction — ll 
steel — connections 
for any diameter tank. 


Write for bulletin = 


REMPE COMPANY 


336 N. SACRAMENTO BLVD. CHICAGO 12, ILL. 



























wheelco 
flame-otrol 


MODEL 1300 , 


FOR ALL TYPES OF OIL FIRED BURNERS 


To protect your oil fired equipment from combustion failure the 


Wheelco Flame-otrol has been engineered with instantaneous safety 
shut-off action. Response to any unsafe condition is immediate and 
sure. Safe-start is guaranteed... whether following a cold start, 
temperature or limit control action, flame or power failure. Resumption 
of fuel flow is allowed only when ignition is assured. An automatic 
proving period checks electronic and sensing circuits for any defect 
that might cause hazardous operation. Approved by the Asso- 
ciated Factory Mutual Laboratories and Underwriter’s Laboratories. 


WRITE FOR FLAME-OTROL BULLETIN F-3 
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wheelco instruments division 
BARBER-COLMAN COMPANY 
ie 2 Ae eek en Gee a r 





ROCKFORD, ILLINOIS, U.S.A. 
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DUNG 


Manufacturers of 


INDUSTRIAL VACU Uh: HOSE 


& COMMERCIAL 
STANDARD OR TO YOUR SPECIFICATION 
In all lengths to 50' @ Diameters from 34," to 4" 
IMMEDIATE SHIPMENT FROM STOCK 


Inquiries invited from distributors and jobbers 


ADMIRAL RUBBER CORP. 
Westbury, Long Island, New York 














Anti-Syphon Valves 





| PR-194 





APPROVED BY 


_ UNDERWRITERS’ LABORATORIES, INC. 


FOR OILS UP TO No. 5 
Valves C5 and C10 are avail- 
able in 344” and 14” sizes. 


FOR OILS UP TO AND INCLUDING 
No. 5 

Valves B5 and B10 are avail- 
able in 34” and 1” sizes. (1” 
size is built up from 94” size 
with fittings.) 

FOR OILS UP TO AND INCLUDING 
No. 6 

Valve A is available in 114”, 
114” and 2” sizes for 5 or 10- 
foot head pressures. 


You can be sure of the best 
when you order from Prefer- 
red, the oldest and the largest 
manufacturer of anti-syphon 
valves. 





Permits pumping of oil but 
closes to prevent syphoning 
in case of suction line break; 


PREFERRED UTILITIES MFG. CORP. 


1860 BROADWAY, NEW YORK 23,N.Y. 








. « « « Relieve boiler Slagging 


prior to combustion. A diesel fueloil, 
to which a synthetic ash was added, 
was used in the tests to produce de- 
posits similar to those encountered in 
commercial units. 

Additives in the form of finely di- 
vided materials suspended in the fuel 
and metallic organic compounds of the 
soap type were tried in the tests, Alu- 
mina, mganesium oxide and calcium 
oxide were found to be the most prom- 
ising in producing an easily removed 
powdery deposit, in contrast with the 
hard, glassy fused material formed 


when the additives were not used. 
Aluminum stearate proved to be very 
effective, but expensive. Finely divided 
alumina, commercially available at a 
cost of 3.25 cents per lb. in bulk and 
suspended in the fuel in a ratio of 1 lb. 
of additive to 1 lb. of ash solids, ap- 
peared to be practical and economical. 

About a year ago arrangements were 
made for a test program on a com- 
mercial-size unit under operating con- 
ditions at the Inglis station of the 
Florida Power Corp. Here there was 
an FH boiler, capacity 300,000 1b./hr. 








side hook-up 





GOARO A gainst Leakin g Oil Tubes 


9 End 





with the ALSTROM 


© completely "fuel-proof!" 
@ really heats oil! 


. suitable for both suction side and pressure 


This ''Safe Guard" Double Transfer Unit gives uniform heating at correct 
temperatures, with maximum efficiency and provides absolute protection. 


* compact ® ruggedly constructed © beautiful finish 
© triple tested @ Visual Indicator, standard on all models 


"Safe Guard" Oil Preheaters are available for both: below-water-line and 
Vacuumatic installations, in a full range of sizes. 


re Nh 
ALSTRO ae) 4 te) 7-Wile),| 


790 EAST 176 STREET - NEW YORK 60, N.Y. >: CY 9-2310 





Manufacturers of: THE FAMOUS VACUUMATIC TANKLESS e CAST IRON TANKLESS ¢@ 
DOUBLE TRANSFER OIL PREHEATERS e SUBMERGED COILS FOR EVERY PURPOSE e 
INDUSTRIAL HEAT EXCHANGERS 


CONTAMINATING OF 
BOILERS AND HEATING 
SYSTEMS 


"SAFE GUARD" 
OIL PREHEATER 











COMMERCIAL & 
INDUSTRIAL 
oilburning 


COMPRESSED > 
AIR SUPPLY / 


77 4 


DEPOSIT —--— 
COLLECTING COIL NO.3 


COIL NO2 | 
ow eo 
THERMOCOUPLES 
CARBOFRAX TILE u 


K-28 INSULATING 
FIREBRICK 


STORAGE TANK 
OIL + ADDITIVE 








HEATER 


Fig. 1-A. Mixing device incorporated 
with the test arrangement to mix addi- 
tives with fueloil before combustion. 


steam at 900 psi and 910° F. steam 
temperature, equipped with an in- 
verted-loop superheater and fired with 
six Y-jet No. 6 fueloil burners. An 
analysis of a sample of this oil showed 
3% sulfur and an average ash content 
of about 15%. 

The boiler, in operation since 1947, 
normally has been removed from serv- 
ice twice each year. for cleaning and, 
during operating periods, in addition 
to the use of sootblowers every 8 hours, 
it had been necessary to water-lance 
the superheater and air-lance and 
water-wash the airheater. Each clean- 
ing process required several days. 

The results of alumina tests con- 
firmed the Research Center findings 
that the deposits in the superheater 
region were changed from a dense hard 
slag to a relatively soft ash and indi. 
cated it should be possible to keep the 
unit on the line indefinitely if the 
furnace walls, screen tubes and super- 
heater tubes were lanced with air at 
225 psi about once a week. It was 
found advisable to clean the airheater 
after this lancing, but sootblowers hav: 
not been necessary. Boiler water, how 
ever, has been used on the retractab! 
sootblowers approximately once ever’ 
three weeks to supplement the air 
lancing. The Inglis installation nor- 
mally burns slightly less than 20,00 
lbs. of oil per hour for the 275,00 
lb./hr. constant load. Using alumin: 
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Fig. 2. Apparatus, developed at B& W 
Research Center, for checking dew 
points of gases. The recorder is shown 
being used in the top photo; its com- 
ponents are spread out below. 


the cost of the additive has been about 
$1 an hour, or $750 per month. 

Additives apparently contribute an- 
other significant advantage in lowering 
the dew point of flue gases. Apparatus 
for checking dew points of gases was 
developed at the Research Center (Fig. 
2) and has been used in field tests also. 
When firing a 2.75 sulfur fuel, a dew 
point temperature of 150° F. was re- 
corded while using additives; without 
the additives and using the same oil, 
dew point temperatures from 250-275° 
F. were recorded. 

In general, the field tests with addi- 
tives have indicated that it is commer- 
cially feasible to operate and to effect 
a real saving in the labor required to 
keep a unit operably clean and operat- 
ing efficiently. In addition, the corro- 
sive quality of the gases from the stack 
is greatly reduced and flyash particles 
are noticeably reduced. 

The Babcock & Wilcox Co. has ap- 
plied for U. S. patent protection on 
this development, for licensing to in- 
dustry on a royalty-free basis. 




















NEOPRENE RINGS 
CARBON RINGS 
BRONZE NEOPRENE 





The new standard 





Oil FLOW mechanical 


seal provides positive 
protection against 
leakage at 

the tailpiece and 


he e 
Ny 
main shaft. 


SEALING POINTS 


Troublesome packing glands and oil leakage 
at the tailpiece have been completely eliminated in this newly 
designed mechanical seal. Employing two neoprene ‘‘O” rings, 
two carbon rings, and a neoprene-faced bronze ring which 
revolves on the shaft, this permanent seal requires no adjust- 
ment or lubrication. It insures self-alignment and self-posi- 
tioning on the shaft. which requires no special shoulders, set 
screws or keys. The tailpiece frame is of cast iron construc- 
tion, providing a rigid housing for the seal. 


It will pay you to look at these and other new features that 
make ENTERPRISE the Quality Line of Horizontal Rotary Oil 
Burners! Write today for full information. 


ENTERPRISE ENGINE & MACHINERY CO. 
A Subsidiary of General Metals Corporation 
18th & Florida Sts., San Francisco 10, California 


Enterprise 
pee reo me ce (RR 
Oil Burners pe 





See 


The Choice of Heating Experts 
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Essential...Efficient...Effective 


ROPER rotary PUMPS 
FOR INDUSTRIAL OIL BURNERS 





%, 1Y2, 3 and 5 G. P.M. SIZES 















Count on Roper Series “K’’ Pumps to 
give you the features that are essential 
for small and medium-size industrial oil 
burners. Compactness and ease of in- 
stallation ... dependable operation over 
long periods of running time... fuel 
supply at correct pressure and 
»{ viscosity are but a few advantages 
~ offered by Roper Series “K” 
Pumps. You owe it to those you serve 
to install Ropers as either original 
equipment or replacement. 


Tested and Approved for Oil Burner Service 


Roper Series ‘‘K”’ Rotary Pumps meet the standards set up by 
Underwriter’s Laboratories, Inc. and then some! These re- 
liable pumps for oil burner service are available in either packed 
box or mechanical seal designs — with or without relief valve. 
The 3/4, 1-1/2, and 3 G.P.M. sizes are flange mounted... 
5 G.P.M. size is foot mounted. 





For Heavy Duty Installations 


In the larger oil burners — those 
burning Bunker “C” oil or heavy 
fuels — Roper Series “‘F” and Series 
“H” are recommended. Both 
are positive displacement 
pumps, self-lubricated by 
liquid pumped. Series ‘‘F” features 
four-port design for 8 optional pip- 
ing arrangements — sizes 1 to 300 
G.P.M., pressures to 300 P.S.I. 
Series “‘H’’ Pumps come in 5 to 75 
G.P.M. sizes — pressures to 1000 
P.S.I. Also available are special de- 
sign pumps for unusual applications. 









Ge ae ae ee 6 ee ee ee eee ee 


GEO. D. ROPER CORPORATION 
768 Blackhawk Park Avenue, Rockford, Illinois 
Please send catalog with complete details. 
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Powermaster package Boilers 
produced in sixteen Sizes 


POWERMASTER automatic packaged 
steam generators are built in 16 sizes, 
from 15 to 500 hp. for pressures up to 
250 psi. High heat transfer, in the or- 
der of 4.5 to 5.0 sq. ft. per boiler horse- 
power, has been achieved through a 3- 
pass integral furnace construction. 
Voriflow burners for light oil, heavy 





oil and commercial gas fuels, as well as 
dual combination burners, modulate 
efficiently between 30% and 100% of 
full load rating. 

Combustion gases travel through the 
central combustion tube, reverse back 
through the lower bank of tubes and 
again move toward the rear, branching 
through two lateral banks of tubes. 
Front and rear covers are removable 
for inspection and_a.cylindrical com- 
bustion chamber is included. Boiler feed 
and condensate handling system is op- 
tional, while control system and inter- 
locking safety devices are integral. 

Made by: Orr & Sembower, Inc., 
Morgantown Rd., Reading, Pa. 

Circle No. B69 on card 


Fueloil handling Systems 
being made for Fairless Works 


CONSTRUCTION of two complete fueloil 
handling systems has been begun by 
The Rust Furnace Co. to serve the new 
Fairless Works’ pipe mill of National 
Tube Div., United States Steel Co., 
Morrisville, Pa. Light fueloil is to be 
handled by one system, Bunker C by 
the other. Plans call for tank storage 
of some 300,000 gals. of Bunker C and 
a million gallons of light fueloil. 

The contract awarded to Rust in- 
volves design, engineering and erection 


Name pNP Sass spne Oecd ppp ses edeeseocesessecedcoveuypeee ° 
ae || of facies for unloading, storage, con 
} ditioning and re-circulating of the pipe 
: City TOUNT ILEUM EPROP Ue eT ee Tee ° mill’s fueloil supply, with facilities in 
‘ Company... oeeeeeee eeneeee eseeene Seer erereees@ cluded for fire protection by foamite 
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COUNTERFLOW UNITS 


FOR PERIMETER anv CRAWL SPACE INSTALLATIONS 


ARE DESIGNED AND APPROVED 
ib 
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and-with equal efficiency! 


A Luxaire Counterflow Unit will provide at any time by simply changing burners. 
economical heating in all types of perimeter 


ptaenge ; Luxaire Counterflow Units are shipped fac- 
and crawl-space heating installations. 


tory-assembled ready for installation of 
Luxaire Counterflow Units are designed and either the oil or gas burner. 

approved for equally efficient operation as 
either Gas or Oil fired units. And, they can 
be readily changed from one fuel to the other 


LUXAIRE ... Approved for GAS ... Approved for OIL 


Let your Luxaire Jobber tell you why Luxaire 
is the Leader in the Counterflow field. 


C. A. OLSEN MANUFACTURING COMPANY ° ° aivma, omo 
* 


HEATING & AIR CONDITIONING UNITE 
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Industry Grou 


Activities of local and national in- 
dustry associations are reported month- 
ly in this department. Secretaries are 
invited to send reports of their Group’s 
activities to reach the editor by the 18th. 


New Atlantic County Chapter 
of Oil-Heat Institute formed 


THE NEW JERSEY Heating and Cool- 
ing Association, Atlantic County, 
N. J., voted to affiliate, as a local chap- 


ter group, with the Oil-Institute of 
America, Inc., at a meeting held in the 
Hotel Penn Atlantic, Atlantic City, 
June 26. Fifteen members of the As- 
sociation’s present membership of ap- 
proximately 25 were present, includ- 
ing independent fueloil dealers, oil- 
burning equipment dealers and major 
supplier representatives. 

F. S. Burroughs, national secretary 
of the Distribution Division, OHI, 
was guest speaker at the meeting and 
outlined the services rendered by OHI 
in the promotion of automatic oil heat. 








ee oe | 


























COMBUSTION CHAMBERS PEAR 
QUICK HEAT, Me) cm ala: 
N q@M ROUND 
HAS 13/ STANDARD a 
DESIGNS AND sizes oF LITE - CAST ee 
INSULATING REFRACTION COMBUSTION 
CHAMBERS FOR... 
ALL somers & FURNACES e 
| , MODERN 
TONGUE & GROOVE 
JOINTS 
8 
SIDE WALLS 4 SHAPES 
pousie SEAL @ 
BETWEEN 
FLOOR AND WALLS 25 SIZES 
& 
PFLOOR. * 
AIR SPACE .75 to 12 G.P.H. 





U.S. Patent No. 2075433 [7 





BENEATH FLOOR 


CLOSE TO ONE HALF MILLION INSTALLATIONS 





Cement. 





COMPLETE PACKAGE INCLUDES: Combustion 
Chamber, Back Fill, Steel Bands and Finishing 








STANDARD FOR 20 YEARS 


MONOGRAM PRODUCTS CO., INC. 


731 NORTH 35TH STREET > 
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PHILADELPHIA 4, 


PENNA. 








He particularly called the attention of 
the group to representation in Wash- 
ington recently by OHI toward relief 
in the independent dealer’s “margin,” 
or profit spread, which has shrunken 
appreciably since pre-Korean days. 

Burroughs also described a new 
method of gathering dealer opinion 
and statistics regularly on important 
industry questions through a new-type, 
monthly, “continuous” dealer survey. 

Joseph A. Hughes was re-elected as 
president of the county group, with 
Robert Lippman, vice-president and 
Fred J. Sithens, secretary-treasurer. A 
committee to plan a newspaper adver- 
tising campaign featuring the advan- 
tages of automatic oil heat was also 
formed with Harry Neustadter ap- 
pointed chairman. 


Lee R. Wolfe named executive 
Secretary of Chicago Group 


LEE R. WOLFE has been named execu- 
tive secretary for the Burning Oil 
Distributors’ As- 
sociation, Chi- 
cago, Ill. Wolfe 
for the past seven 
years was with 
the Illinois Man- 
ufacturers’ Asso- 
ciation where he 
directed the Social 
Security Depart- 
ment and was active in the legislative 
program and public relations activities 
of the association. 

Previous to his post with Illinois 
Manufacturers’ Association, Wolfe 
was training director in several plants 
of the Chrysler Corp., City Manager 
of Kenosha, Wis., and practiced law 
in that state. 





NYOHA annual Outing 
held at Winged Foot 


WINGED FOOT Golf Club, Mamaroneck, 
N. Y., was the scene on July 15 of 
the annual golf tournament and outing 
held by the New York Oil Heating 
Association, New York City. About 
250 members and guests attended the 
all-day affair, which got underway 
with golf, halted for lunch and fol- 
lowed with afternoon field events. 


The traditional softball games be- 
tween picked teams representing man- 
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Guard Your Busines 
Against the Blight 
of Cut-Price Competition 
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ufacturers and dealers was a see-saw 
battle which finally saw the manufac- 
turers victorious 24 to 15 in seven 
innings. Stan Walsh, official scorer, 
declared the contest errorless and 
okayed cash premiums for the six 
home runs hit. George Gordon, Skaggs- 
Walsh, won acclaim for his sparkling 
defensive play, which did much to keep 
the dealers in the game. 

After dinner, prizes, purchased from 
a fund accumulated from contributions 
of 70 companies, were awarded for 
golf, softball, horseshoe pitching, nail 


driving, baseball pitch and the ever- 
treacherous egg toss. 


University of Illinois to hold 
heating Course in September 


THE SIXTH SHORT COURSE in hot water 
and steam heating will be given on the 
Urbana campus of the University of 
Illinois, September 9 through 11, in 
cooperation with The Institute of 
Boiler and Radiator Manufacturers. 


Unlike previous Short Courses, this 
will be a conference type of program. 





THIS IS NO TIME TO BUNT... 












DON'T BUNT 
WHEN YOU'RE 
AWAY BEHIND! 


DON'T BUY 

NOZZLES HAND TO 
MOUTH WHEN 
LABOR COSTS ARE AT 
AN ALL TIME HIGH! 


SWING FOR 
THE FENCE 


Always have a good assortment of Harvey Nozzles 
on hand. Harvey Nozzles are accurate and de- 
pendable in all sizes, angles and spray cones. They 
are individually packed with strainer, in dust proof 
plastic containers plainly marked with size, angle. 


and spray cone. They cost no more than ordinary 


nozzles. Get ahead of the game by equipping 


every service car with a Harvey Nozzle Set. It has 








everything: 25 assorted* nozzles with strainers, 


18 extra assorted strainers, 6 assorted nozzle 


HARVEY NOZZLE PKG. #2 


TRADE PRICE $24,95 


adaptors, a nozzle brush and 2 orifice cleaners. 


* Assortment of Nozzles. 
Any size from .75 to 18.00 g.p.h. 
Any angle from 30° to 90° 


Solid cone spray or Hollow cone spray - 
(up to 6.50 g.p.h.) 


WD WARNRN 1c! 


VALLEN STREAM, HEW NORK 





Sid Harvey has stores in: Boston, Bridgeport, Mt. Vernon, Hempstead, Babylon, 
Brooklyn, Valley Stream, Jamaica, Union City, New Brunswick, Newark, 
N. Philadelphia, W. Philadelphia, York, Baltimore, Washington, Arlington and Norfolk. 








. . . Industry Groups 


The emphasis will be placed on equip- 
ment for hot water and steam heating 
systems, its performance and applica- 
tion. Qualified speakers from the hot 
water and steam heating industry will 
lecture and time will be provided for 
discussion. 


Among the subjects covered in the 
various lectures will be the following: 

Heating and ventilation load esti- 
mates; heating unit selection and 
application; boiler, burners and hot 
water supply; specialties and controls; 
panel heating and snow removal appli- 
cation; the management of a small 
business organization. 

Requests for further information 
should be addressed to Mr. Robert K. 
Newton, supervisor, Engineering Ex- 
tension, University of Illinois, 715 
Wright St., Champaign, Ill. 


Eastern New York OHI Group 


holds annual Elections 


JOHN E. HORTON was elected presi- 
dent, Oil Heat Institute of Eastern 
New York at the group’s annual meet- 
ing at Wolferts Roost Country Club, 
Albany, N. Y> He succeeds Benjamin 
F. Mulderry. 

Franklin Steinhardt was 
vice-president. Harold McEnaney was 
reappointed treasurer and Eugene J. 
Fitzpatrick was reappointed secretary. 
Arthur Main and James Horan were 
elected to the board of directors. 


elected 


Warm air golf Tourney 


held by Chicago Group 


THE CHICAGO WARM AIR GOLF ASSOCIA- 
TION’S second golf outing was played 
July 10 at the River Forest Country 
Club, Chicago. A dinner was held after 
the tournament where prizes were 
awarded to the afternoon’s winners. 


Horace Davenport honored 
for outstanding Service 


MEMBERS of the Retail Fuel Institute 
of Lynn and the North Shore, 
Mass., honored Horace E. Daven: 
port, recently elected vice-president, 
Pocahontas Fuel Co., Inc., at an 
Institute meeting held last month at 
the Salem Country Club in Salem. 
Mass., for his outstanding contribu 
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Members of the Retail Fuel Institute 
of greater Lynn and the North Shore 
(Massachusetts) honored Horace E. 
Davenport for his great contribution 
to the fuel industry. Pictured above 
are some of the members who attended. 
Rear row: Clifton Elliott, Horace E. 
Davenport, John Flavin, Jim Whelan, 
Rodney Seeley, Wilfred Hall, An- 
thony Pizzallo, Russell B. Hadley, 
George Smith, Harry Archer, Earl 
Elliott, Patrick Regan, Ben Collins, 
Roland Knight, Charles Andrias, and 
Samuel Lehrer, Middle row: Everett 
Elliott, Herbert Bunting, W. Gerry 
‘ Martin, Herbert A. Johnson, A, J. 
Wadden and Richard B. MacFarland. 
Front row: Peter J. Flynn, Frank H. 
Larkin and Arthur Nelson. 
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tions to the fuel industry. 

The tribute took place at the con- 
clusion of the regular business meet- 
ing conducted by Frank Larkin, 
president of the Retail Fuel Institute 
of New England. Richard B. Mac- 
Farland, president, Briggs Coal Co., 
presented a plaque to Davenport. 

The plaque read in part: 

“Whereas Horace E. Davenport has 
for many years been associated with 
the fuel industry in Lynn and the 
North Shore and has devoted himself 
to the progress of the fuel industry and 
has rendered great service to his asso- 
ciates and to the general public... . 
and has given freely of his time and 
ability . . . to the end that the industry 
might grow and prosper . . . that, in 
recognition of his accomplishments, his 
talent and his service, the members of 
the Retail Fuel Institute in Lynn and 
the North Shore have caused this testi- 
monial to be inscribed and presented.” 

Speaking on behalf of the greater 
Salem fuel dealers, Everett Elliott, 
president, Elliott Fuel Co., traced 
Davenport’s early history in the fuel 
business on the North Shore and 
stated: 

‘This man who has gone so far in 
our industry and who has done so 
much for the fuel industry on the 
North Shore has always placed the 
common interests of the fuel group 
first to the end that we have all been 
able to provide better fuel service to 
local residents.” 

Davenport expressed his thanks for 
the cooperation and friendship he has 
experienced from the greater Lynn and 
North Shore fuel dealers. He said that 
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YOU ARE REALLY 
PITCHING WHEN 
YOU SPECIFY 


FUEL-O-METER 


1. Accurate with any gravity oil. 
2. Small and compact. 

3. Unsurpassed beauty. 

4. For outside or inside tanks. 
5. Money back guarantee. 


6. Low cost. 

















You'll really be surprised when you find out 
that FUEL-O-METER costs less and does more 
than the gauge you are now using—write for 


AND RELEASE KNO 
TO MEASURE Olt 4 


We Wad complete details. 





A \N) WRRNEN WC. 


Size 254" x 37/4" VALLEN STREAM, REW YorRK 





Sid Harvey has stores in: Boston, Bridgeport, Mt. Vernon, Hempstead, Babylon, 
Brooklyn, Valley Stream, Jamaica, Union City, New Brunswick, Newark, 
N. Philadelphia, W. Philadelphia, York, Baltimore, Washington, Arlington and Norfolk. 


Frieloil e 125 
MM litets , | 


RE 












“‘the draft controls 
I bought were a 


hot priced line 


... but 


when they 











started wasting fuel 
it was ME that 
got burned! 





The performance of the draft control you install directly 
affects the performance of the entire heating plant. A poor 
quality draft control not only requires service attention 
itself but causes service calls due to fuel waste, sooting up, 
over-heating. You save pennies and lose dollars when you 
buy a poor quality draft control. 






When you buy poor quality at a cheap price 
— Everyone Makes a Profit but You! | 
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as a young man he had been urged to 
enter several professions but had 
chosen the fuel business because it 
offered an opportunity to contribute 
to the comfort and well being of thou- 
sands of people. 


New Jersey dealer Group 
Third to join OHI in Month 


THE OIL HEAT ASSOCIATION, Middlesex 
County, N. J., a group of some 50 in- 
dependent fueloil dealers, has an- 


nounced its affiliation with Oil-Heat— 


Institute of America, Inc. This latest 
chapter group to join OHI’s Distribu- 
tion Division is the third to become a 
part of OHI within the last month. 

The officers elected by the Middle- 
sex County group are: William Rubin, 
president; Phil Ruegger, Jr., vice-presi- 
dent and Sigmond Benedik, secretary- 
treasurer. 

The first meeting of the group as an 
OHI chapter was held at Ye Cottage 
Inn, Lindeneau, N. J., July 29. T. R. 
Loizeaux, national director of OHI’s 
Distribution Division and officer of a 
recently-organized OHI chapter in 
Union County, N. J., was guest speak- 
er at the meeting. He outlined the work 
being done by his local association in 
conjunction with OHI and future plans 
for the organization nationally in pro- 
moting the welfare of dealers in and 
users of automatic oil heat. 


F. S. Burroughs, national secretary 
of OHI’s Distribution Division, also 
attended the meeting. He told the 
group of OHI’s rapidly growing mem- 
bership nationally and the part that a 
progressive structure of membership 
on a local or regional basis can play in 
giving individual, independent fueloil 
dealers everywhere a voice in an or- 


ganized, unified body. 


OHA of Maryland proposes 


Service Managers’ Club 


OIL HEAT ASSOCIATION of Maryland, 
Inc., Baltimore 1, Md., is working out 
a plan to form a Service Club, similar 
to those that now are functioning in 
several other cities. Eligible to join 
would be the managers of the service 
and/or installation departments of 
members of the Association. They 
would meet as a separate group once 
a month at lunch and discuss mechan- 
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ical problems freely, with the objec- 
tive being to improve the service 
rendered through the mutual exchange 
of helpful, constructive experience. 
Hollis Albert, past-president of the 
Association and national chairman of 
the Distribution Division of OHI, has 
volunteered to aid the group to organ- 
ize and is acting as temporary chair- 
man until the group selects its own 
officers. 

The Service Club would be similar 
in some respects to the group of credit 
people from Association members who 
now meet at regular intervals to de- 
velop and disseminate sound credit 
information. 


Warm Air Group’s mobile Lab 
is important research Tool 


THE MOBILE TEST LABORATORY of the 
National Warm Air Heating and Air 
Conditioning Association, Cleveland 
14, O., has proved to be an important 
research tool in helping the industry 
learn more about the performance 
characteristics of the various warm air 
systems and the field-proven methods 
and practices to be followed for best 
results. 

The Mobile Field Laboratory was 
established two years ago as part of the 
Association's continuous heating re- 
search program at the University of 
Illinois, Objective of the Mobile Field 
Lab was to test new and unique warm 
air heating systems in the field for the 
purpose of learning performance char- 
acteristics under actual living condi- 
tions as well as under the various cli- 
matic conditions identified with spe- 
cific sections of the nation. 

Since the field unit was set in opera- 
tion with the beginning of the 1950- 
1951 heating season, it has made im- 
portant contributions. Of prime im- 
portance is the fact that as a result of 
the Mobile Field Lab, the National 
Warm Air group has been able to step 
up its standards for warm air heating 
systems at a far faster rate than ever 
before possible. 

The newly, revised “Manual 4— 
Warm Air Perimeter Heating,” pub- 
lished within 15 months following pub- 
lication f the original edition and con- 
taining design information not only on 
perimeter systems in concrete slab floor 




















































Sane Neeto as é =e j 


...now l use 
more sense, just a 


few more cents and 


field saves 
my dollars! 


only field has these features 


ROLLING TYPE HINGE PIN 
means no friction, no 
binding, no sticking, no 
corrosion. Off center gate 
mounting lets draft operate on a 
greater effective area, assuring 
greater sensitivity to draft 
changes. 













EXTENDED HOUSING 


places gate outside the 

reach of fouling soot and 
gases. Gate cannot warp or 
bind. Greater sensitivity to draft 
changes allows for closer 
setting. This in turn 
means greater fuel economy. 


SIDE WINGS 


mean greater sensiti- 
vity to draft changes. 
Gate fits closely into 
wings allowing area of 
opening through the 
control to increase un- 
iformly. 





FIELD CONTROL DIVISION 


of H. D. Conkey & Company, Mendota, Illinois 
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houses but in crawl-space houses as 
well, is a direct product of the research 
work of the Association’s Mobile Lab. 
It has been estimated that without the 
Mobile Lab it would have taken from 
3 to 5 years to have accumulated by 
orthodox methods all of the informa- 
tion contained in the new Manual 4. 

In addition to its research utility, 
the Mobile Lab is also an excellent pub- 
licity tool for calling home owners’ at- 
tention to the Association’s research 
efforts. The idea of transporting an 
entire heat testing laboratory around 


the nation in order to test people’s heat- 
ing systems right in the homes has 
proved to have a lot of human interest 
appeal. Local newspapers have pub- 
lished stories about the tests being made 
in their area. 

The field researcher spends five days 
in a home making temperature read- 
ings and heating layouts. The family 
occupying the test house receive no fi- 
nancial remuneration, only the sin- 
cere thanks of the Association. 

The test work for the past heating 


season is now over. About 20 surveys 





The TUTHILL 


As shown in these illustrations, 
removal of the seal is a simple 
matter requiring no special tools. 
Replacement of the seal is 
no problem. 


TUTHILL 


































The new Model 30A5G FUEL- 
STAT is designed so that the 
mechanical seal can be easily re- 
moved and serviced in the field. 









Write for full details today. 





WED 1 yTHILL PUMP COMPANY 


939 East 95th Street, Chicago 19, Illinois 













Builder Robert Dvorak, left, Dvorak 
Construction Co., Cleveland, O., 
watches field research investigator 
Henry Remsburg test velocity of the 
warm dir entering room from perimeter 
warm air diffuser under the window. 


have been made throughout the states 
of Illinois, Indiana, Michigan, Ohio 
and Pennsylvania. These data are now 
being analyzed and put in report form 
by Professor S. Konzo of the Univer- 
sity of Illinois. It will be released to the 
entire industry shortly. 

A full schedule of surveys is being 
prepared for the Mobile Laboratory 
this summer with much of the work 
concentrated on summer cooling and 
all-year air conditioning systems using 
warm air heating ducts for air distri 
bution. 


Wisconsin Oil-Heat Group 
holds annual golf Outing 


THE WISCONSIN OIL-HEAT ASSOCIA- 
TION, INC., Milwaukee 2, Wis., held 
its annual golf outing July 18 at the 
North Shore Country Club in Mil 
waukee. 

A cocktail party and dinner fol- 
lowed the golf tournament. 

Members of the golf committee 
were: Chuck Jacobus, chairman, J. L. 
Savage, Pirie Benson, Tom Moore, Jr., 
Walter Bloedel, Les Hope, Emery 
McNeil, Grover Fillbach and Harold 
Mottram. 


Rockford Dealers join 
Institute as D-D Chapter 


ACCEPTANCE of the Rockford Fue! Oil 
Dealers Association, Rockford, III., a8 
a chapter of its distribution Div.. has 
























FOR OVER 50 YEARS 
MANUFACTURERS OF HIGH GRADE REFRACTORIES 


101 Ferry Street « St. Louis 7, Missouri 
FACTORIES: ST. LOUIS, MO. AND VANDALIA, MO. 
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NOW...SEE 
PROFITS PILE UP 
FASTER on your 
LEDGER SHEETS 


Install one REXOIL burner. 
See how you can add steady 
profits to your ledger sheets. Service calls are all 
but eliminated . . . installation costs are negligible 
. customer satisfaction and goodwill is high. 
REXOIL is a product of over a quarter century 
of skilled experience.. Its advanced design burns 
either distilled or catalytic oils with equal efficiency 
... and without any critical adjustments. See these 
many advantages for yourself—install one REXOIL 
. +. it’s the only way you can tell real oil burner 
value. 


WRITE TODAY ... ORDER ONE REXOIL 


REXOIL 


Horizontal Rotory 
Oil Burner for © 
Heavy Oils 


Furnece and 
and Industrial Oil Boiler 
Burners for #2 oil Units 


Residential, Commerciai 


REIF-REXOIL, INC. 


37 CARROLL STREET BUFFALO, N.Y 












. . « « Industry Groups 



















YOU CAN 

PROFIT FROM 
COLORED AND 
BLACK AND 
WHITE ADS IN... 


BETTER HOMES 
& GARDENS, 


AMERICAN HOME, WA vec: 200825 
HOUSE BEAUTIFUL, | aie 
HOUSE & GARDEN | 
Plus: 


LOCAL PROMOTION — Nu-Way’s | 
national advertising is backed by © 
hard-hitting local advertising mate- 
rial. Attractively designed newspaper 
ad mats, window streamers, radio 
spot announcements, colorful folders, 
booklets, etc. are offered for use in 
your market area. 






























































Be a Nu-Way Distributor — Write to- 
day for complete details on the prof- 
itable line of Nu-Way Oil Burners. 














Officers of the Rockford Fuel Oil 
Dealers Association, Rockford, IlIl., 
new Distribution Div, chapter of OHI: 
Verne Murphy, treasurer; W. R. 
Hafsteadt, president; J. F. Haste, vice- 
president; Charles Griffen, secretary. 














been announced by the Oil-Heat In- 
stitute of America, Inc., New York 16. 

The Rockford Association is an or- 
ganized group of fueloil and oilburner 
dealers, with fifteen members. Its prin- 
cipal aim is the advancement of auto- 
matic oil heat for both the user and 
dealer in the Rockford area. High on 
the list of projects is the broadcasting 
to more and more families in Rockford 
and vicinity the story of automatic oil- 
heat and the raising of the standards of 
reliability in installation, service and 
supply of equipment and heating oils. 

Officers elected at the group’s first 
formal meeting are: W. R. Hafstedt, 
president; J. F. Haste, vice-president; 
Verne Murphy, treasurer and Charles 
Griffen, secretary. 











































Burner service Class ends; 
backed by Seattle Group 


THE EDISON TECHNICAL SCHOOL in co- 
operation with the Oil Burner Deal- 
ers’ Association, Seattle, Wash. has 
just completed a trade extension 
course in servicing of oilburners with 
35 men receiving Certificates of 
Merit. The Oil Burner group spcnsors 
training programs for both journey- 
men and apprentices drawing upon 
industry men for its faculty. The in- 
structions for the trade extension 
course just completed were: Chester 
Lovas, electrical controls; D. Ray 
Parker, mechanical controls, and Wal- 
ter Troyer, combustion. 


















Plumbing & Heating Group 
to hold national Conclave 


THE FIRST NATIONAL CONVENTION of 
the American Institute of Wholesale 
Plumbing & Heating Supply Associa: 
tions, Inc., Washington, D. C., will 
be held in Atlantic City on October 
19 through 22 at Convention Hall. 
This will be the first time in the 
history of the plumbing and heating 
industry that manufacturers and 
wholesalers from all over the United 
States can meet at one time to discuss 
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™ If you are using or contem- 
th plating the use of heat- 
of resisting steels for combus- 
- tion chambers for oil burner 
furnaces, we are specialists 
“y’ in producing these types of 
on steels. 
in Whether you are a large 
or small user of these steels, 
on ; periae 
our steel making facilities 
ter can offer exceptional service 
ay by especially shearing to 
‘al your specified combustion 
chamber steel blanks, or 
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wwe 1 More quiet burner operation 
f 2 Cleaner heat 
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m 3 Better temperature control 
cia’ 4 Considerable savings 
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A d BORG-WARNER CORPORATION | 
at 310 South Michigan Avenue, Chicage 4, Illinois 
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Lock up “trouble-bugs" 
Xochtsles 


‘*DUAL-DIAL’’ GAUGES 


Fumes, seepage and other “trouble-bugs” are perma- 
nently sealed in with Rochester DUAL-DIALS. No time is 
wasted on nuisance calls . . . customers are satisfied . . . 
extra profits are assured! 

Permanent magnetic indication transmits the float- 
arm action through the solid gauge head. There are no 
holes to worry about. Pressure-tight, leak-proof con- 
struction gives years of trouble-free service . .. even 
under pressure. 

The easy-to-read “dual-dial” can be seen from both 
front and back... makes tank checking and filling a snap. 

Rochester DUAL-DIALS are Underwriters’ listed and 
more than 2\ million are now in use. They’re easy to 
install and stocked by leading wholesalers everywhere 


for all standard basement oil burner stor- m 


age tanks. Rochester Manufacturing Co., 
Bron ont 


Inc., 19 Rockwood St., Rochester 10, N. Y. 
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MANUFACTURING COMPANY, INC. 


DIAL THERMOMETERS GAUGES AMMETERS 
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their mutual problems. Attendance 
is expected to exceed 1,500, with more 
than 1,000 reservations already made. 

George T. Underwood, executive 
secretary of the American Institute, 
says, “There will be more plumbing 
and heating wholesalers at this meet- 
ing than ever before. We confidently 
believe, also, that there will be more 
manufacturers represented at this 
meeting than have ever before attended 
a wholesalers’ convention.” 

A speaker of national prominence, 
yet unnamed, is scheduled to keynote 


the convention while presidents of 
some of the leading manufacturers in 
the plumbing and heating industry 
will also speak. 

Attendance is to be limited to mem- 
bers of the American Institute and 
invited guests only. 


Two Chicago oil Groups 
hold joint golf Outing 


THE BURNING OIL DISTRIBUTORS and 
the Chicago Oil Burner Associations, 
both of Chicago, Ill., held a joint golf 





Now i's EASY...ond PROFITABLE 


to do your own duc 


swork with 


ADELTA Standardized Fittings 





You can make more profit on every warm air job when 
you use easy-to-assemble ADELTA standardized ducts 
and fittings. There’s no need for special sheet metal 
equipment or highly trained personnel. Adelta precision- 
made fittings—with exclusive time-saving features* 
like those illustrated—make it easy for you fo do the 
whole job quickly ... more profitably. 






*Here’s proof: 














Our exclusive One-Piece Snap-Lock 
Cleat is featured on all Adelta 
units, including take-offs and re- 
ducers. Just push two sections 
together, and presto!—you have 
a rigid, leakproof joint... with- 
out any crimping, notching or 
drilling to slow up the job. 
































Adelta’s pre-notched collar 
edges save time on every 
collar connection. No both- 
ering with snips, pliers and 
hammer. Just push the 
collar edges closed with 
your fingers to get a tight, 
permanent connection. 













Write today for the 
Adelta 1952 catalog. 



















party recently with more than 250 
members turning out. 

Norando Nannini, Bell Oil Co., was 
awarded the BODA Cup, having 
scored a 73. Paul Doepel, Braun Bros. 
Oil Co., won the COBA Cup with 
a 75. This is the second year Doepel 
has won top honors and, therefore, he 
gains permanent retention of the 
COBA Cup. 

An interesting innovation in the 
serving of dinner was tried and seemed 
to meet with the approval of everyone. 
Instead of a set time to begin serving, 
the arrangement was to let everyone 
eat dinner as they came in from 4:00 
p.m. to 9:00 p.m. This eliminated any 
undue confusion or waiting for serv- 
ice. In this case, a steak dinner was 
served. 

Members of the B.O.D.A. golf 
committee were: J. K. Curran, chair- 
man, Charles Lyman and Charles 
Staley. The C.O.B.A. golf committee 
was composed of: C. C. Cochran, 
chairman, F. J. Moran and H. G. 
Shaffer. 


Braden Mfg. Co. acts as host 
for sheet metal Contractors 


BRADEN MFG, CO., Terre Haute, Ind. 
was host to sheet: metal and warm air 
heating contractors and their supply 
representatives who attended the 
Terre Haute District meeting of 
Sheet Metal and Warm Air Heating 
Contractors of Indiana, Inc., July 11 
at the Deming Hotel. 

The day’s program included a num- 
ber of speakers, entertainment, buffet 
luncheon, refreshments and attractive 
door prizes. 


OHI Surveys shows one-third of 
Dealers make Profit on Service 





APPROXIMATELY 60% of domestic oil 
burner service departments operate at 
a loss, but nearly one-third of report 
ing dealers indicate they make a profit 
on service, reports Oil-Heat Institute 
of America, Inc., New York 16, N. Y., 
as a result of a survey made of its 
member dealers. Specifically, 61.2% 
of the dealers lose on their service Op’ 
erations; 32.4% show a profit and 
6.5% “break even.” 

Standardized service contract forms 
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offered by the surveyed dealers in- 
clude: Parts extra, service calls extra, 
for prices ranging from $6.50 to 
$17.50; average $10.76; Parts extra, 
necessary calls included, from $12 to 
$29.50, average, $18.66; Parts in- 
cluded, necessary calls included, from 
$15 to $30, average $23.81, 

In most states where domestic oil- 
burner service department losses were 
indicated, there also were dealers who 
showed a profit, often in the same town 
or city. 

Not much in the way of ratios could 


be drawn, the OHI concluded, but 
where losses ran more than $3 per ac- 
count, the service department repre- 
sented a heavier-than-average loss. On 
profits, about $1.39 per account ran 
about average, while average number 
of accounts, for those who showed a 
profit, totalled about 2,250. 


Residential air conditioning 
Manufacturers organize 


PRINCIPAL MANUFACTURERS of resi- 
dential air conditioning equipment re- 





Do Your PRESENT 
PRECAST CHAMBERS 
Give You ALL these Advantages? 


= 





1 « Low initial cost. 


2. Low installation 
cost — only 5 pieces 
to assemble. 


3. K-factor equal to 
insulating brick. 


4. Excellent perform- 
ance with either high 
or low pressure 
burners. 


5. Scientifically 
acked to prevent 
adeno: | 


... if the answer is NO -- contact us NOW! 








KOLB 


COMPANY 


REFRACTORIES Meadow & Jackson Sts. 
Philadelphia, Penna. 
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ported progress in organizing their 
trade association operations at a meet- 
ing held several months ago in New 


York. Formed as the Residential 
Air Conditioning Section of the Air 
Conditioning and Refrigerating Ma- 
chinery Association, the group is 
headed by J. A. Gilbreath of Servel, 
Inc., as chairman, with A. B. Newton 
of Acme Industries, Inc., as vice- 
chairman. 

This industry trade group includes 
in its scope of operations not only 
the conventional forms of residential 
air conditioning using compression or 
absorption types of refrigerating equip- 
ment, but also the “heat pump.” 

While ACRMA’s Residential Air 
Conditioning Section has planned 
statistical and marketing activities, im- 
mediate attention is being given to the 
formulation of recommended applica- 
tion engineering standards for the 
installation and operation of year- 
round air conditioning equipment in 
residences. That work, necessary for 
the guidance of purchasers and in- 
stallers, is planned to be undertaken 
cooperatively with the National Warm 
Air Heating and Air Conditioning 
Association of Cleveland, Ohio, and 
other industry trade groups. 

Members of the ACRMA’s Resi 
dential Air Conditioning Section are: 
Acme Industries, Inc.; Airtemp Div.; 
Brunner Mfg. Co.; Bryant Heater 
Div.; Carrier Corp.; Frigidaire Div.; 
General Electric Co.; Servel, Inc.; 
Westinghouse Electric; Worthington 
Pump & Machinery Corp. and York 
Corp. 

ye 

Reynolds Girdler has been appointed 
director of public relations and adver 
tising Sinclair Oil Corp., New York 
20, N. Y. Girdler began his career with 
Doremus & Co. and prior to his asso’ 
ciation with the Sinclair organization, 
was for several years a vice-president 
and account executive of Carl Byoir 
Associates. 


M. L. Judd, formerly of U. S. Radi 
ator Corp., Detroit, Mich., has been 
named general sales manager of Rem 
ington Corp., Auburn, New York, 
manufacturers of room unit aircondt 
tioners. 
























a | Covers 
paw THE FIELD 
— From Small Homes To Commercial 


and Light Industrial — In 9 Sizes 





The MT. HAWLEY “Budgeteer” 


Package unit for closets 
or alcoves. Meets FHA 
and underwritersrequire- 
ments for closet installa- 
tions of 1” clearances and 
90° room temperature rise. 
compact fits in a closet 22”x44” 
— with room for burner removal 
or servicing. Finished like hand- 
some furniture. 





e Quiet, smooth operation 


e Good CO? with 80%, or higher 


efficiency 


e Ideal for any form of hot water 
heat — Radiant Panels, Base- 
board or Convectors 


e Saves expensive installation 
labor 


e Comes completely jacketed, 
ready to set in place 





— OIL OR GAS INITIALLY — 
EASILY CONVERTED FROM OIL TO GAS 


The Mt. Hawley Series “A” — 
A Universal Line In 8 Sizes 
To Match Most Capacities 


¢ From 400 to 3000 sq. ft.—steam 
e From 640 to 4800 sq. ft. — water 
¢ Radiant heating in all forms 

¢ Internal hot water coils 





e Openings provided for water or 
steam (only trim varies) 


* Jacketed and assembled, ready to 
run pipe (saves hours on installa- 
tion) 


e MT. HAWLEY burners laboratory 
fitted to each unit 


¢ Finished like fine furniture 


¢ Built to ASME and SBI specifica- 
tions 


¢ Built complete in MT. HAWLEY 
shops (not an assembled proposi- 
tion) 


And with the famous SLANTING TUBE heat exchanger principle. 
Write for 1952 Portfolio of complete MT. HAWLEY line. 
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This graph is the result of impartial 
university research. Note how a Walker 
Fuel-Saver automatically maintains con- 
stant over-fire draft . . . despite wide 
second-by-second fluctuations in stack 
draft. 


Such perfect performance has been 
proved in over 7 million successful in- 
stallations. That’s why so many heating 
| engineers specify ‘‘Walker Quality or 
Equal.” 


~NEW . . . for space- 
heaters . . . waterheaters 
> » « ¢abinet ~ type 
heaters. 
Type 
34¢ 


Sound engineering . patented 
super sensitive rolling contact hinge . 
high quality materials . . . expert crafts- 
manship assure a long life of trouble- - 
free automatic control with every 
Walker Fuel-Saver. There is a Walker 
model for every conventional heating 
purpose. 


Domestic 









Write for full information and. new 
catalog. 


| WALKER MANUFACTURING © goes, °° azaees 
& SALES CORPORATION : 


1759 Penn Street 
St. Joseph, Missouri 


| 
| WALKER 


AUTOMATIC DRAFT a 
| REGULATOR . 







heefers. . - 
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| World’s Largest Factory | 
— Devoted Exclusively 
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Q. Your articles have recommended 
putting as many as three vent valves 
on a lazy radiator in a one-pipe steam 
plant. Do the extra two vents go on 
the cold end or warm end of the radia- 
tor? We want to know exactly where 
to put the two additional vents. 

W.T.S., Aurora, Ill. 

A. The extra vents work out well 
almost anywhere on the cold end of 
the radiator, near the original vent 
valve. Simply arrange them neatly. 
This drawing shows how one service 
man usually arranges the additional 














HOW YOU CAN OVERCOME THE EFFECTS 
OF HIGH VISCOSITY OIL ON NOZZLE 


PERFORMANCE 


Viscosity is the resistance to flow, or fric- 


tion, in the oil. 


Narrow, Smoky and Noisy fires. 


High viscosity causes 


This 


condition can be cured in many cases by 
increasing the pump pressure to 115 psi 
or 125 psi to overcome the effect of high 


viscosity on small nozzles. 


It is some- 
times wise to change to No. 1 oil. NEVER 
OPERATE a small nozzle under 100 psi. 


DELAVAN Type A 
(Hollow Cone) 


‘ __Nozle 


DELAVAN noz- 

zles are individually 

spray tested. Oil pressure, viscosity, 
and temperature are accurately con- 


trolled to insure absolute accuracy in 
rate of flow, spray quality and spray 


angle. 


Write for Catalog 148 


Each DELAVAN nozzle 
packed in dust - tight 
container with spray 
angle and type clearly 
printed on top 


DELAVAN 


MANUFACTURING CO. 


3009 SIXTH AVE., DES MOINES 33, 
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Radiator has Three Vent Valves 
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vents. He locates one above the original 
vent valve, and the other below it. 


Q. Making an old mansion more 
beautiful, the owner longs to remove 
three giant-size old hot water radiators 
from the big living room entirely. Radi- 
ant heating would be good but is out 
of question. Baseboard rads would be 
good but can’t be used because not 
enough baseboard length in the room. 
I'm converting the system to forced 
circulation and thinking of putting the 
three old rads in hot boxes in the base- 
ment, each with a little fan to force 
basement air into the hot box and out 
of a little slot-type warm air supply 
register in the living room floor, Do 
you find any big drawbacks making 
my plan unsound? Will you-help with 
problems of cfm, fpm, fan size, etc.’ 
A 112 sq. ft. hot water radiator has 
been giving 16,800 Btu per hour to 
heat this big room. How many cfm of 
140° air must come from the radiator 
(boxed in) to give 16,800 Btu per 
hour? 

D.S,R., New York 

A. Answering your last question 
first: 252 cfm of air at 140° will pro- 
vide 16,800 Btu per hour, and will 
equal the output of a 112 sq. ft. old 
style hot water radiator. 

However, your problem has compli 
cations that cannot be solved depend: 
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GEM 
COMBUSTION 
CHAMBERS 


The Gem Clay Forming Company 


SEBRING, OHIO 


Established 1907 


Telephone: SEbring 8-6141 

















Have You Ordered 
Your Copy? 


THE NEW 1951 SPECIFICATIONS BOOK 
OF OILBURNERS WILL BE 
MAILED SAME DAY AS ORDER IS RECEIVED 


This New Edition has been compiled to include all 
specifications and data from last edition, as well as 
specifications on current models 


introduced since then. 


The book is sectionalized and 
indexed for quick reference. 
220 pages size 514 x 8. PRICE 
$1.25 each. 12 or more $1.00 
each, 





PRICE 
$1.25 


PLEASE MAIL REMITTANCE WITH ORDER 
HEATING PUBLISHERS, INC. 


2 West 45 St. New York 36, N. Y. 
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‘\ moDeL SA-4 


Deluxe Oil Burner 


Sell those large domestics andy semi-commercials 
with the burner specifically designed.for heavy duty 

. ANCHOR Model SA-4! 2.5 to 5 ph capacity. 
eae compact, economical, and amazingly effi- 
cient. New combustion head designed by, Shell 
Development Company saves up to 36% on fuehoil! 
Get full details on ANCHOR Model SA-4, the 
complete ANCHOR line of fine heating equipment, 
and the sensational ANCHOR Dealer Franchise \ 
Plan... TODAY! i 


DEALERS: 


We will help pay yout 


ONE FOR AMAZIN 
—— 


ANCHOR 


STRATTON & TERSTEGGE CO. 
Box 311, New Albany, Indiana 


n= I 
| 


Income Tax! 


© DETAILS! 
see 





| WRITE. WIRE, 
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the thermostatic controls are set... 


type burners available on option. 


RLEER-RLECN 


Furnace lights itself-— 
regulates itself. 


Yes . . . KLEER-KLEEN's new Electric Ignition 
burner ends old-fashioned pilot flame woes! Once 
KLEER- 
KLEEN’s Electric Ignition takes over for smooth, 
efficient operation under ALL conditions! Pilot- 


Just Set it... 
and Forget it! 
RLEER-RLEEN 

ELECTRIC IGNITION 
Does the Rest! 





. . « « Readers’ Problems 


ably in an offhand, thumb-rule fashion. 
For example, you should not send base- 
ment air into the “hot box,” but should 
send in air returned from the room. 
You should use a centrifugal blower, 
not a blade-type fan, to force the air 
through each “hot box.” If you install 
the three old radiators in hot boxes, 
you will be improvising in an ama- 
teurish and inadequate fashion, for 
these radiators are not designed to be 
boxed-in to serve for air heating. If 
you succeed in flowing 252 cfm of air 
through a 112 sq. ft. boxed-in old radi- 
ator, there’s little chance of the air be- 
ing-heated to just about the 140° that 
you mention. 

Your basic idea of heating air in the 
basement and sending it up into the liv- 


ing room may be an excellent solution | 


to heat the air, you should use base- 


ment-located air-heating units made 
especially for the purpose by a manu- 
facturer specializing in this type of 
equipment. 


Q. How do you arrange a firebox 
floor to preheat the secondary air that 
flows into the firebox because the burn- 
er’s blower is not large enough for the 
12 gph flame the boiler needs? 

M. O. C., Newark 

A. The accompanying drawings 
show how to pass the secondary air 
under a firebox floor to preheat it. Use 
standard firebrick (not insulating 
brick) for the firebox floor, Carefully 
supported split brick sometimes are 
used; thinner than full brick, they 
transmit more heat to the secondary 
air. Entering the air passage at the back 
of the boiler, the secondary air is 


Distributorships Available in Some Areas 
MANUFACTURING CO. OAKLAND, CALIFORNIA 
remericas Finest “Paurnaces 


to the problem you describe. However, | heated as it travels forward to the 
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Side View - Air F lore Firelece 


be used beneath the secondary air 
passage to increase the air heating and 
reduce the loss of heat from the firebox 
to the boiler room floor. However, on 
light oil jobs fired at 12 gph usually it 
is not worthwhile to heat the secondary 








instead of using old boxed-in radiators | 


slots in the firebox floor. Insulation can 


air. Excellent, efficient combustion 1s 
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~ ONLY MICQCORKLE CONTROLS 


give you this combination for Vaporizing Oil Burners 


\ \\\ of vital features 









We will gladly furnish literature and speci- 
fications for your particular requiremen's. 
Write us today! 


p.u. MRCCORKEE co. 


Box E, Station A Berkeley, California 


@ Patented dual blade bi-metal assembly—insures 
trouble-free operation — supplies a wide margin 
of extra power. 


@ More rapid heat transmission. 
@ Snap acting Micro-switch. 





@ Heavier, more rugged construction. 
@ Less service — greater customer satisfaction. 
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HERE THEY ARE...SENTRY’S TWO NEWEST ADDITIONS 
TO THEIR EVER-POPULAR 


AT-A-GLANCE 


(DIRECT AND REMOTE) 


TANK 
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. . . « Readers’ Problems 


obtained from best burners and best 
fireboxes without the bother and ex- 

pense of heating the secondary air. 
Q. Assume that after a cold start a 
burner runs poorly for five minutes be- 
cause the kind of firebox used takes that 
long to heat up. Just when does a serv- 
iceman usually apply combustion test 
instruments to that job to read smoke, 

draft, CO2, and stack temperature? 
A. L. M., Minneapolis, Minn. 


A. Because testing, an oilburner 
while its firebox is cool is like testing 





your customers 


want (0 US@...-. 
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furnaces and Winter Air 





an automobile for economy while its 
engine is cold and its automatic choke 
is working, most combustion test ex- 
perts apply their instruments only after 
the fireboxes reach proper red-hot tem- 
peratures. Try running the burner 30 
minutes before testing the job in ques- 
tion. If the firebox remains cold that 
long, you can blame its failure to heat 
rapidly for the poor combustion test 
readings. 


Q. What's a good temperature range 
for an immersion type temperature 


Engineered for the fuel 







Recommend and 
install with 


confidence... 
INTERNATIONAL 
ECONOMY’ 





THE COMPLETE LINE of gravity 


Condi- 


tioners designed for efficient, eco- 


nomical operation. . 


with OIL..GAS..or COAL 


Ask your distributor 
or write 


INTERN 


HEAT E Rexaaee 






TIONAL 


© i520C OM PAN Y UTICA,N.Y. 


Dept. F-852 


WESTERN OFFICE ann WAREHOUSE: 1933 Wentwortu Ave., Cuicaco 16, ILL. 
Over 110 Years of Heating Experience at Your Service 


140 


control installed on a domestic direct- 
fired water heater? A.I. K., Boston 


A. Setting such a control between 
about 130° and 150° seems to suit 
most householders, therefore any con- 
trol that includes these limits should 
be suitable for your application. In ad- 
dition, there’s little harm in being able 
to set the control lower, perhaps down 
to 110° or 120°, or in being able to set 
it higher up to about 160°, 


Q. The owner of a small factory, 
who is much interested in technicali- 
ties, wants me to seal the auxiliary air 
or secondary air passages in front of his 
firebox, used because the burner’s blow- 
er can’t provide enough air for the 12 
gph nozzle. He’s got on hand and wants 
me to install instead a ‘‘smoke reducer” 
casting on the firebox door. Intended 
for hand-fired soft coal and designed 
as my drawing shows, this feeds red- 
hot over-fire air to a flame. 


M. O. C., Newark 


A. Because this “smoke reducer” 
will heat only slightly the air flowing 
through it, may not give enough air for 
the 12 gph flame, and will not direct 
the air properly into the flame, you 
should not use it on this oilfired boiler. 


Casting on Firing Door 


provides Red-Hot 
Over-Fire Air 





Side 
_ View 
> 3 
Hot Air 
for Fire 


On such an installation the benefits of 
preheating the secondary air are ques’ 
tionable. If in spite of this you want 
to give the flame preheated secondary 
air, heat the air given the flame through 
slots in the front part of the firebox 
floor. 
* 


“° 


Rexford S. Blazer, president, Ash- 
land Oil & Refining Co., Ashland, 
Ky., was elected a director of the Ken- 
tucky Heart Association, Inc. at the 
association’s annual meeting in Louis 
ville, June 18. Blazer was chairman 
of the 1952 Ashland Heart Drive 
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New Products 


Each New Products item has an 
identif ying number. If you want more 
information on any equipment listed 
here, circle the corresponding number 
on the reply card appearing on the 
facing page and mail to us. No post- 
age is required. 


Fitzgibbons introduces 
improved R-Z-U Junior 


AN IMPROVED MODEL of Fitzgibbon’s 
R-Z-U Junior boiler has been an- 
nounced, offered in seven sizes with net 
ratings from 1100 to 3000 sq. ft. of 
steam and equivalent hot water rat- 
ings. Major changes include a newly- 
styled heavy cast-iron front clean-out 
and service door; side-attached tri- 
cocks and water column tappings and 
a lower water line to make it more ac- 
ceptable in the replacement field where 
low headroom has been a deterrent. 











The new R-Z-U boiler will continue 
to be available with “Tanksaver,” do- 
mestic hot water heating coil for in- 
stantaneous hot water service in large 
volume. Units, available for immediate 
shipment, are described in a new fold- 
er. There has been no increase in price 
in the new line. 

Made by: Fitzgibbons Boiler Co., 
Inc., 101 Park Ave., New York 17, 
N, F. 

Circle No. B39 on card 


Two-stage fuel Unit on 
Combustioneer Burner 


COMBUSTIONEER’S low pressure oil- 
burner is being offered in a new model 
that incorporates a 2-stage, self-purg- 
ing fuel pumping unit. It has two 
pumping elements operating in. con- 





junction with a purging reservoir and 
pressure chamber. As oil is drawn into 
the purging reservoir air bubbles rise 
to the top and are by-passed through 
the return line to the storage tank, Oil, 
then, free of air is routed to Combus- 
tioneer’s “Free Floating” metering pis- 
ton for delivery to the burner nozzle. 

The unit functions with single or 2- 
line systems and will draw oil from 
distances up to 38 ft. horizontally, plus 
15 ft. vertically. The metering piston, 
motivated by the flow of oil without 
mechanical linkage, selects exact fuel 
requirements from 0.5 to 4.0 gph while 
the burner is operating. By reposition- 
ing a sliding air cone, correct quantities 
of air also are controlled without stop- 
ping the burner. 

Made by: Combustioneer Div., The 
Steel Products Eng. Co., 1332 W. Co- 
lumbia St., Springfield, Ohio. 


Circle No. B40 on card 


High-capacity Red Seal Meter 
features Auto-Stop Delivery 
A 4-INCH Red Seal meter offers the 


Auto-Stop delivery feature, previously 
available only with smaller meters. 





Auto-Stop automatically cuts off flow 
at the desired gallonage and this meter’s 
Auto-Stop valve is cushioned with a 
double trip to cut off high rates of flow 
smoothly and accurately. Capacity is 
650 gpm without Auto-Stop, 500 gpm 
with it, making it suitable for bulk 
plant and terminal use. Print-O-Meter 
ticket printing registers also can be 
furnished. 

Meter is available with 4 types of 
weatherproof registers: model 441, 
simple direct reading; model 442, 
Auto-Stop; model 443, Print-O-Meter 
and model 444, Auto-Stop Print-O- 
Meter. Also supplied with Neptune re- 
mote control system. 

There is only one moving part in the 
meter’s oscillating piston type measur- 
ing chamber and double-case design 
eliminates inaccuracies and wear due 
to pressure distortion. No intricate 
valves, leathers or piston rings are em- 
ployed. 

Made by: Neptune Meter Co., 50 
West 50th St., New York 20, N. Y. 


Circle No. B41 on card 


Remington stud Driver 
uses blank Cartridge 


MODEL 450 Remington stud driver uses 
a 32 caliber Long rim fire blank car- 

























tridge as the propellent power to drive 
studs into steel, concrete or wood. The 
tool weighs a little more than 5 Ibs. 
and incorporates such safety features 
as being unable to fire unless its Neo- 
prene-lined steel guard is attached to 
the muzzle. Studs used with the model 
450 vary in length from %” to 23%” 
long, made of steel alloy and produced 
in 20 different sizes. 


The operator slips the end of the 







stud into a plastic heel cap or cup, 
opens the tool to place the assembled 
cartridge and stud in the chamber and 


closes the tool. The guard is pressed 

firmly against the work surface, a safety 

button depressed and held down be- 

fore the trigger can be squeezed. 
Made by: Remington Arms Co., 

Inc., Bridgeport, Conn. 

Circle No. B42 on card 


Niagara Furnace adds 

warm air Furnaces to Line 
OIL-FIRED WARM AIR FURNACES, Series 
30-D, have been added to the Niagara 
Furnace Div. line. Powered by gun- 
type pressure atomizing burners they 



































Electrol has last-a-lifetime fea- 


You see, 
an match... 


tures no other oil burner ¢ 
plenty of easy 


features that bring in ' 
big-profit sales because they give more 
heating comfort and efficiency dollar for 
dollar—and they are exclusively ee 
with Electrol’s protected Dealer Franchise. 


And every home, institution and small 


industry is © prospect for you, because 
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Features 


Make the 
Difference 


This winsome lass and 
ELECTROL have much in com- 
mon, both have exceptional 
features that get results. 


rner to meet every 
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your oil burner sales. 
Electrol Booklet today. 

FREE ELECTROL BOOKLET 
details on the Electrol 










Gives complete 
\-Fired Heating Equipment. 
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A FEW CHOICE EXCLUSIVE AGENCIES 
STILL AVAILABLE — WRITE NOW! 


AIR CONDITIONERS ¢ WATER HEATERS ¢ BOILERS 
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are of three types, gravity, high-boy 
and downflow (illustrated), and are 
made for homes with or without base- 
ments. The high-boy and downflow 
models occupy floor space of 27” by 
aT 

Made by: Niagara Furnace Div., 
The Forest City Foundries Co., 2500 
West 27th St., Cleveland 13, Ohio. 


Circle No. B43 on card 


American Ideal-Aire adds 


suspended furnace Units 


AMERICAN IDEAL-AIRE has announced 
10 models’ of suspended oilfired 
furnace-burner units, ranging in 
capacity from 85,000 to ©00,000 
Btu/hr, fired with gun type oilburners 
rated at 0.75 gph for the smallest s‘ze, 
5.0 gph for the largest. The heater 
body is made of heavy gauge copper 
bearing steel with a large radiator sec- 
tion for long flue travel, and all four 
sides of the heater are covered with 
aluminum foil faced aircell asbestos 
insulation. Shipped complete with a 
built-in precast combustion chamber, 
the units are equipped with an angle 
iron cradle, attached for suspension. 

The suspended units ar2 additions 
to American Ideal-Aire’s lin, which 
includes Lo-Boys, Hi-Boys and Coun- 
terflows. 

Made by: American Ideal-Aire 
Corp., P. O. Box 470, Mineola, N. Y. 

Circle No. B44 on card 


Sootmaster furnace Cleaner 
available from Master Craft 
SOOTMASTER furnace vacuum cleaner 
is being offered by Master Craft, with 
or without a Sootmaster filter unit. 
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Vacuum cleaner specifications include 
a universal, ball-bearing, life-lubri- 
cated, air cooled, rubber-mounted, 110 
volt motor, a 22 ft. cord, non-breakable 
cord plug and multi-stage turbine type 
fans for suction. The cleaner develops 
a 58” maximum waterlift vacuum. 


mizing leakage or blowouts. 


Made by: Master-Craft Supply Co., 


Inc., Haverstraw, N. Y. 
Circle No. B45 on card 


Small Furnace added to 
Comfort heating Line 


COMFORT R-80 warm air furnace for 
small homes is the latest addition to 
the Illinois Iron & Bolt heating line. 
Designed for both gas and oilfiring, 
with the change simplified by requir- 
ing only the removal of four nuts and 
replacing one burner with another, 
the units measures 48” high, 21” wide, 
42” long. Its rating is 80,000 Btu/hr. 

The complete line includes furnaces, 
conversion burners, stokers and pack- 
aged air circulating systems. 

Made by: Illinois Iron & Bolt Co., 
914 South Michigan Ave., Chicago, 





fins hydrogen-brazed to the tube. 
There are six tubes in each unit, made 
in a flattened-tube-on-end design, per- 
mitting air to flow along the flattened 
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The filter unit consists of a dis) — HIl. Coiicenee 4 surface of each, to achieve unre- 
posable filter inserted into the tank of ircle No. B46 on car stricted heat flow. 
the cleaner, a cloth filter assembly and Flor-Line f pre The flattened tube arrangement 
. . or-Line finn t . . 
a suction unit that fits on top of the Scie ° om Uni was designed to increase the contact 
. : r Units ae 
tank. The filter has a capacity of ap- eating radiato t of heated metal with air, about 90% 
" proximately a bushel of dirt and, when — FLOR-LINE heating radiator units em- _ of the tube being utilized for this pur- 
; used, requires no outside bags, mini- _ ploy finned tube elements with the pose. In describing the operation of 
d . 
Se oem ee Ae 
n SERVICE Inst ts for M ji | 
f nstruments ror measuring 
; , AIR TEMPERATURE and AIR VELOCITY 
: ER an I 
“ee, i i 
er . 
er 
: TEMPSCRIBE FLORITE 
e 
ur Recording Thermometer Air Velocity Meter 
th Available in 10 different ranges to cover 
: — 30°F to +160°F temperatures, and 
(OS with spring-operated chart drives for BENGE O-cse 
; any of the following chart rotations: = 
a 8 hours, 24 hours or 7 days, 320 Fem mM 
Available in - 
er, two styles: 
i This entirely self-contained, One with a scale 
ole compact and reliable tem- pola oe BD 
perature recorder automati- Giles, “witha 
n. cally writes a continuous double scale of 
record of temperature changes on a replaceable 0-3000 ft. /min. 
ns chart. Record shows at a glance maximum and a a a 
minimum temperatures and the duration of ee 
ich temperatures above or below any given point; ae : : ' / i 
also shows the exact time of every temperature In principle, this unique instrument } of 
un change and how rapidly it takes place. Re- _Operates as an anemometer but provides l l i i 
cording pen and bi-metallic element are instantaneous, direct readings of air ve- 
built in hinged, removable door which is locity without timing, calculations or refer- 
; iy also front of instrument. Thus, by merely ence to charts. Readings are obtained by 
Lire changing doors it is easy to interchange temperature ranges or to con- holding the instrument in the air stream so 
| vert to the Operation-Time Recorder described below. Instrument is that air blows against its circular face, causing 
> 8” tall, 514” wide and 414” deep. Charts are 414 inches in diameter. rotation of a mulii-blade rotor mounted in 


instrument housing. The circular scale surround- 

ing the rotor instantly turns to correct air velocity 
reading under an index pointer on scale window. 

This direct-reading anemometer is particularly 
useful for measuring air current velocities of air 
conditioning systems, grille velocities and air de- 
liveries from registers and grilles; for balancing 
forced air heating systems, and for checking air dis- 
tribution of all kinds of ventilating systems. Furnished 
with detachable handle (as illustrated ), and leather case. 


@ OPERATION-TIME RECORDER 


This instrument has a door unit which is identical to the door of the Recording 
Thermometer shown above. It makes record of number, frequency and 
duration of electrical operations such as starting and stopping of motors, 
-aft leaters, etc. Pen is moved by the energizing of an electro-magnet when 
Contact is closed. Available for either parallel or series connection. 


: 








aner 
with 
anit. 


Ask your Jobber or Write for Bulletin 720 


Ask your Jobber or Write for Leaflet 760 


7000 BENNETT STREET - PITTSBURGH 8, PA. 
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this Flor-Line principle, it is explained 
that it is only through the metal that 
the water’s heat can reach the air and 
with the heat being required to travel 
much less distance, the time required 
for heat transfer is reduced. 

Made by: Hooper Engineering Co., 
Inc., Detroit, Mich. 

Circle No. B47 on card 


Thrift-Master Boilers 
are compact, tubeless 


4 NEW LINE of compact, tubeless 
boilers, Thrift-Master Econ-O-Models, 


consists of completely packaged units, 
jacketed and crated ready for piping 
and burner installation. For small 
space installations, their overall di- 
mensions permit use in utility rooms, 
closets or other locations in basement- 
less homes, Seam welded tubeless con- 
struction of heavy gauge steel plate, 
built-in tankless heater, built-in re- 
fractory and “Cyclo-Heat” econo- 


mizer are among the construction fea- 


tures. 


Model O-76 has an output of 76,- 
000 Btu/hr., 405 sq. ft. of hot water 














. . . « New Products 





standing radiation; model O-86 de- 
velops 86,000 Btu/hr., 459 sq. ft. of 
hot water standing radiation. Units 
are available with both round and ex- 
tended jackets and both sizes are 
ASME coded. 

The complete Thrift-Master line 
includes boilers up to 300,000 Btu/hr., 











1,000 sq. ft. of steam and 2,000 sq. pe 
ft. of hot water standing radiation lu 
and a new table top tubeless boiler, Ww 
100,000 Btu/hr. capacity for kitchen ar 
installation. 

Made by: General Heating Prod- ro 
ucts Co., 1207 Hamilton St., Phila- to 
delphia 23, Pa. tr 

he |; 
Circle No. B48 on card ~ 
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SINCLAIR ANTI-RUST FUEL OIL i 
met 
—with amazing rust inhibitor, RD-119®—is so different from bur 
“old-type” fuel oils it has been awarded a U.S. Patent. The home heating equipment selector * 
This great new product of Sinclair Research, when used pictured has been introduced by isi and 
Heating & Appliance Div., Evans : 
regularly, actually protects against rust and corrosion that Products Co., Plymouth, Mich. Based to fi 
, , aa on heat loss calculations, the pocket ply 
clog filters and burner nozzles—reducing service calls and pit aga erg “ota are a line 
building good will for you! five seconds the size and capacity fron 
| home heater required for the average ™ 
| house. It is calibrated to cover four x 
| U.S. climatic zones. The reverse side a ne 
| of the calculator carries pictures and bly 
| brief specifications on home heate’s, gran 
FUEL ® | floor furnaces and water heaters D, 
OIL WITH RD-119 Evans’ ““Warm Welcome’ line type 
| Circle No. B49 on card Tern 
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Granco announces first 
1500 gpm petroleum Meter 


THE LM-8” Granco petroleum meter is 
the first 8”, 1500 gpm capacity unit. 
In addition, for the first time a meter 





of this capacity is equipped with a tem- 
perature compensating device. The il- 
lustration shows the LM-8” complete 
with temperature compensating control 
and ticket printing counter. 

All Granco meters incorporate the 
rotary positive displacement principle 
to assure accurate and dependable pe- 
troleum product metering, accom- 
plished by minimum slippage area, sus- 
tained motion, low pressure loss, direc- 
tional flow, no reciprocation and maxi- 
mum driving power. 

Made by: Granberg Corp., 1308 
67th St., Oakland 8, Calif. 


Circle No. B50 on card 


Fireye programming Control 
for industrial Oilburners 


TYPE 26RJ8 Fireye programming con- 
trol, designed for commercial-indus- 
trial gas, oil or combination burners, 
is used with the Firetron scanner ele- 
ment and automatically starts a 
burner in operation, programming a 
sequence of pre-purge, ignition-on, 
fuel valve delay, post-ignition timing 
and post-purge. The control responds 
to flame failure and cuts off fuel sup- 
ply in 2 to 4 secs., with a built-in 
time delay preventing false shutdown 
from transient effects. Timing is 
accomplished through a high torque, 
synchronous motor, with a cam assem- 
bly construction that permits pro- 
gramming variations, 

Designed for continuous operation, 
type 26RJ8 features fail-safe circuits. 
Terminal connections are provided 


for directly handling flame failure 
alarm and modulating motor, while 
plug-in construction of the chassis 
simplifies replacement or adjustment. 

Made by: Combustion Control 
Corp., 77 Broadway, Cambridge 42, 
Mass. 


Circle No. B51 on card 


Air-Base forced warm air 
baseboard convector Units 


AIR-BASE has been announced as a low 
velocity forced warm air baseboard 


convector that combines the features of 
perimeter and radiant panel heating. 
Units are available in lengths of 3, 4, 
5, 6, 8 and 10 ft., with Btu capacities 
of 3450, 4600, 6000, 7900, 9400 and 
13000, respectively. Both free standing 
and recessed models can be furnished. 
Since the large area of the metal on the 
unit’s front plate heats up quickly, it 
acts as a radiant heat panel. 

The units are so designed that air 
can be supplied to them with either 
round or rectangular ducts and are de- 
scribed as functioning without cold air 





...one pump for 





more than one pumping job! 





This truly self-priming pump automatically 
and positively evacuates any air and vapor 
present in the lines at either the start or finish 
or during the run. Thus a single Gilbarco 
Roto-Prime can do the work for which 2 or 3 
pumps are usually needed. In transferring and 
loading operations, for example, a Roto-Prime 
will strip tankers, tank cars, or transports to 
intermediate storage and this same pump will 
also handle the loading. The result is a possible 
saving of 30% to 50% in the cost of equipping 
a bulk plant with pumps. 

All Gilbarco Roto-Prime Pumps are fur- 
nished complete... with base, electric motor, 
coupling, built-in check valve and mechanical 
seal. 

Write today for literature and complete 
information. 


POSTIVE 
SELF-PRIMING 


STARTS 
WITHOUT 
PRIMING 


RUNS 
WITHOUT 
VENTING 





GILBERT & BARKER MANUFACTURING COMPANY 
West Springfield, Mass. * Toronto, Canada 
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returns, They are selective in that Air- 
Base does not have to be used in all 
rooms; for example, where outer walls 
are occupied by cabinets, conventional 
wall grilles are installed. Air is dis- 
charged over the entire length of Air- 
Base units, accomplished by a Bala- 
Damper, set when the job is installed. 
It can be closed at any time, but al- 
ways returns to the point of balance. 

Installation requires briefly that a 
hole be cut in the floor for the duct 
connector, which is allowed to extend 
VY," above the bottom of the base plate. 
Next, the rear mounting plate is posi- 
tioned and the bottom edge of the plate 
is cut out. When it is nailed to studs 
and floor, the front plates, end plates 
and splice plates, where required, are 


added. 


Made by: Pack-Duct Mfg. Co., 906 
Elm St., York, Pa. 
Circle No. B52 on card 


Vapor proof Meter Lamp 
designed for fuel compartment 


NO. 350 METER LAMP is an original 
equipment and replacement lamp for 





the fuel compartment meter of tank 
trucks. The body and lens retaining 
ring are of heavy die-cast metal, 
threaded with five full threads, mak- 
ing the lamp vapor-proof. The lens 
is gasketed on each side of the flange, 


.» + New Products 


assuring a complete seal. The heavy 
cast glass lens is available either all 
clear or one-half shaded and silvered, 
to direct the light only on the meter 
and away from the eyes of the viewer. 
Tank trucks with a faucet compart- 
ment are usually equipped with a dial 
type of meter, beneath which the No. 
350 Meter Lamp is installed. 

Made by: Griffin Lamp Co., Hamil- 
ton, Ohio. 

Circle No. B53 on card 


General Automatic adds 
two Items to its Line 


DE-AIRATOR TANK for forced hot water 
heating systems and XPanso joint for 
baseboard radiation have been an- 
nounced by General Automatic. 

The De-Airator Tank includes a 
separator plate providing two inde- 
pendent tanks. One is piped in the 
feed or supply line to remove gases and 
vapors from the water leaving the boil- 
er; the other is piped into the return 
line to remove air entrapped in the core 
of the stream of water-returning to the 
boiler. Both tanks serve as expansion 


= 








THERE’S AN AQULUX MODEL AND SIZE FOR EVERY HOT WATER NEED! 









This is the AQULUX 225-VS Model 
Capacity: 270 g.p.h. at 100° Rise 
225,000 B.T.U. output, 230 gal. Self Storage 


Builders of fine Oil Burner Equipment since 1903 


+ AeauLux 


WATER HEATERS 


give you more gallons of Hot Water for every fuel dollar! 


You can sell and install Aqulux Water Heaters with confidence that their 
performance will measure up to expectations. In private homes, factories 
and great public buildings all over the world, they have been given the 
acid-test of time under the most varied and difficult conditions. 


Few heating units can match their dependability . . . and still fewer can 
equal their fuel-saving efficiency. If you have a water-heating problem, 
it will be well worth your time to check up on the superiority of these 
famous Aqulux Water Heaters. If you will tell us what you need, we will 
gladly furnish you with helpful detailed information. 


ohnson GL Burnet... 


S. T. JOHNSON CO. 
940 Arlington Ave., Oakland 8, Calif. 


401 No. Broad St., Philadelphia 8, Pa. - 
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tanks as well. Automatic feed and re- 
lief valves are part of the tank unit as 
are key-type air vents for balancing. In 
forced baseboard or convector systems, 
the air-relief valves are eliminated. 

The XPanso joint counteracts the 
expansion and contraction of the cop- 
per heating elements in baseboard sys- 
tems. When installed in the line, the 
joint will minimize creep, assuring 
quiet performance. Manufactured for 
3444” O.D. tubing only. 

Made by: General Automatic Prod- 
ucts Corp., 2300 Sinclair Lane, Balti- 
more 13, Md. 


Circle No. B54 on card 


Republic Products Highboy 
with 3-pass heat Exchanger 


THREE MODELS of winter air condition- 
ers have been added to the Repco line. 
These highboys 
units, rated at 75, 
90 and 110,000 
Btu/hr capacity, 
are compact in 
size, designed for 
use in restricted 
space installa- 
tions. The small- 
est size, for exam- 
ple, is 1544” wide, 22” deep and 50” 
high. All feature an improved 3-pass 
heat exchanger. 





The units are complete with cen- 
trifugal type blower fan, pre-cast re- 
fractory chamber, 
motor with variable pitch pulley for 


rubber-mounted 





earns 





for each burner housed in a single 
cabinet, used in conjunction with a 
photocell flame detector for oilburners. 
Flame detector and relay circuit shuts 


down fuel supply on flame failure. 

Three operating options are avail- 
able: A sequence light-off, in which 
the second pilot valve does not open 
until the first pilot flame has been 
proved; A unison light-off, in which 
ignition of all burners takes place 
simultaneously; An independent light- 
off, in which each burner is ignited in- 
dividually. 

Made by: Minneapolis-Honeywell 
Regulator Co., Industrial Div., Wayne 
& Roberts Ave., Philadelphia 44, Pa. 
Circle No. B56 on card 








We have just moved into our new ultra-modern 
factory. Located in Melrose, nine miles north of 
Boston it is strategically placed to render prompt 


‘ belt drive or variable speed motor for | service to all parts of United States and Canada. 
direct drive and glass wool filter. Hu- | ; ; ; 
midifier is optional, The heat transfer | Architect and engineer have provided every latest 
unit and radiator is of new vertical de- | facility for stepped up quality se for manufacturing 
. sign for unrestricted flow of combus- economies—and for the well-being of our employees. 
‘ tion gases against the inner walls of the 
furnace unit. Alfol asbestos insulation A Slterw will wow 
. lines the heavy gauge steel cabinet. alflo 
Made by: Republic Products Co., be better than f 
in 7420 State Road, Philadelphia 36, Pa. Ue e 
: ‘ 
a Circle No. B55 on card Stop costly service calls with FULFLO Filters 
il Honeywell centralizes . 


combustion control System | Honeycomb Filter Tubes provide 
| true depth filtration of precision- 
| controlled density. Microscopic 
clarity of fuel means better home 


heating for less money. 


PROTECT-O-GLO multiple burner com- 
bustion safeguard system can provide 
“ centralized protection for 2 to 16 burn’ 





SE 
° ° as 
ers. The system, incorporating flame = 


rectification combustion safeguard, fea- COMMERCIAL FILTERS CORPORATION 


; Sense . \ i ree t 
tures individual flame detecting relays eo agers Sel 


Melrose, 
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Wrench allows Repacking of 
Electrol Pumps in Minutes 


A PUMP-PACKING WRENCH, which al- 
lows repacking of Electrol pumps in 
10 minutes or less, was announced 
recently. The necessity of breaking oil 
and fuel lines when repacking pumps 
is eliminated by this new wrench. By 
releasing two bolts on the motor, the 
mechanic can extend the wrench 
through the blower housing to remove 
the packing nut and the packing. 
Wrench is equipped with a plunger 








for replacing packing. It handles all 

Electrol pumps made since 1930. 
Made by: Electrol Burner Mfg. 

Co., 22 Union Ave., Rutherford, N. J. 


Circle No. B57 on card 


Peerless Electric enlarges 
Line of belt-driven Blowers 


SEVERAL new sizes of belt drive utility 
blowers are being produced by Peerless 
Electric, including new models for gen- 
eral drying, exhaust and ventilation. 
Special features incorporated are ad- 





How To Choose 


A Truck Pump 


- « » what to look for to get faster deliveries 


and maximum service 


1—Truck pumps should be instantly 
self-priming. 

Why?—You get delivery at the 
nozzle “right now.” 


2—Pumps should deliver rated gal- 
lonage at idling engine speed. 

Why ?—Overspeeding is wasteful 
and hard on equipment. 


3—Pump should have built-in vac- 
uum seal. 

Why? It prevents leakage. 

4—-Pump vanes should be of non- 
metallic composition. 


Why?—No metal-to-metal contact 
eliminates wear and product con- 
tamination. 


5—Bearings should be sealed, anti- 
friction, ball-type. 


Why? 
leakage. 





Eliminates shaft wear and 


6—Truck pumps should be quiet in 
operation. 

Why ?—Customers appreciate quiet 
delivery at all hours. Noise means 
wear. 
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for your pump dollar 


7—The pump vanes should be self- 
adjusting. 


Why ?—To insure maintenance of 
full-rated GPM capacity after long 
use. 


8—The pump should have a positive- 
acting pressure control. 


Why?—Metering units are _ pro- 
tected while pump by-passes 100% 
capacity. 


9—The pump should have positive, 
high suction lift. 

Why?—Pumping out underground 
tanks is sometimes necessary. 

10—The pump should be easily 
piped in any position. 


Why ?—Each chassis presents dif- 
ferent mounting problems. 





11—Every one of these features is 
of utmost importance. 


Why ?—They lower your costs, keep 
your fleet rolling. 


Blackmer Truck Pumps alone have 
all these features. You can be sure 
you’re right when you specify Black- 
mer. For complete details write for 
Bulletin TP3A. 


BLACKMER PUMP COMPANY 
1809 Century Ave., S. W. 
Grand Rapids 9, Michigan 
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justable pulley speeds, vibration dam- 
pers, weatherproof covers and inter- 
changeable motors, also made by Peer- 
less. 

The complete blower line now covers 
models with from 9” to 30” diameter 
wheels, horsepower ratings from 1/6 
to 7!4. All can be supplied with stand- 
ard acid resistant finishes. 

Made by: Fan and Blower Div., The 
Peerless Electric Co., Warren, Ohio. 


Circle No. B58 on card 


Penn Air-Rad designed for 


Installation between Studding 


THE PENN AIR-RAD, a radiator unit de- 
signed for installation between stand- 





Streamlined, clear plastic guard for 
Honeywell electric clock thermostats. 
It was designed in answer to a demand 
from apartment house owners, store 
owners and other operators of public 
establishments to prevent tampering 
with thermostats in exposed places. 
The transparent face allows the clock 
and thermometer to be seen, while 
large openings on the top and bottom 
of the guard allow free flow of air 
into the control. The guard 1s 
equipped with a lock and key. 

Made by: Minneapolis - Honeywell 
Regulator Co., 2753 Fourth Ave. 
South, Minneapolis 8, Minn. 
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ard studding and providing individual 
room-by-room zone control, is de- 
scribed as having particular appeal for 
the residential and motel markets. Low 
temperatures can be maintained in va- 
cant rooms and when needed Air-Rad 
reaches full heat output in 25 seconds. 

Two models are available, single and 
dual types. A 9,000 Btu unit, rough- 
ing-in width of 14”, can be adjustable 
to equivalent of from 12 to 60 ft. hot 
water. The 18,000 Btu unit, roughing- 
in width of 293%”, is adjustable to 
equivalent of from 20 to 120 ft. hot 





water. The dual model will heat two 
rooms. 

Air-Rads feature high velocity op- 
eration, with installation made through 
the radiators instead of up and down 
tributaries to mains. They can be in- 
stalled with steel tubing or iron pipe 
where copper tubing is not available. 

Made by: Penn Boiler and Burner 
Mfg. Corp., Lancaster, Pa. 


Circle No. B60 on card 


Titus perimeter air Diffuser 
cuts installation Expenses 


TITUS PERIMETER DIFFUSER installa- 
tion is made with back of grille flush 
with wall. Duct work leading to the 
grille comes through the floor, never 
through the wall itself. The manufac- 
turer says that this brings savings in 
time and labor because there is no dis- 
figuring of the walls, ducts are shorter 
and less turns are required. 

Baffles on the inside of the diffuser 
throw air streams in a 180 degree arc. 
Titus Perimeter Diffusers have a fin- 
ished coat on the exterior. 

Made by: Titus Inc., Waterloo, Ia. 


Circle No. B6! on card 


Portmar vertical Series 
requires minimum Space 


PORTMAR vertical tube series residential 
steel boilers require minimum space for 
installation and are available in sizes 
ranging from 320 to 1100 sq. ft. of 
steam, 510 to 1760 sq. ft. of hot water. 
Either extended or flush jackets can be 
provided. The series consists of low 
pressure models, 15 lbs. steam, 30 Ibs. 
water, and each is tested with high hy- 
drostatic pressure before shipment. 
Included are built-in combustion 


chambers, large furnace volume, heavy 
gauge steel tubes, long gas travel, re- 
movable bonnet and a submerged tank- 
less copper coil. 
Made by: Portmar Boiler Co., Inc., 
193 7th St., Brooklyn 15, N. Y. 
Circle No. B62 on card 


Abbeon Supply announces 
model WA-5 Dehumidifier 


ABBEON DEHUMIDIFIER, model WA-5, 
has been designed to dehumidify 
approximately 13,500 cu. ft. in an 











make selling easy 
because they provide the 
most luxurious, whole- 
house heat at low cost! 


100% AUTOMATIC 

OPERATION 

Patented H. C. Little Burner lights 

itself electrically, regulates itself — 

has no pilot light to waste fuel, no 

high voltage spark to cause radio 
or television interference. 


PROGRESSIVE LOW- 
TEMPERATURE CARBURETION 
Only H. C. Little burners have it! 
Produces high heat output without 
“cracking” fuel oil—leaves no soot 
or hard carbon deposits (house fur- 
nishings stay cleaner! ). A SPECIAL 
HEAT CONTROL permits burn- 
ing lowest cost furnace oils, includ- 
ing catalytic oil!. 


QUIET VAPORIZING BURNER 
Fuel oil is gravity-fed—no pressure 
orifices to clog, no “blow torch 
roar” —no moving parts of any kind 
to make noise! 


PLUS LARGE MULTIVANE 
BLOWER and TWIN AIR FIL- 
TERS that remove all dust and 
pollen from the air stream. 





TESTED AND LISTED BY 
UNDERWRITERS’ LABORATORIES 


WRITE FOR SPECIFICATIONS 
AND DETAILS OF SALES PLAN 


























Type A-UC Oil Burn- 
ing Winter Air Con- 
ditioning Furnace 
FOR FIRST FLOOR 
INSTALLATION. 21” 


wide>. 


84,000 BTU per hour 
heat output! | 


= 70) al -t ot @lolaal ol: teh Am lal ot 


Factory Representatives in 16 Principal Cities 





Type A-AC-2 Oil 
Burning Winter Air 
Conditioning Fur- 
nace. 20” wide... 
60” deep... 4514" 
high 84,000 BTU per 
hour heat output! 








. . 37” deep. 
. 73%" high. , 





Extremely 
Small Size 

‘ “for Such 
High Capacity. 
(See Above) 









Head Office: 
San Rafael, Calif! 
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average basement or enclosed area. 
In larger areas more than one unit 
can be used to control the moisture. 
The WA-5 measures 29!/” high, 
13 by 13 ins, in diameter and weighs 
86 lbs. It operates on 115 volt, 60 
cycle, AC electric current and is 
equipped with a 1/5 hp compressor. 

The dehumidifier can be furnished 
for continuous or intermittent opera- 
‘tion without automatic control by 


plugging it into an electric outlet 
manually and snapping off the switch 
when sufficient moisture has been re- 
moved from the air. Units also can 
be supplied with an optional “plug- 
in” humidistat, wherein the unit is 
connected to the control and the con- 
trol to an electric outlet. The con- 
trol’s dial then is set at the percentage 
of humidity desired and operates auto- 
matically. A third option has the con- 
trol built into the front of the unit 
as a permanent part. 

Moisture removed from the air is 
collected in a pan at the bottom of the 
unit. If desired, the pan may be dis- 
pensed with and a drain connected. 

Made by: Abbeon Supply Co., 179- 
15 Jamaica Ave., Jamaica, N. Y. 


Circle No. B63 on card 


Swirling Oil Burner offers 
burner access door Sealer 


A PREFABRICATED burner access door 
sealer, consisting of a 1” thick mag- 
nesium slab, is offered by Swirling Oil 
Burner to speed up and simplify in- 
stallations. Light in weight and fire- 
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proof it insures sealing and insulation 
and can be quickly adapted to size. 

Using the sealer eliminates any 
brick or cement work involved in seal- 
ing access doors in the normal way. 

Made by: Swirling Oil Burner 
Corp., 22-15—37th Ave., Long Island 
City, N. Y. 

Circle No. B64 on card 


Paragon 700 Series time 
Switches with 7-day Dials 


PARAGON 700 Series time switches 
are fitted with 6” calendar dials which 
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There’s More than Meets Your Eye! 


H 
i 


Cutaway View of Utica ‘I’ Boiler-Burner Unit 





Yes, much more than appears at first glance... 
in fact, more fine features than you'll find in 
any other boiler —features that will please both 
you and your customers. First, there’s the 
nine-inch top nipple in the Utica Series ‘1’ 
Boiler, which is the ideal location for a full- 
size tankless heater in the boiler’s hottest water 
with positive circulation from every section. 
Other features include wet base construction 
.--conveniently located controls... correctly 
designed combustion chamber for oil burner 
.-. fully efficient in five sizes ... for either steam 
or hot water... made of cast iron, the life-time 
metal, attractive fully insulated jacket. It’s the 
quality boiler of the heating industry ! 


UTICA RADIATOR CORPORATION 
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oil burner fuels. 





make one revolution every 7 days. 
Not only is each day of the week 
separated from every other day and 
graduated into hours and half-hours, 
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Use the Filter Approved by 
271 Oil Burner Manufacturers 


Fram Fuel Oil Filters protect oil burner pump and nozzles from 
damage by dirt, rust, scale and water in fuel. @ protect YOU from 
costly “nuisance” service calls. @ are simple to install, need almost no 
maintenance. @ are designed specifically for filtration of domestic 


Write for complete details TODAY! 

Fram Fuel Oil Filters are available in capacities of 2000, 4000 and 
6000 gallons of oil consumed per year. Write to: FRAM CORPORATION, 
Providence 16, R. I. 


but day and night periods are shown 
distinctly. Flexibility of operation is 
featured, with operations from “on” 
to “off” or the reverse, capable of 
accurate setting as close as 3 hours 
apart, completely adjustable through- 
out each 24-hour day in the week. 
Switches in the 700 Series are avail- 
able in 24, 115 and 230 volts; 25, 50 
and 60 cycles. 

With the switches heating, ventilat- 
ing or any electrically-controlled oper- 
ation can be turned on or off auto- 
matically, at different hours each day 
of the week, if desired. Any day or 
days can be omitted and setting may 
be made in advance for an entire week 
changed 


and easily and quickly 


as required, 





FRAM 


FUEL OIL 
FILTERS 








Made by: > Woot Electric Ci; 
Two Rivers, Wis. 
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Delta Heating adds 


Furnaces to Line 


DELTA HEATING CORP. has added four 
furnaces to its line. Two new counter- 
flow and two new highboy models of 
78,000 and 110,000 Btu/hr. at the 
bonnet supplement the 90,000 Btu 
models which have been in production 
for several years. The 78,000 Btu 
models have been designed for the 
new, smaller size homes, and the larger 
110,000 Btu sizes were added for the 
larger home sales. The new highboy 
have been designated HB-78 


models 


(pw SUOTMAS) FURNACE CLEANER 


~ Eliminates Leaky Bags & Costly Blow-Outs 


Eliminate the outside bag! Learn how economically SOOT- 
MASTER Throw-Away Filters work on your present cleaner. 
Better yet, ask your jobber about the new SOOTMASTER 
FURNACE CLEANER, by the originators of the Throw-Away 


Filter for commercial cleaners. 





Filter Unit—less mo- 
tor, for G. E., Premier, 
Pullman or Harvey 





CONVERSION UNITS FOR YOUR PRESENT CLEANER 


1 ‘i 


Fan (quieter) Motor 
for G. E. of Premier 


Filter Units complete 
with new Turbine A 





Jobbers Write, Wire, Phone 





PN iy 


MASTER-CRAF 


SUPPLY 
Co., INC. 








HAVERSTRAW, NEW_YORK 





a 


foil 
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. . . « New Products 





and HB-110; the new counterflow 
models, CF-78 and CF-110. 

All four models are fired with Delta 
flanged gun-type oilburner, or inshot- 
type gas burner. The casing dimen- 
sions for the HB or CF-78 are: height, 
62”; width, 20”; depth, 24”. The cas 
ing dimensions for the HB or CF-110 
are: height, 62”; width, 20”; depth, 
29”. Furnaces are painted in a two- 
tone hammerloid green. 

Made by: Delta Heating Corp., 
Trenton, N. J. 


Circle No. B66 on card 















Heil UF-1 and AF-1 are 


package furnace Units 


TWO HEIL package furnaces, the UF-1 
Highboy and the AF-1 Lowboy (illus- 
trated) are factory-assembled units 
with 80,000 Btu/hr bonnet capacity. 
Both incorporate a Quin-Rad heat ex- 
changer, having 5 baffled flue passages, 
located above a tapered-top cylindrical 
heat exchanger. Each also has 20 gauge 
side panels, insulating type combus- 
tion chambers and complete control 
equipment. 




































PROFIT- WISE 









WINDSOR 
STEEL BOILERS 


horizontal tube series 
. - - with extended jackets 


Steam: 320 to 3,000 sq. ft. 
Hot Water: 510 to 4,800 sq. ft. 









193 SEVENTH STREET 





PORTMAR GAS OR OIL FIRED STEEL BOILERS 


Meets every heating demand for steam or hot water 


In-demand boilers that assure long range customer satisfaction, Portmar 
steel boilers operate at high heating efficiency—producing low cost heat 
and abundant clean hot water all year ‘round. Priced “right” to meet a 
steadily growing market, contractors are discovering that Portmar boilers 
are easier to install and amazingly trouble-free. 







PORTMAR RESIDENTIAL 
STEEL BOILERS 


_ vertical tube series 
.+ + with flush or extended jackets 


Steam: 320 to 1,100 sq. ft. 
Hot Water: 510 to 1,760 sq. ft. 


Larger boilers made to order 


“Engineered quality steel boilers for luxurious heating” 





RESIDENTIAL, COMMERCIAL, INDUSTRIAL WATER HEATERS AND HEATING 
BOILERS * PORTMAR STEEL BOILERS * ROTARY WALL FLAME BOILERS 


heating 
contractors specify... 


GUARANTEED 
PERFORMANCE 
ON EVERY JOB 


@ scientifically ar- 
ranged heavy gauge 
steel, long life boiler 
tubes provides maxi- 
mum heat transfer 


large furnace volume 


long gas travels per- 
mit complete absorb- 
ing of gases for high 
efficiency and econ- 
omy 


attractively designed 
boiler jackets add 
beauty to basements 





large hot water 
tankless copper coil 






designed so that 
parts are easy to 
reach for proper 
cleaning 







tested with high hy- 
drostatic pressure 





Contact your jobber or write direct for 
literature and prices 


BROOKLYN 15, N.Y. 
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The Highboy occupies only a little 
more than 2 sq. ft. of floor space and 
has all serviceable parts accessible from 
the front. The Lowboy, also featuring 
ease of service, requires a space of less 
than 2 ft. by 4 ft. 

Made by: The Heil Co., Milwaukee 
1, Wis. 


Circle No. B67 on card 


Auburn Burner Porta-Heet 
is self-contained Heater 


PORTA-HEET is a self-contained oilfired 
portable unit for heating in the winter 
or fan cooling if the summer. Mounted 
on wheels like a hand truck, the unit 
can be operated as a flueless unit or 
can be equipped with a flue. When 
used without a flue, free heat is directed 
back into the blower and discharged 
“super heated.” With a flue, Porta- 
Heet can be advantageously used in 
confined areas. A double switch con- 
trols both oilburner and blower. 

A special Auburn gun type, pressure 
atomizing oilburner fires the unit, 
which has a heat output capacity of 
105,000 Btu/hr, blower capacity 1300 
cfm. A 7 gal. fuel supply tank is per- 
manently affixed to the rear of the unit 
and the burner, fired at 0.75 gph, oper- 
ates on constant electric ignition. Con- 
nection to the 110 volt electrical out- 
let is the only hook-up required. 

Typical uses include space heating 
of buildings under construction, dry’ 
ing, treating and curing applications, 
thawing frozen ground and pipes, ven- 
tilating and heating of manholes, tun 
nels, ship holds and confined areas. 

Made by: Auburn Bumer Co., Au 
burn, Ind. 


Circle No. B68 on card 


















Manufacturers’ 
Letivities 


Master Kraft Force expanded 
for better dealer Coverage 


A SUBSTANTIAL EXPANSION in the field 
force of Master Kraft factory repre- 
sentatives, with the addition of several 
new men and a rearrangement of terri- 
tories for better dealer coverage, was 
announced by Ray G. Whipple, presi- 
dent, Harvey-Whipple, Inc., Spring- 
field, Mass. 

Bennett T. Church, formerly cover- 
ing Indiana, has been transferred to 
cover Eastern Massachusetts. His terri- 
tory will be taken over by Leon Turner, 
who has in the past covered Missouri 
and parts of Illinois. 

Frederick W. Stierhoff will take 
over Connecticut and all of Rhode Is- 
land. G. Howard Holcombe, formerly 
in Massachusetts and Rhode Island, 
will take over Vermont, New Hamp- 


smaller territory for most Master Kraft 
field representatives, permitting more 
frequent contact with Master Kraft 
dealers. 


Another recent appointment was the 
naming of Amiel B. Caramanna as fac- 
tory representative for Master Kraft 
oilheating and airconditioning equip- 
ment for New Jersey, metropolitan 
New York and Long Island. Cara- 
manna has for several years been active 
in both the retail and wholesale end 
of the oilheating field. For the past six 
years he has been with West Shore 
Fuel Co., Teaneck, N. J., and was for 
many years wholesale factory repre- 
sentative for Hood Rubber Co, 


White-Rodgers opens larger 
New York regional Branch 


THE WHITE-RODGERS ELECTRIC CO., St. 
Louis 6, Mo., has announced the open- 
ing of a new enlarged regional branch 
office in the New York area at 35-14 
Crescent St., Long Island City. 


The branch will service New York 














SLEO MME 
AW S7OP 


ECOWEAKS 
tis Prove Way! 








For maximum efficiency, your nozzle 
and fill pipe connector should meet these 





shire and Southern Maine. specifications: 
1. Hold the weight of the gun 
without your help. 

2. Stay firmly in place. 

3. Control top filling speeds. 
4. Attach by hand, without 
| using wrench. 

You make sure of these benefits by 
specifying Scully FasFitt Connector. . . 
the connector that features a heavy rub- 
ber diaphragm in a metal casing. FASFILL 
Connector offers proof of performance 
based on 15 years of field use. 

A simple hand turn puts it tightly in 
place. And a ribbed casing interior holds 
the gun nozzle once it is shoved through 


NEW SPARKLER 
|| FUEL OIL FILTER oe fast oe ee ee ane 


=)" uhey 
a blowback. 

4 with the rayon filtering element traps all FASFILL consists of three Connector 
storage tank dirt, rust and moisture that Units in a portable case. With these, you 
could possibly plug the fine nozzle parts. take care of any fill pipe connection from 
Makes a smooth operating burner and cuts 2” to 114" to 114", male or female. In 

emergency service calls. ordering, specify outside diameter of gun 
Uy . Install a Sparkler Filter along with summer nozzle. 
a ” iE. - servicing of burners and make a sweet extra, 
; profit on the same call. | 


The net result of these territorial | City and surrounding areas, stocking a 


large supply of controls and will also 





changes and additions will mean a 


































me 6 : sa ssf tay' ty 
: : FREE to all oil burner dealers—postcards for solicit. PAS 
cores ing summer service business. Write for sample and Sage Ke 23d 

i | SOF 3% ss >. %, 
particulars. er ZEISS ~ 


FOUR FILTER SIZES AVAILABLE (reve eaten 

















For preted man ennai | Complete set of FasFitt Connectors 
. ‘ | F.O.B. 
OB-2 2000 gals Average home burner. | $4 6.50 Cambridge 
OB-4 4000 gals. Apartment building and light industrial. 
OB-8 8000 gals. Heavy industrial. or buy direct from your Supply House 
SH-3 1000 gals. Space heaters and other small burners. SCULLY SIGNAL COMPANY 








76 First Street Cambridge 41, Mass. 








Refill discs are conveniently packed 12 to a package. 
The same discs are po on all OB models. 


SPARKLER MANUFACTURING CO. munoetein, it. 


Makers of fine filtering equipment for industrial use for over a quarter of a century 


FASFILL 
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Let QUALITY 


Be Your Guide! 
specify couplings by 


¢ 
and get these 
exclusive features... 


1 “SILENT TENSION"* 


g Provides clearance for rapid assembly 
Extruded 
aluminum sleeve formed under closer 
tolerance obsoletes former production of 


steel sleeve with embossed splines. 


*Patent applied for. There is only one ''Silent 
Tension'' splined sleeve coupling—Guardian 
makes it. 





and snug fit, reducing wear. 


“DYNA-LINE" 
=» FABRICATION 


An exclusive Guardian 


process x 
aligns end-fittings and flex-element. 
Spins them into union while in a 


dynamic state—-running true. 


NEW 
." TRUE-FLEX" 
RUBBER ELEMENT 


Special synthetic reinforced. Properly engi- 
neered to correct O.D. and durometer for 





maximum service life. 


HANDY 
SERVICEMEN'S KIT 
Meets 97% of service 
needs. Get one—keep it 


filled for extra profits on 
coupling replacements. 





Insist on Guardian Quality... 
It is True Economy! 


Write for Complete 
Data on Guardian 
Flexible Couplings 
and Guardian Oil 
Heat Valves. 









PRODUCTS CORP. 


COUPLING DIVISION 


Dept. F-82, 1231 East Second Street 


i -- e 


Cit 35 


Michigan 
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. . . « Manufacturers’ Activities 


serve as an information center on con- 
trols and control systems. Arnold E. 
Petersen is regional manager, assisted 
by Jack Weigert, Frank Crawford and 
Edward Hartnett. Tom Langan is serv- 
ice information division supervisor. 


York-Shipley names three 
to regional Managerships 


E. A. SPANGLER, R. B. Snyder and 
Clarence Randall have been promoted 
to regional managerships in the sales 
organization, York-Shipley, Inc., York, 
Pa. 


Spangler, who will head the sales in | 


the middle western states with head- 
quarters in Milwaukee, has been with 
York-Shipley for 10 years, serving as 
war contract negotiator, office man- 
ager, manager of York-Heat’s retail 


and wholesale operations, and assistant 


manager of the middle Atlantic region. 


Snyder, who will manage the sales | 


of the middle Atlantic region, also di- 
rects the wholesale sales operation of 
the York-Heat distributorship in cen- 
tral Pennsylvania. He has been with 
York-Shipley for 10 years, having pre- 


| viously served as assistant purchasing | 


agent and manager of retail sales of 
Shipley Cooling and Heating Div. His 
headquarters will be in York. 


Randall, who will direct sales of the | 


New England distributors, also super- 
vises retailing distributor operations in 
the metropolitan New York market. 
He will make his headquarters in Pas- 
saic, N. J. 


100,000 visit Honeywell’s 

Exhibit in 24,587-mile Tour 
MORE THAN 100,000 ARCHITECTS, heat- 
ing and ventilating engineers, school 
and hospital administrators, contrac- 
tors, railroad operating technicians and 
other industry representatives viewed 
Minneapolis-Honeywell’s “Parade of 
Progress” during the 19 months the 
caravan of automatic control devices 
was on the road, according to a report 
recently issued. 

In all the exhibit covered 24,587 


| miles, visiting 62 United States cities 


and 10 cities in Canada. The stop in 
each city was from two to five days. 
The array of products were mounted 
on 38 displays and transported from 
city-to-city in a special truck trailer. 

John E. Haines, vice-president of the 





Efficient design 
lowers price of 
Pullman 
Furnace & Boiler 
Vacuum Cleaner 


Here is the vacuum cleaner that 
gets you into the cellar and allows 
cleaning jobs to develop into profit- 
able service work. Light in weight and 
very portable — only 30 pounds, yet 
has 114 bushel capacity. No outside 
bag to worry about. Clean, neat ap- 
pearance for working in living quar- 
ters of the home. Integral motor, 
internal filter, and circular air flow 
increase the efficiency of the PULL- 
MAN vacuum and allows manufac- 
turing cost savings which are reflected 
in its low price. No maintenance to 
worry about — just empty the con- 
tainer. Ball bearing, life lubricated, 
sealed motor. Electro-welded steel 
container. Equipped with 35’ cord, 
10’ hose, and 27” crevice tool for only 
$159.50 list, less trade discounts. 
Send for circular and name of nearest 


jobber. 

PULLMAN 
@ NEW Suman 
es PAPER FILTER 


New disposable paper filter 
protects fabric filter from 
soot acids and clogging. 
No more after-hours filter 
cleaning — just toss away 
and drop in clean filter 
paper. 






CONVERTS TO POWER BLOWER in jiffy. 
Blow out fuel tanks, clean air ducts, registers, 
beams, floors and in shop. 





PULLMAN SALES CORP. 


MFR: BOSTON 19, MASS. 


August 
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company’s commercial division, ex- 
plained that the road tour, which took 
six months to plan, was developed to 
accelerate customer understanding of 
the rapidly increasing application of 
Honeywell’s more than 8,000 different 
control devices. 


Watts Regulator offers 
Booklet on hot water Supply 


WHAT CAUSES a hot water storage tank 
to explode? Is it safe to install a check 
valve in the cold water supply main? 
What effect does water hammer have 
on the setting of a pressure relief valve? 

These three questions are included 
in the booklet, “52 Questions and their 
Answers,” published by the Watts 
Regulator Co., Lawrence, Mass., which 
are concerned with domestic hot water 
supply and hot water space heating. 

The sixteen-page booklet lists and 
thoroughly answers frequently asked 
questions about good safety practice 
regarding selection, installation and 
maintenance of safety valves and con- 
trols. It is being offered free of charge 
to persons in the industry. 


S. T. Johnson names Lieblich 
as Rep for suburban New York 


S$. T. JOHNSON CO., Oakland 12, Calif., 
announces the appointment of H. 
Lieblich & Co., Inc., New York, N. Y., 
as its exclusive representative in north- 
ern New Jersey and Long Island. 
Murray Lieblich is in charge of han- 
dling dealers and their inquiries in this 
expanded territory. 

H. Lieblich & Co. has served as 
the S. T. Johnson representative in 
New York City for the past 22 years 
and it was decided to add northern 
New Jersey and Long Island to its 
territory. 


Cities Service Facilities 
for Storage nearly ready 


NEW PRODUCT STORAGE FACILITIES 
with a capacity totaling 856,000 bar- 
rels of petroleum products are now’ 
nearing completion at three Cities 
Service Oil Company locations. This 
includes 435,000 barrels of additional 
product storage at Linden, N. J., 96,- 
000 barrels at Petty’s Island, N. J., 











HORIZONTAL-SUSPENDED 


OIL FIRED - FORCED AIR FURNACE 
by DELTA HEATING CORPORATION 





FREE details. 





FACTORY ASSEMBLED — READY FOR INSTALLATION 
Models SU 75 — SU 110 — SU 160 — SU 210 


Excellent for special-purpose heating applications—attic, low- 


basement, ceiling and underneath the floor. 
75,000, 110,000, 160,000 and 210,000 BTU/HR output. Factory 
assembled with hanger posts or base flange-stands. Ask your 


wholesaler for DELTA'S LOW PRICES. or write for complete 


TO REHEAT 
© SUPER- SENSITIVE 
THERMOSTAT 


@ OUTSIDE SCREW 
ADJUSTER 


Four sizes— 


© VALVES DON'T LIME UP 
@ NO STAGNANT POOL 


and 325,000 barrels at Lake Charles, 
La. 

In addition to these projects, four 
additional 130,000 barrel tanks are 
planned for the Linden location, two 
130,000 barrel tanks at Petty Island, 
and four 150,000 barrel tanks at Lake 
Charles. When completed, these facili- 
ties will increase the company’s storage 
facilities by another 1,380,000 barrels. 


American-Standard displays 
heating Progress over Years 


THE AMERICAN RADIATOR & STANDARD 
SANITARY CORP., Pittsburgh 30, Pa., is 
one of twenty leading American com- 
panies cooperating with the Henry 
Ford Museum in sponsoring the travel- 
ing exhibit, “Industrial Progress, 
U.S.A.” The exhibit tells the story of 
the achievement of American industry 
through displays contrasting the prod- 
ucts of today with those of many years 
ago. The American-Standard display 
illustrates the outstanding contribution 
of the heating and plumbing industry 
over the past two centuries. Eighteenth 
and nineteenth century objects from 


MORE PROFITABLE 
TO INSTALL 


AUTOMATIC 


Our volume sales prove it... Thermo- 
Drip gives furnace owners greater cus- 
tomer satisfacton. 

Prospects easily see the advantages of 
humidifying by automatically dropping 
water on a sizzling hot stainless steel pan. 


Too, it’s easy to demonstrate why this 
method is the most efficient, most dependable 
way to put moisture in the air. 


Yes—Thermo-Drip gives faster, most effi- 
cient vaporization. _. Dept. 
Write today for FREE literature. Fo-.32 


@ EASY INSTALLATION 
© ONE KIT TO PURCHASE 


AUTOMATIC HUMIDIFIER COMPANY « Cedar Falls, lowa 


Pricloil 159 
oilheat 


DELTA HEATING CORPORATION 


° TRENTON 8, NEW JERSEY e 




















SILENT STEEL 
SPLINES 
Will Not 


Nibble Out! 


Pats. Pending 


Replace spline couplings 
which have stripped out, 
loosened, or become noisy, with this 
heavy-gauge silent steel coupling. 
Guaranteed not to strip or loosen. 
Heavy-gauge steel prevents distortion. 





Conventional set-screw 
couplings available in 
all lengths and bores. 


Our 25th Year 





FLEXIBLE COUPLING 
MFG. CO. 


8145 South Dobson Avenue 
Chicago 19, Illinois 
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This bed warmer, an antique curio to- 
day, is part of American Radiator & 
Standard Sanitary Corp. display in 
the traveling exhibit “Industrial Prog- 
ress, U.S.A.,” from The Henry Ford 
Museum. The exhibit will visit all cities 
of over 100,000 population during the 
next three years. 


the Ford Museum are used with color 
transparencies showing the latest 
American-Standard products. 

Today’s central heating, for exam- 
ple, is compared with the individual 
foot stove and the soap stone foot 
warmer, The bed warmer that once 
made cold sheets bearable, emphasizes 
the comforts of present day year round 
air conditioning. 

The exhibit, traveling in a specially 
constructed van, is now making a 
cross-country tour. During the next 
three years, it will visit all cities of 
over 100,000 population. Admission 
to- the exhibit is free. 


Torrington Canadian Plant 
now wholly-owned Subsidiary 


TORRINGTON IMPELLERS, LTD., Oak- 
ville, Ont., Canada, has become a 
wholly-owned subsidiary of The Tor- 
rington Mfg. Co., Torrington, Conn. 
All personnel with Torrington Im- 
pellers will continue with the company. 
Pending establishment of a complete 
organization in Canada, the activities 
of the Canadian company will be 
guided by the parent company. 
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General Controls opens 


Hartford sales Office 


GENERAL CONTROLS CO., Glendale, 
Calif., has opened a sales office in 
Hartford, Conn., to serve the New 
England states trading area. Joe 
Crandley, formerly manager of the 
firm’s Baltimore office, has been named 
district manager of the Hartford 
branch. Crandley’s new position en- 
tails administrative direction of Gen- 
eral Controls’ Massachusetts subsidi- 
ary, Automatic Controls Co., in 
addition to his duties as Hartford 
manager. His headquarters will be at 
410 Asylum St., Hartford. 

Frank Murray, sales engineer at 
Automatic Controls Co., is now in 
charge of the Boston office. 

The new office brings the total of 
General Controls’ branch offices to 32 
throughout the United States. 


ie] 


Plans for Petro Equipment 
manifest high Enthusiasm 


EXCEPTIONAL INTEREST and high en- 
thusiasm for future sales possibilities 


= 




















AN OUNCE OF 


PREVENTION 
is worth 
a POUND 
of CURE 





This old adage was never more true 
than in the case of leaking connections. 
You know what damage they can 
cause... what they cost to repair. 


Rectorseal #2 is the ounce of preven- 
tion you need to prevent such leaks. 
Thin in the can for quick, economical, 
easy application, Rectorseal #2 thick- 
ens in the joint to a plastic elasticity 
that maintains a perfect seal for the 
life of the connection. It has been 
proved by more than 15 years use b 
the oil industry. SEND FOR 
SAMPLE. Prove to yourself that 
Rectorseal #2 is the finest sealing 
compound you ever used. 


RECTORSEAL, Dept. O 
2215 Commerce St., Houston 2, Texas 


ECTORSEAL 


Petented. Trade Mark Reg U 5 Par. OW 


NUMBER TWO 
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GET THOSE 


HEATING PLANT REPAIR 


NEW INSTALLATIONS 





Increase Sales Contacts with the 
GRAND RAPIDS FURNACE CLEANER 


Yes, here’s your “in” to increased business and 
profits! The famous Grand Rapids Furnace 
Cleaner not only gets you into the customers 
basement but gives you an excellent opportunity 
to check over each heating plant as it is cleaned. 
The Grand Rapids Furnace Cleaner 
puts you right where you can natu- 
rally recommend and sell necessary 
repair work and new installations. 

The proven sales plan “A Plan to 
Increase Your Sales” leads the way 
to profits! The right to use this 
manual is reserved to users of the 
Grand Rapids Furnace Cleaner. 

















Write for free information today! 





233 Stevens St., S.W. 


Grand Rapids 7, Michigan 











5 FREE 
Technical Sulletins 
for IMPROVING the 

EFFICIENCY of BURNER 

INSTALLATION — SERVICE 


1. ‘‘GOOD PROFITS IN MODERNIZATION” 
How to set up a program beneficial to your customer, 
profitable for you — and good for your industry. 
2. ‘‘BURNING OIL COMPLETELY’ 


Why properly sized combustion chambers of the 
proper materials are a “must” for efficient in- 
stallations. 


3. ‘‘NOW YOU CAN ‘SEE’ THE AIR’’ 


A complete description of the new principle of 
mating air and oil patterns for higher efficiency, the 
knowledge of which will enable you to get the 
highest possible CO2. 


4. ‘YOU'VE GOT TO KNOW NOZZLES”’ 
There is a right nozzle for every oil burner. A 
thought-provoking article which will help you. 

5. ‘‘DRAFT CONTROL IS IMPORTANT”’ 


The proper location and the great importance of 
accurate draft control is described in this article. 





Write for your-FREE bulletins NOW 





BOSTON MACHINE WORKS COMPANY 





Oil Heating Supplies Division, Manufacturers, Lynn, Mass. 











(/ HomEase is the Burner that 


offers you the Exclusive 
FLAME-IZER . .. ish co; tame- 


fitting toethe individual fire-box, quickly, easily! 


FIRE-STAT ... More starting air—thus 











less sooting and smoking on cold starts! 


MORE SALES... 
























THE RESULT OF 
43 YEARS 
OF 
"KNOW-HOW" 


[JONGAN Transformers are the embodiment 

of 43 years of experience in the specialized 
field of transformer design and construction. 
This accounts for their many outstanding fea- 
tures—features which have made the name 
Dongan the synonym for dependability in oil- 
burner ignition. 


Voltages from 5,000 to 20,000. 
A variety of sizes and mountings 





Dongan Electric Manufacturing Co. 
2981 Franklin Detroit 7, Mich. 


WRITE FOR 
“The Dongan Line Since 1909’’ 


Literature | 

































were manifested by executives of for- 
mer branches of the Petroleum Heat 
& Power Co. during a meeting July 
12 and 13 at the plant of Iron Fireman 
Mfg. Co., Cleveland, O., where all 
Petro heating and power equipment 
will now be manufactured. 
Attending the meeting were top 
men from Stamford, Conn., Mt. Ver- 
non, Mineola, Forest Hills and New 
York City branches of the Petroleum 
Heat & Power Co., all now owned 
by the Pittston Co. Also represented 
were executives of Petroleum Heat & 





Power of Illinois; of Philadelphia; of 
Rhode Island; of Newark, N. J.; and 
of Boston, Mass., all of which are 
now separate corporations. 

The two-day sessions were called 
to give this group of Petro distributors 
a picture of new marketing and manu- 
facturing plans for Petro equipment. 
Included in the program was an in- 
spection tour of the Iron Fireman- 
Petro Cleveland plants. 

The Petro heating and power equip- 
ment business was purchased by Iron 
Fireman Mfg. Co. on June 1. Plans 











Aq eee ign’ 


Use High Capacity ‘‘SAFETY-FILLS” 


Buckeye’s high capacity No. 890 “Safety-Fill” nozzle prevents 
property damage caused by fill-pipe overflow. It stops spilling _ 
by shutting off automatically at the main valve when fuel oil | 
covers the end of the spout. Deliveries are quicker and safer, 


you keep customer good will. 
Use Buckeye’s No. 890 nozzle. 
Write for details. 





Buckeye 


“SAFETY-FILL” 
Ney ean 





BUCKEYE IRON & BRASS WORKS, Dept. F, Box 883, Dayton 1, Ohio 
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. . . « Manufacturers’ Activities 


call for expansion of the Petro Divi- 
sion of Iron Fireman, The entire 
Petro line will continue to be mar- 
keted through the present organiza- 
tion of Petro jobbers and distributors. 
It was emphasized at the meeting that 
there will be no change in Petro sales 
policies. 


York-Shipley “Top-Hand” 


wins Cruise to Bermuda 


WALTER CRAWFORD, wholesale sales- 
man, Universal Heating Co., Elizabeth, 
N. J., was “top-hand” in the annual 
distributor sales contest for dealer fran- 
chising staged by the Residential Div., 
York-Shipley, Inc., York, Pa. Top 
prize in the contest, awarded to Craw- 
ford, was a cruise to Bermuda with his 
wife. By coincidence, the cruise started 
on the Crawford's 25th wedding anni- 
versary. 

Thomas A, Monk, wholesale sales- 
man for Shipley Cooling and Heating 
Div., York; M. O. Berge, O'Donnell 
Distributors, Inc., Syracuse, N. Y., and 
Frank Driscoll, Driscoll-Weber, Inc., 
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OIL FURNACES 





SUSPENDED © 


Or Laydown Air Conditioning 


FURNACES 








SPACE SAVER...and a Labor Saver | 


It comes completely assembled including com- 
= bustion chamber. For Garages, Service Stations, 
| | ' and Basementless Homes. Made in sizes from 
| | 75,000 BTU to 600,000 BTU. 


Approved by Leading Oil Companies, Underwriters 
and Municipalities. WRITE TODAY FOR FULL DETAILS 


A RO ETT SA TOR ET 


33-35 BLOOMFIELD ave 
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QUIET AUTOMATIC BURNER CORP. 


. KAVENY, President 
NEWARK 4, N. J. 
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GORTON VALVES 





EQUALIZING 
VALVE 


PAT.N 2494295 








THE SURE CURE 
FOR COLD RADIATORS 


FAST VENTING 


Write to-day for 
literature and prices 


GORTON HEATING CORP, 


Since 1887—Manufacturers of 
Heating Equipment 


CRANFORD, NEW JERSEY 











Springfield, Mass., were second prize 
group winners. 

Third place winners included Mark 
Hookailo and J. B. Landry of York- 
Shipley, Inc., Boston; Frank Hiscock, 
O'Donnell Distributors; James K. 
Reid, Shipley Cooling and George An- 
drews, Rackliffe Distributors, Inc., 
New Britain, Conn. 

The list of fourth prize winners in- 
cluded: F. W. Shelton, York-Shipley, 
Boston; John Saylor and Harry Die- 
trich, Jr., Shipley Cooling; Everett 





Brown, Page Air Conditioning, Char- 
lotte, N. C.; Frank O’Connell, Sabin 
Co., Philadelphia; Frank Yarnik, 
Meyer Supply, Chicago, and M. J. 
Sakellaris, York-Heat, Wisconsin. 
Included in the group of fifth place 
winners were: Ernest DelPrete, Coast- 
al Oil, Wyckoff, N. J.; Warren Boe 
of Linderhurst, N. Y.; Aubrie Howe, 
Tempmatic Wholesalers, Detroit; Jack 
Striziver, Liberty, N. Y.; Sam Rosen- 
baum, Elizabeth, N. J.; John Hancock, 
Danbury, Conn.; John Hayes, of Sa- 





STANDARD AUTOMATIC OIL BURNERS 
Shell Head Models Available yf 


STANDARD ARCOIL 


21-23 Broad Street 
EET ST cee we iigowiemey 











SINCE 1927 


IT TAKES 
PERFORMANCE 
TO MAKE A 
REPUTATION. 


Write for Territory 
open in your 
Locality 


Models from ¥% gal. to 20 gal. 
per hr. 


CORP. 
Newark 4, N. J. 


troit, Mich. and William T. Kelley, 
Indianapolis, Ind. 

The contest was staged during the 
months of January through April and 
points were awarded for the best per- 
formance in franchising York-Heat 
dealers for the 1952 season. 


Inventor of Shell Head 


speaks at dealer Meeting 


E. B. GLENDENNING, inventor of the 
Shell Combustion Head, explained the 












Mitchell, Rackliffe Distributors; Paul 


A BETTER 
PUMP? 
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A partial view of moulds being made in 
Viking's bronze and aluminum foundry. 


A pump can be no better than the ma- 
terial that goes into it. 
All Viking pumps are made from castings poured in 
our own rigidly controlled Sorbo-Mat foundries. 
When you buy a Viking pump, you are assured of the 
finest gray iron and non-ferrous parts available for 
the application. 

his is just one of the reasons you can expect better 
and longer service from Vikings 
—the original gear-within-a-gear 
pump—the design that made 


rotary pumps famous. Send for 
folder L507EE today. 


VIKING 
AN HONORED NAME 
IN PUMPING 
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Pume Company 


Cedar Falls, lowa 


vannah, Ga.; William Pashedag of De- 


development of the head and its appli- 





KEEP PLANT AND 
TRUCK COSTS pown 


R & M men know the best 
equipment for every marketing 
need. Count on them to help you 
keep plant and truck operating 
costs to a minimum. 


RENICK & MAHONEY, INC. 


380 Second Avenue (at 22nd St.) 


New York 10, N. Y. 
Telephone Algonquin 4-4202 
Complete Equipment for the Oil Trade 
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Seated on the dais at a meeting of 
about 300 oil dealers who came to hear 
E. B. Glendenning speak are left to 
right, Irving Marinoff, Ben Lindberg, 
Bert Watling, John Carlberg, Mr. 
Glendenning, Arnold Méichelson, 
Mitchel Landau, Karl Williams, Ar- 
nold Alderman, Sidney Horton and 
Dick Duckwall. 


cation to about 300 oil heat dealers at- 
tending a meeting sponsored by the Oil 
Equipment Center, New Haven, 
Conn., at the Seven Gables Town 
House in New Haven. 


CASH IN 
ON THE 
SMALL 
HOME 
BUILDERS 
MARKET 


WITH 





Dept. FO-852 








in the wall 
Oil Furnace 


An ideal heating system for small and 
medium sized basementless homes. 
Thermostatically controlled forced cir- 
culation ... 44,600 BTU/hr. Requires 
simple installation in utility room or 
alcove . .. all controls and access 
doors readily accessible. Easier to in- 
stall and service than a floor furnace. 
For greater sales, stock up with Silent 
Sioux, write to: 


Silent Sioux Corporation 


Formerly Silent Sioux Oil Burner Corp. 
Orange City, lowa | 


The dealers also heard Bert Watling, 
sales manager, U. S. Oil Division, who 
spoke on practical aids in retail sell- 
ing. He gave valuable suggestions for 
their use in closing retail sales. 


Place elected chairman, McCord 
president of U.S. Radiator Corp. 
AT A MEETING OF THE BOARD OF DIREC- 
Tors, United States Radiator Corp., 
Detroit 26, Mich., Roland P. Place 
was elected chairman of the board and 
W. C. McCord was named president. 
Both offices had been previously held 


N 


Yi 


TODAY! 





ORDER KLEMM 
FILTERS FROM 
YOUR JOBBER 
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by Wesley J. Peoples, who continues 
as a director of the company and as ad- 
visor and consultant. All other officers 
were re-elected. 

Place, president of Michigan Chemi- 
cal Corp., has been a director of United 
States Radiator Corp. since 1946. Me- 
Cord, former president, Southland Life 
Insurance Co., is also a director of 
U. S. Radiator. 

The new chief executives announced 
that United States Radiator Corp. is 
embarking upon a further expansion 
program and is currently reviewing 
various projects to increase volume and 
diversify operations. 


Trailmobile tank truck Trophy 
won by Ruan Transport Corp. 


PRESENTATION of the Trailmobile tank 
truck trophy to the Ruan Transport 
Corp., Des Moines, Ia., for the second 
consecutive year, was made recently at 
the mid-year meeting of the National 
Tank Truck Carriers, Inc., at Coro- 
nado, Calif. 

In presenting the trophy to John 
Ruan, Carl L. Hoebner, general man- 


ales Magic: 


EVERY SERVICE CALL 


Chemistone 


The Original Contr 
Porosity Element 


XCLUSIVE SUPERIORITY 


. emu 


FUEL OIL FILTERS 


olled 


Millions | Since 1932 


Cash in on this super-sales 
feature—on every service call—with every new 
installation ! Unique CHEMISTONE filters out 
sediment, rust, water, etc., as no other element 
can. Assures utmost in burner performance 
and customer satisfaction. Reduces needless 
emergency calls. PRICED RIGHT — GOOD 
PROFIT — REPEAT SALES. 


AUTOMOTIVE PRODUCTS CO. 
1718 N. Damen Ave., Chicago 47, Ill. 
Mfd. in Can. by Elgee, Ltd. 410 Hope- 
well—Toronto. Export Div.: Guiterman 
Co., Inc., 35 $. William St., New York 
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WRITE 





7 ADVANTAGES! 


Not found in any other single 

The patented Heat- 

Lock has 7 distinct advantages, 

3 of which are as follows: 

1. Draft control without vacuum- 
izing house! 

. The “banked coal fire" effect 
on burners and stokers. 

3. While burner is running heat | | 

i held in for up to 3 times | | 

' longer. 


SOLD THROUGH LIMITED NUMBER OF FRANCHISED DEALERS. 
HUGE MARKET! GREAT MAJOR EQUIPMENT SALES AID. 


NATIONAL FUEL CONSERVATION CO., White Plains, N. Y. 


literature. 











ager, west coast division, Trailmobile, 
Inc., Cincinnati 9, O., mentioned that 
Ruan had won the trophy because it 
had helped to set up the first profes- 
sional drivers’ school at its state college; 
had helped to organize a state council 
of safety supervisors; had expended 
much time and money in advertising 
and publicity to disseminate the story 
of safety to the motoring public and 
had received many letters of thanks 
from persons whom its drivers had 
helped when in trouble on the high- 
ways. 

Hoebner presented Ruan with a 
bronze plaque and expressed the hope 
that Ruan might become permanent 
possessor of the trophy by winning it a 
third year in succession. 


Pyrene names Williams and 
Kemphert to sales Posts 


S. C, WILLIAMS has been named gen- 
eral field sales manager and Walter W. 
Kemphert, Midwest district manager, 
Pyrene Mfg. Co., Newark 8, N. J. 
Williams has served Pyrene as sales 
representative in Louisville, Ky., acted 
as special assistant to the president at 
Newark, and was district manager at 
Newark and Chicago, He will now be 
in charge of all field operations and dis- 
trict office personnel. | 
Kemphert joins Pyrene after serving 
as Midwest regional manager of Amer- 
ican Pulley Co., vice-president in 
charge of sales of Skilsaw, Inc., and 
manager of the Merchandising Div., 
Worthington Pump and Machinery 
Corp., Harrison, N. J. He has been ac- 


tive in association circles and has been 









Get fast, 

advanced analyzer. One dial shows COs, stack 
temperature, draft. Electronic thermistor glass-sealed for con- 
stant calibration. New 140-A is compact, rugged, trouble-free. 
Easy to operate; thrifty 
to buy. Send today for 


Mfrs. of thermistors under 
Western Electric license 


NEW. ..VECO 140-A 


Complete 


COMBUSTION TESTER 


accurate testing with Veco’s 










TWO SIZES: 
75,000 and 
105,000 B.T.U. 
Listed by 
Underwriters’ 
Laboratories, Inc. 


-—your guarantee of 
maximum safety. 


Approved by Bureau 
of Standards—your 

guarantee of quality 

and performance. 


“No argument 
about the new 
Kresky Furnace 
... It’s a Honey!” 


10 “Reasons Why it Pays to Buy” the New 
Kresky Central Heating Forced-Air Oil Furnace 


For you 


1. It can be installed as a basement, closet 
or utility unit, with cold air return at 
sides, back or bottom. 

2. Saves expensive space when installed in 
a closet. Less than standard clearance 
(only 1” from fire-resistant material at 
sides and back) required. This saves up 
to 3 square feet! 

3. Comes crated from the factory as a com- 
plete package unit. No labor costs for 
assembly on the job. 

4. You can offer a choice of Highboy or 
Lowboy models . . . yet only one basic 
model in each size need be stocked. An 
inexpensive factory kit does the trick! 


5. Approved for conventional or 4” duct- 
work. 


For your customers 

1. It can be converted at any time from oil 
to gas with an A.G.A. approved Kresky- 
burner package. 

2. It moves a large volume of air at low 
speed . cuts the noise level to a 
whisper. 

3. Air filters are easy to remove for clean- 
ing or replacement. 

4. It is attractive looking . . . finished in 
two-tone maroon and silver-grey enamel. 

5. It is low in price, but high in quality and 
satisfaction. 

Send for free specification folder, 
or see your nearest Kresky Dealer. 


KRESKY MFG. CO., INC. 


2nd and H STREETS, PETALUMA, CALIFORNIA 
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vice-president and treasurer of Ameri- 
can Supply and Machinery Manufac- 
turers Association. 


Henry Furnace Catalog 
on “Surefit” Additions 


CATALOG NO. 57, available from the 
Henry Furnace Co., Medina, Ohio, 
announces additions to its Moncrief 
“Surefit” line of warm air fittings. The 
additions include fittings for small 
pipe warm air perimeter heating and 
for loop and radial perimeter heating. 

Other fittings in both Moncrief and 
“Surefit” lines include snap lock warm 
air pipe, snap lock wall stack, snap 
lock duct. 


Oil-O-Matic field Men Meet 


at summer sales Conference 


THIRTY-FIVE FIELD REPRESENTATIVES 
from all sections of the country met in 
a two-day session recently at the an- 
nual summer sales meeting of the Wil- 
liams Oil-O-Matic Div., Eureka Wil- 
liams Corp., Bloomington, Ill. The 


representatives revealed that their deal- 


. Manufacturers’ Activities 








ers, at present, have a large number of 
oilheating prospects and it is expected 
that by the end of the year sales figures 
will equal or exceed Oil-O-Matic’s 
marks of last year. 

Two main items on the agenda con- 
cerned announcement of the Oil-O- 
Matic portable demonstrator unit for 
dealers and the “Early Bird SurPrize” 
campaign, A new model for wide- 
spread dealer use was displayed for the 
first time to the representatives and 
plans for promotion and distribution to 
Oil-O-Matic dealers were discussed. 





Do YOU have “Problem Jobs”? 
The McGILLIS SAFETY 


VALVE 










signal, etc. 


Approved by Underwriters’ 


Dealers, Distributors: Write for further information. 


McGILLIS SERVICE ENGINEERING, INC. 


BROCKTON, MASS. 


1554 MAIN ST. 
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automatically shuts off 
supply of oil into tank 
at correct level: 


. . . solves problem job troubles 
involving long fill pipes, dual and 
triple tank installations, vent pipes 
distant from fill pipes, or viel 
hoods too noisy to hear audible 
Prevents pressure 
shocking of tanks. 


McGILLIS 
SAFETY VALVE 


improve service to your 
customers by eliminating 
the human accident fac- 
tor while filling tanks. 


Laboratories 
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THE TANKIT company 


17 SHEPARD AVE., NEWARK 8, N. J. 
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Field and home office sales personnel 
of Williams Oil-O-Matic Division take 
time out to face the photographer dur- 
ing a recent two-day annual sales meet- 
ing at the company plant in Blooming- 
ton, Ill. H. W. Burritt, Eureka Wil- 
liams president, is seated fourth from 
right, front row. C. S, Stackpole, Wil- 
liams Division vice-president, is third 
from right, front row. 


Seven named by M-H 
to new regional Posts 


SEVEN REGIONAL industrial sales man- 
agers have been named by Minneap- 





FROM | COAST TO COAST 


> OIL COMPANIES AND 
SERVICE MEN PRAISE 

IT AS ONE OF THE 
GREATEST DEVEL- 
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@ STOPS ODOR DUE TO LEAKS & SPILLS 


@ ONLY KNOWN PRODUCT WHICH NEUTRALIZES 
OIL BY CHEMICALLY INHIBITING VAPORIZATION 
—THUS ELIMINATING ODOR 


@ JUST SPRINKLE IT ON—A LITTLE GOES A LONG 
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NON -INFLAMMABLE, NON - TOXIC, 
NON-CORROSIVE, NON-IRRITATING. SATISFAC- 
TION GUARANTEED 

Available at your supply house only. Or write for 

literature, samples, and name of nearest distributor. 
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THERMOLOK MFG. CO, INC, 





Seen the new THERMOLOK models? 


Models available for M-H, 
Penn, Perfex, Sampsel, De- 
troit Lubricator, and G.E. 
thermostats. 

Write for name of your 
nearest jobber. 










COMPETITIVELY 
PRICED 


SAME QUALITY 


GE or Ohio motor with thermal overload, 
Sundstrand pump, Webster or Jefferson 
ignition transformer, One-piece, precision 
machined cast iron housing, Minneapolis- 
Honeywell controls. 


SILENT 
«ORTH 


GUARDS THERMOSTAT 
IL HER, 


SETTINGS 

EASY TO INSTALL 

@ No nails or screws. 
@ No heat lock. 


® No holes in wall. 
@ 15 seconds to install. 











I 


541 Rogers Ave. UNION 


Brooklyn 25, N. Y. 











olis- Honeywell Regulator Co., Minne- 
apolis, Minn. The regional post is new 
and is part of a move to give industrial 
field men more responsibility. 

Those appointed and the regions in 
which each will have charge are: Jack 
E. MacConville, the Southeast with 
headquarters in Atlanta; Alfred J. Mc- 
Cullough, the Central region with 
headquarters in Cleveland; Howard L. 
Marston, the Northwest with head- 
quarters in Minneapolis; Robert L. 
Mallory, the Southwest with head- 
quarters in Dallas; Robert B. Grant, 


ECKHART MFG. CO., INC. sew stesey 








the Pacific and Mountain region with 
headquarters in Los Angeles; and Les- 
ter W. Williams, the Pacific North- 
west with headquarters in Portland. 
The appointment of John A. Robin- 
son for the Eastern and Mid-Atlantic 


has been appointed sales manager with 
additional duties of responsibility for 
management of the new Skokie, IIl., 
factory near Chicago. This move is 
part of a new alignment of administra- 
tive responsibility in the sales depart- 


ment. 

William L. Kell, assistant sales man- 
ager, has been additionally assigned as 
manager of the heating controls divi- 
sion and R. D. Grayson has been named 
manager of the appliance controls di- 


regions was announced previously. 


General Controls makes 
Shifts in sales Department 


FRED WELDON, formerly regional man- 
ager for the Eastern Division, General 


Controls Co., Los Angeles 2, Calif., 


vision. 
Rudy Roedder has been appointed 
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‘‘Galongage builds customer 
satisfaction an 
oil burners fo 
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today for complete details. 





APPLIED MECHANICS 


167 OLIVER STREET, BOSTON 10, MASSACHUSETTS 








No wonder more and more dealers today are using Galongage. With 
Galongage you cut installation time and service calls to a minimum. You 
will find customers appreciate its greater accuracy and appearance too 
— aconstant reminder that you have given them the best in heating equip- 
ment. Remember their good will is your greatest asset. 


Do justice to a quality job by installing the best — Galongage. Write 


Also INTERNATIONAL, now Underwriters’ approved, 
for the finest in lever arm type gauges. 


When the [7:45 
is on the pumpkin 


d sells 


r me’ 





You won’t have a thing to worry 
about... IF... your fuel tanks 
are full and your customers’ tanks 
are, too! 


Fill up this summer and advise 
your customers to do so. You'll 
have a lot of satisfied customers, 
come this fall! 








COMPANY Gulf Oil Corp. + Gulf Refining Company 
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western refrigeration controls division 
manager, under the supervision of 
Douglas Sterner, manager of the re- 
frigeration controls division with head- 
quarters at the General Controls’ plant 


in Skokie, Ill. 


American-Standard Booklets 
win Awards in Competition 


TWO PUBLICATIONS of American Radi- 
ator & Standard Sanitary Corp., Pitts- 
burgh 30, Pa., have won top honors in 
the 1952 Product Literature Competi- 
tion co-sponsored by the American In- 
stitute of Architects and The Pro- 
ducers’ Council, Inc. 

The Certificate of Exceptional Merit 
was given to American-Standard 
Warm Air Heating which placed first 
in the Class II division of the contest. 
In addition to full product infor- 
mation, this book presents detailed in- 
stallation data and sales assistance on 
a complete line of the sponsor’s warm 
air heating equipment. 

Ratings—Data and Dimensions, in 
Class II competition, was also awarded 


a Certificate of Merit. This book con- 


tains statistical information about vari- 
ous types of boilers, radiators, water 
heaters, conversion burners, baseboard 
panels and convectors manufactured by 
American’Standard. Numerous tables 
and diagrams simplify installation 
problems. 


International names Hajoca 
as its heating Distributor 


HAJOCA CoORP., Philadelphia, Pa., 
wholesalers of plumbing and heating 
equipment with 33 branches from 
Newark, N. J. to Tampa, Fla., has 
been named distributors for the fur- 
naces made by International Oi] Burn- 
er Co., St. Louis, Mo. 

At the same time the appointment 
was announced of Stanley S. Ellis, 
Camden, N. J., to act as sales repre- 
sentative for International to cooperate 
with Hajoca branches in New Jersey, 
eastern Pennsylvania and Delaware. 

Webster Corp., Norfolk, Va., is the 
International representative in Vir- 
ginia, North and South Carolina, 
Georgia and northern Florida and will 
work with the branches in that terri- 
tory. 
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PROVIDENCE 4, R. I. 





Weatherall AUTOMATIC OIL BURNERS | 


vm POLL TANKS 


COMMERCIAL @ INDUSTRIAL 


#2 or #3 Fuel Oil 


G.P.H. 


G-E’s T-A-D spurs Sales 

as Spring Campaign ends 
AS A WINDUP SPUR to its Spring Clean- 
Up Sales Campaign which ended last 
month, the General Electric Com- 
pany’s home heating and cooling de- 
partment, Bloomfield, N. J., instituted 
a T-A-D (ten calls a day) plan. 

Under this program, each salesman 
at every distribution level received an 
additional quota of ten prospecting 
phone calls every day for 30 days or 
until the end of the campaign. The 
“ten-a-day” are an extra or plus effort 
which did not substitute for the sales- 
man’s regular daily calls. 

W. L. Sneltjes, commenting on the 
idea said, “It was just a little old- 
fashioned ‘shirt sleeve selling, and we 
got very good results.” 


Henry S. Parks, Salt Lake City 5, 
Utah, has been named sales representa- 
tive for Gorton Heating Corp., Cran- 
ford, N. J. Parks will handle the sale 
of Gorton vapor equalizing valves and 
air eliminators, in his territory which 
includes Utah and certain portions of 


Nevada, Wyoming and Idaho. 


—— 


for 





Direct Fired—Up to 5,000,000 B.T.U. | ro 


Weatherall Engineers 


387 CHARLES STREET 


MANUFACTURERS OF QUALITY HEATING PRODUCTS SINCE 1928 


Oil Burners @ Air Conditioners @ Boiler Burner Units 


FOR DOMESTIC, COMMERCIAL AND INDUSTRIAL INSTALLATIONS 


FEATURES: | 


Safer and Smoother 


Basement or Underground 


Price domestic fuel oil storage tanks are man- 
ufactured to Underwriters specifications and bear 
Underwriters labels. 


Operation 
Twin Ignition 


Electronic Flame 
Control 





Obround Basement 


Low Fire Start | (Vertical or Horizontal) 


Round Und d 
Delayed High Fire ound Undergroun 








| Cap. in Cap. in 
Gals. Gauge Size Gals. Gauge Size 
Also Package Type Warm Air Units | 275 140r12 27x44x60 285 12 38x 60 


46x 76 
52x 110 


140r12 27x44x 48 550 12 
140,12 22x44x60 1000 10 
275 UP: 22 x 44 x 72 








Write Today for Catalog and Prices 


A - 


FIREPLACE.HEATER & TANK div. 
PRICE NATIONAL CORPORATION 


237 Jackson Rd 
Hatboro (Philadelphia), Pa 


152 Ws Austin Street 
Buffalo. N Y 
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Names in the News 

(Begins on page 6) 
heater rocklined tankless water heat- 
ers; Rochester tank gauges, pressure 
and vacuum gauges and thermometers; 
Skuttle humidifier and draft controls; 
Neutroda fueloil deodorant and 
Tankit, repair patches for fueloil 
storage tanks. 


H. D. Leisenring has been appointed 
sales manager, Eastern area, A. O. 
Smith Corp., Los 
Angeles 22, 
Calif. He will 
make his head- 
quarters at its 
Eastern factory at 
Su:zcasunna, N. J. 
Leisenring, for- 
merly sales man- 
wer, Pacific 
( ‘oast area for the Meter Division, has 
. ver 20 years’ experience in engineer- 





sng and sales of petroleum meters. 


James Crombie and F. E. Johnson 
have been elected vice-presidents, 
Henry Furnace Co., Medina, O. 


Gicel HEATING UNIT 


5 YEAR GUARANTEE AGAINST LEAKS 





Licensed under 
VU. S. Pat. 








Crombie Johnson 


Crombie has been associated with the 
heating industry for many years and 
has been sales manager of the Henry 
Furnace Company for the past ten 
years. He will continue as sales man- 
ager. Johnson has been associated with 
Goodyear and during the war was on 
active duty with the U. S. Navy. He 
has been with the Henry Furnace 
Company for the past seven years and 
will have charge of plant and produc- 
tion facilities. 


Wendell S. Clough has been ap- 
pointed advertising manager, Bell & 
Gossett Co., Morton Grove, Ill. 
Clough, who has been identified with 


the design and marketing of products 


for the building industry for the past 
fifteen years, joined Bell & Gossett in 
1948 as a member of the sales staff. 
Prior to that, he handled product de- 
velopment and sales assignments for 
Libbey-Owens-Ford Glass Co., To- 
ledo, O. He later joined Harold Van 
Doren Associates, Philadelphia indus- 
trial designers, and was associated with 
Montgomery Ward & Co., Chicago. 


Joseph A. Ross, since 1924 active 
in oilheating in the New York mar- 
ket, died on June 3 of a heart attack. 
At the time of his death he was presi- 
dent and principal owner of Modern 
Utilities, Inc., a supply house han- 
dling heavy oilburning equipment, in- 
cluding Gilbarco burners for New 
York, From 1924 to 1930 Ross was 
a burner dealer in the Bronx, follow- 
ing which he established the present 
company. Ross had been active as an 
ofcer in the New York Oil Heating 
Association, the Oil Heat Old Timers, 
and the Petroleum Educational Com- 
mission of the New York Board of 
Education. Joe Ross, Jr., will take over 
as head of Modern Utilities. 








Write for full particulars about Exclusive Franchise for your terri- 
tory on our full line of MAGIC-HEAT Boilers and Boiler-Burner Units. 





MARIETTA, PENNA. 

















Stainless steel bearings and weather re- 
sistant metals provide long-life service with- 
out breakdown due to rust or wear... 
assure continuous fuel savings. 


Millions now in satisfactory use. 


WRITE FOR DESCRIPTIVE LITERATURE AND 
TRADE PRICES. 


Mm PREFERRED UTILITIES MFG. CORP. 


Product of MARIETTA METAL PRODUCTS CORPORATION | 


Tag aiiiae 


DRAFT-A-JUSTORS 


The Preferred Dratt-A-Justor is the original, 
patented Draft-A-Justor . . . improved to in- 
clude the latest in engineering developments. 





SIZES 


Store, domestic and 
commercial sizes 
from 4” to 24” in 
diameter. 

Industrial sizes from 
Yu®r ees =. 











1860 Broadway, New York 23, N. Y. Boston Office: 839 Beacon St 
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Here's a REAL Saving!! 


This remote reading 
tank gauge fits in a tee 
In : in the suction line, elimi- 
oN nating all auxiliary pip- 
ing and wiring. 

one model for any 


tank, any distance 


Write today for our cata- 
log and price list. 


THE R. S. TEESDALE CO. 


Grand Rapids 3, Michigan 


er Steel or 
| Aluminum Fins 


SEE 











. ... Names in the News 


Carl J. Theobald has been appoint- 


ed general sales manager, Skuttle Mfg. 


Co., Detroit, 
Mich. Theobald 
has served in sales 
and sales execu- 
tive capacities 
with the Kelvina- 
tor Div. of Nash 
Kelvinator Corp., 
the Graybar Elec- 
tric Co. and the 
Raytheon Mfg. Company. 


John A. Helliesen has joined The 
Alstrom Corp., New York 60, N. Y., 
in the capacity of vice-president in 
charge of sales and distribution. A 
graduate of Colgate University, Hel- 
liesen has spent the past twelve years 
in the field of sales and merchandis- 
ing. Helliesen said that he would es- 
tablish stronger territorial representa- 
tion throughout the country by ap- 
pointing manufacturers’ representa- 
tives in selected areas. 





L. A, Dixon and Joseph E. Ashman 
were elected executive vice-presidents 
by Rockwell Mfg. Co., Pittsburgh 8, 
Pa. Dixon was associated with the Wis- 
consin Axle Co. and started at the 
Pittsburgh Equitable Meter Co., now 
a division of Rockwell Mfg. Co., in 
1926 as assistant to the president. He 
was next president, Pittsburgh- DuBois 
Co., later acquired by Rockwell, and 
continued to serve in the same capac- 
ity until he resigned to accept the vice- 
presidency of Rockwell’s meter and 
valve divisions. Ashman joined Rock- 
well in January 1947 as Controller and 
later held both this position and that 
of vice-president. 


Clayton A. Stahlka has been named 
to the newly created post of advertis- 
ing manager, Morrison Steel Products, 
Inc., Buffalo, N. Y. Stahlka_ will 
supervise the advertising of the Mor- 
Sun Furnace Division, Roly Garage 
Door Division, Carry-All Utility Body 
Division and Automotive Stamping 
Division. Stahlka has been advertising 
manager of R. G. Wright Co., Buffalo, 
for the past two and a half years. 








HIGH CAPACITY 


RADIATION 


FOR 
RESIDENTIAL 
COMMERCIAL 
INDUSTRIAL 
Installation 


COMPACT 
CONVECTORS __ 





Kingston, Penna. 
Wilkes Barre, Penna. 


Howard B. Steggall, a vice-president 
of United States Radiator Corp., De- 
troit 26, Mich., 
since 1945, has 
been appointed 
senior vice-presi- 
dent. In his new 
capacity, Steggall 
will have direct 
responsibility for 
sales, manufactur- 





ing and engineer- 
ing, advertising and industrial rela- 
tions for the U. S., Pacific, Cyclo- 
therm and Metal Products Divisions. 
Steggall joined the company in 1922 
as an engineer in Detroit, served 
as a salesman in New, York City, and 
was promoted to manager of the U. S. 
branch at Pittsburgh and vice-prest- 
dent, Pacific Steel Boiler Division. 


Lionel Y. Greene has been elected 
president, General Refractories Co., 
Philadelphia, Pa., succeeding Floyd L. 
Greene, who was elected to chairman 
of the board and will remain the senior 
executive officer of the company and 
its subsidiaries. Lionel Greene, who 














FLY IN YOUR OINTMENT? 


Are you long on customers and short on cash? 
The profitable way out of that dilemma is the 
Lexington Plan of financing on the security 
of accounts receivable. 


Ask us about it — Or send for circular (FH 7) 
LEXINGTON CORPORATION 


Financing from Maine to Maryland 
M. S. LURIO, Pres. 


10 Milk St., Boston, Mass. 60 E. 42d St., New York, N. Y. 
Liberty 2-6878 MUrray Hill 7-1148 
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Samacw OIL STORAGE TANKS | 


GUARANTEED LE AKPROOF 
UNDERWRITERS APPROVED 


| CAP 100ca..TO 34000 Gat. 


SEPTIC TANKS,FARM TANKS, <Ez-_ 


ABOVE OR UNDERGROUND TANKS 
FOR ALL LIQUIDS OR SOLIDS BD 


STANOARD SIZES OR 
FABRICATED TO 
AND | 


YOUR SPEC'S. ro 
ae AND ANK PRICES 


PREMISES 
SHEET METAL FABRICATORS INC. 
1135 WEST 36TH STREET CHICAGO 9 ILLINOIS | 





WRITE TODAY 
FOR CATALOGUE! 
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W277) 77447 IGNITION ELECTRODES 


YEAR AFTER YEAR 
OF ALL NEW OIL BURNERS 


ARE EQUIPPED WITH... 


’ For many years DIELECTRIC ignition assemblies have been the overwhelming choice for 
new burners or as replacements. They’re ahead for 5 big reasons: 


BETTER SERVICE ON NEW DESIGNS ¢ QUICK DELIVERY OF STANDARD PARTS 
AUTOMATIC PRECISION PRODUCTION * HUNDREDS OF STYLES « LOW PRICES 


DIELECTRIC electrodes are the finest available in standard types and in special sizes and 


shapes, all UNDERWRITERS’ approved. 


DIELECTRIC also makes high tension cable assemblies and bus bars for transformer and 


electrode layouts for any burner hookup. 












NIDIELECTRIC 


PRODUCTS CO., Inc., 125 Virginia Ave., Jersey City 5, N. J. 








Names in the News 


has been with General Refractories 
since 1923, has been vice-president of 
the company since 1936. In 1948 he 
was made executive vice-president. He 
has been a director of the company 
since 1942. Prior to joining General 
Refractories, Greene was associated 
with Standard Refractories Co. and 
the Superior Silica Brick Co. 


Paul Ozanne has been appointed 
manager, sales and economic analysis 
division, | Minneapolis - Honeywell's 
marketing research department. O2z- 
anne, a graduate of the University of 
Wisconsin, has spent more than a dec- 
ade in the statistical research field, For 
four years he was head of the mathe- 
matical statistics department of Indus- 
trial Survey Co., and has been, since 
1950, chief statistician in the comp- 
troller’s office at Camp Cooke, Calif. 


| 
| 


OHI Directors meet 
(Begins on page 61) 

fall but it had not yet appeared, due 
to other pressures. The committee par- 
ticularly wants this to be a UL stand- 
ard, without necessity for collaboration 
with the American Gas Assn, on the 
commercial sizes. AGA would be ac- 
ceptable for testing and approvals un- 
der 400,000 Btu capacities, but the 
domestic size combination fuel burner 
has made little headway. 

Resek was appointed the chairman 
of a committee to represent OHI with 
Underwriters on heavy oil equipment 
and George Hochstein chairman of a 
committee to represent the Institute 
with the laboratory on domestic burner 
problems. Other members of this com- 
mittee are M. J. Donahue and Roland 
Hertel, General Electric. 

Fred Burroughs, national secretary 
of the Distribution Div., said that his 
group was studying ways to get closer 


Go DIELECTRIC and you'll never again settle for lesser 
quality or service. 





contacts between OHI members, par- 
ticularly between divisions. He ex- 
plained the new project of sending 
monthly questions to dealer members 
and getting their answers on current 
problems. The dealers themselves sup- 
ply the questions to be asked. Bur- 
roughs had a chart talk explaining the 
operation and benefits of the project. 

Managing director Becker then dis- 
cussed the industry’s manpower prob- 
lem. A booklet is in preparation to be 
distributed through manufacturers and 
dealers to schools and other vocational 
guidance sources, to tell the job pros- 
pect what the industry offers. The title 
of this booklet or brochure will be “You 
can write your own success story in this 
basic industry.” Before the booklet is 
printed it will be cleared with the Mer- 
chandising Committee of which Claude 
Potts, Winkler, is chairman. 

W. J. Smith, Jr., Toridheet Div., 
chairman of the Markct Research 
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Approved 


A 


20 year guarantee on NOZZLE 





Exclusive 


FLAME-MASTER 


A new better and cheaper Low- 
Pressure Oilburner with twenty-two 
less parts. 


Easy to Install, Attractively 
Priced. 

Extra large orifice guarantees 
trouble-free 
ation. 

Lifts fuel from buried tanks. 

Complete atomization at low- 
pressures. 

High COs ratings. 

Many cther Patented features. 

Simple service requirements. 


dealer and distributor 
franchises now available. 


Write for complete details at once 


FLAME-MASTER CO., 6651 N. Clark St., Chicago 26, Ill. 
Mfgrs. of High and Low Pressure Oil Burners 


nozzle oper- 








Dealers! Jobbers! Insist on Shell 
Designed Combustion Heads 


on all the burners you sell! 


(Available to Oil Burner Manufacturers only) 





The Shell Designed Head's proven fuel-saving feature 
gives you a powerful selling advantage over competi- 
tion with ordinary equipment. Sell the best! 


MODERN DIE & MACHINE CO. 
164 Pleasant St. 


Boston 25, Mass. 
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A. R. Webber Co. Inc., Has 


EVERYTHING FOR THE HEATING 
And OIL BURNER TRADE 


FREE! Write for Webber's 1951-1952 Catalog. 
t's Fully Illustrated and Priced. 


A. R. WEBBER CO., INC. 


424 Howard Ave., New Haven, Conn. 





Committee, siabiniteed a form to ie 
used by manufacturers in reporting de- 
tails and a state breakdown of their 
burner shipments. This is to replace 
the present reporting procedure 
through Ernst & Ernst. It was decided 
that both commercial and domestic oli- 
burning equipment would be reported 
on the same form. 

Hollis Albert, national chairman of 
the Distribution Division, disclosed 
that the group insurance program now 
had in force ‘some $2,200,000 in pol- 
icies, that manufacturer and accessory 
division members were now eligible to 
participate, that individual limits had 
been raised to $10,000 per executive 
with lower limits for other employees. 

The Distribution Div. has set up a 
committee on Oilburner Installations 
and Standards. Chairman is Fred Beck- 
with of Boston and the other members 
are Joe Collins of Buffalo, Jim Mac- 
Dougall of Philadelphia and R. D. 
Rankin of Kansas City. Robert Thul- 
man of FHA has asked the committee 
to recommend rules to facilitate ade- 
quate servicing space and ventilation 
where oilfired units are installed in new 





No, 1 Pkg. Approx. 1 Ib. ...List $1.00 Ea. 
No. 5 Pkg. Approx. 5 Ibs. - List $4.50 Ea. 
Liberal Discount to bona fide Servicemen. 


purchases, allows for extending regular dis- 
count to dealers and servicemen. 


797 Hampden Ave., St. Paul 4, Minn. 





For fueloil soot only. E-Z does a thorough, 
safe job with just one application. With a can 
of E-Z on the service truck, many cleaning jobs 
ean be done at a very good profit. If your 
distributor cannot supply you, order direct. 


Special discount to distributors on quantity 


HEALY-RUFF Company 


T00- 


Every Conversion 
needs a FIRE- 
SWIRL BAFFLE. 


Get the facts, clip 
this to your letter- 








DON’T JUST BAFFLE! 
GET S WIRLING ACTION 





head, or see your jobber. : 


Ja\ Na) 





small homes. 

William Quimby, Texas Co., chair- 
man of the Technical Div., reviewed 
the purposes and goals in setting up 
the group, told of the start at the Phil- 
adelphia OHI Convention and de- 
scribed the three projects undertaken 
for study this year. Committees of 
eight men each are being appointed 
to explore and prepare papers for the 
1953 Chicago convention on these 
three subjects: 1) Develop a standard 
testing procedure for all industry lab- 
oratories; 2) Explore future trends in 
characteristics of heating oils; 3) Rec- 
ommend to the industry a burner serv- 
ice policy. Quimby mentioned that the 
division’s activities are open to all who 
are interested in its goals . . . primarily 
liaison between the oil and burner in- 
dustries. 

Dave Bottrell, the Institute’s tech- 
nical secretary, explained that a new 
commercial standard, TS 51-07 is in 
prospect, that OHI will be active in its 
development. He also mentioned that 
a committee from ASH&VE is making 
a study of pulsation in oilburners 
and recommended that the Institute 


















BURNERS designed to 
match specific units 


THE MILLER COMPANY 


through its Engineering Committee 
lend all aid. 

Frank Kirwin, chairman of the Traf- 
fic Committee, reported winning an 
important rate case that had been in 
litigation for 4/2 years. This was a 
matter of defeating a reclassification 
of oilburners in some areas, which if 
it had been successful would have cost 
the industry a quarter million dollars 
a year. Chairman Crawford noted that 
this was the only Committee in the 
Institute designed to save us money. 

The next meeting of the Directors 
will be at the Cavalier Hotel, Virginia 
Beach, Va., October 9 and 10. The 
winter meeting will be at Hotel Schroe- 
der, Milwaukee, January 22-23, 1953, 
and as mentioned the annual conven- 
tion is to be at Chicago’s Edgewater 
Beach Hotel, April 20-24, 1953. 


6, 
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K. A. Krieger has been placed in 
charge of sales for the tank-trailer 
division, Fruehauf Trailer Co., De- 
troit, Mich. Krieger will make his 
headquarters in Detroit. Previously, 
Krieger had been sales manager. 
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Equipment manufacturers are 
invited to bring their special 


design problems to us. in water. 


FOR SATISFIED CUSTOMERS — INSTALL... 
AMERICAN COMBUSTION CHAMBERS 


‘‘KILN-CUR 
HIGH QUALITY 


American Chambers are made 
oo from the finest, high grade 
‘oa | refractory materials combined 
is with proper ‘Kiln-curing’. They 
will withstand 2500 degree tem- 


peratures and will not crumble mum of effort. 


D’’ LIGHTWEIGHT 
EASY INSTALLATION 


Controlled manufacturing and 
careful design of American 
Chambers makes for fast and 
easy installation. The. flexible 
pieces fit together with a mini- 











REFRACTORIES 


TOP PERFORMANCE 
Because of the high quality of ma- 


terials used in American Chambers 
they provide faster heat- pe quieter 

burner opera- 
a3 tion and sav- 


ings in fuel. 















JOBBERS: Write today for 


price sheet. 
Ww 


AMERICAN CLAY FORMING CO. 


TIFFIN, OHIO 


AMERICAN 
‘ip pe 

















Sparky Wants You to Vote 
(Begins on page 62) 
fluenced by what he had to say. 
After all,” I pointed out, 
you appear so many times in FUELOIL 
& Om HEAT, you are immortal.” 


“because 


“Let me straighten you out on that,” 
he argued, “Fugetom & Oi Heart is 
immortal because I appear ‘in it so 
many times!” 


As the outcome of mentioning the 
magazine, Sparky decided to put to 
vote the question of whether or not 
oilburners should be checked yearly 
by service experts, and that’s why a 
ballot accompanies this article. Every 
reader is invited to vote on the ques- 
tion. We want votes from dealers, 
service men, fueloil experts, field men 
employed by manufacturers of burn- 
ers and other oil heating equipment, 
and the experts who prepare oilburner 
instructions. Every vote counts equal- 
ly, and the results of the election will 
be given in an early issue of FUELOIL 
& Om Heat. To vote, either use the 
ballot on page 65, or simply send a 
—e 


postcard or letter voting * for 


Sparky and for yearly check-ups, or 
“No” against Sparky’s arguments and 
against periodic burner tune-ups and 
check-ups. The objective is to find out 
what the men of industry think is the 
best way to keep burners running in 
a trouble-free manner. 

Sparky’s note with more details 
about the $10,000 diamond arrived 
yesterday. It read: “The lady who 
lost the diamond returned to her hus- 
band after the detectives located her 
in Canada. I gave her the $10,000 dia- 
mond I'd found for her in the furnace, 
and she hugged me and screamed with 
joy, but told me again not to tell her 
husband it is worth $10,000. Also, she 
gave me a reward of $50, which is not 
bad considering that I'd charged her 
husband $40 for the furnace clean-up 
job that included my work of looking 
for the diamond, Before she returned, 
I'd taken the diamond to a pawn- 
broker in a distant city. He told me it 
was a pretty good looking job of glass 

. stage jewelry or something like 
that. So I don’t have to follow your 
instructions and consider the diamond 
as pure carbon. It isn’t!” 


Oilheating Trends 
(Begins on page 12) 


company mentioned that it was not 
permitted to take on the requirements 
of large users as new accounts. Again 
no one in that area reports holding 
back on burner sales because of supply 
problems. 
FUELOIL MARGIN RELIEF: When Bal- 
timore was given a .30¢ increase in 
margin on distillate heating oil OPS 
based this on the disclosure that profits 
per gallon were running below 85% 
of the pre-Korean average years. 
(At press time, the formula has been 
revised so the base period is to be the 
12 months from June 1, 1949 to May 
31, 1950. Then if the profits in dollars 
from June 1, 1951 to May 31, 1952 
are lower than the base period the 
margin relief is available. This applies 
to the companies representing 50% or 
more of a total market, not to indi- 
vidual companies.) 

The Baltimore action established a 
precedent that can be applied in other 
areas of the country and it is the intent 


that this shall be handled through OPS 
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SERVING THE ST. 


Use "CRESCENT PARTS" Service 


LOUIS TRADE AREA 











Authorized 
Fuel Unit 

Service 
Station 








co 


tt 





ia ae 


"FACTORY REBUILT" Repair Exchange con- 
trol service on all popular makes at regular man- 
ufacturers list prices and trade discounts. 






STOKER 
AND 
OILBURNER 

PARTS 








SEND US YOUR 
ORDERS OR INQUIRIES 





CRESCENT PARTS AND EQUIPMENT CO., INC. 


825-831 S, Boyle Avenue 


St. Louis, Missouri 











district offices. The fueloil distribu- 
tors were asked this month if they be- 
lieve that their local markets would 
be entitled to this margin increase. 
Among those reporting from New 
England, 89% believe they can get it. 
Mid-Atlantic marketers vote 83% on 
this; Midwest 34% and in the Pacific 
Northwest almost none believe that 
they can qualify for an increase. The 
low Midwest figure reflects the fact 
that even though that section of the 
country has been sub-normal on mar- 
gins for years there was a substantial 
improvement last November that 
causes the marketers to feel that they 
are doing better than pre-Korea. Thus, 
we will probably see the .30¢ increase 
adopted pretty generally along the 
Atlantic Coast, but only sparsely over 
the rest of the country. 

FILLING STORAGE: Fueloil distributors 
along the East Coast only were asked 
if they had filled their bulk storage 
in anticipation of the .8¢ price rise 
that came at the end of June. This 
increase was almost certain to come 


and had been predicted for three 


HOLD- TIE 3/4 LESS in PRICE! 2 
| 
| 


MODEL 3) 







735 LEXINGTON AVE. * 
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e@ AS AN ANTI-SYPHON VALVE— 
AT 4 THE PRICE! 
e@ AS A CHECK VALVE—GUAR- 
ANTEED TIGHT, WET OR DRY! | 
e AS AN ANTI-HUM VALVE — | 
BEST YET! 


| 
ALL THREE IN ONE VALVE | SAMPLE SHEETS UPON REQUEST 


THE BRADFORD PRICE BOOK 
QUINCY 69, MASS. 


Serving the Plumbing & Heating Trades, over a !/3 of a century 


—WHAT A VALVE! 
HOLD-TITE VALVE MFG. CO. 


MANUFACTURERS OF QUALITY VALVES & SPECIALTIES 
NEW YORK 22, N. Y. 






months in advance. In the May issue 
of FuELoIL & Or HEAT we urged the 
marketers to fill their storage because 
it was much better than an average 
gamble that the price would go up 
during June. Among the reporting 
companies we find that 58% in New 
England filled their storage ahead of 
the price rise and 85% did it in the 
Mid-Atlantic and South Atlantic 
areas. 

FUELOIL sTocKs: Stocks of No. 2 
heating oils at refineries, terminals and 
in transit east of the Rockies on July 
5 were 57,940,000 barrels compared 
with 59,773,000 barrels on the cor- 
responding date last year. This is a 
better showing than the industry made 
a month In the four weeks 
ending July 5 this year the build-u» 
was 12,262,000 barrels while last year 
in the same period it was 11,639,000 


earlier. 


barrels. East Coast primary stocks on 
July 5 were 22,385,000 barrels com- 
pared with 21,815,000 barrels on the 
corresponding date last year. 

DEALER COMMENTS: Typical com- 


ments on various questions of the 


“Why do deal- 
ers have to cut prices at this time 
of year”. . “How does the big-hearted 
Dr. Steelman propose that we collect 


month are these... 


the increase in price from customers” 

. Gas competition is growing in our 
market and there will be no oil re- 
strictions other than curtailment due 
to gas”. . “Our margin increase was 
.15¢; it should have been at least .40¢” 

OPS granted .65¢ to the whole- 
saler and .15¢ to the retailer but the 
major companies took the full .80¢ 
in our market (Edit. note: Present 
interpretation of the order by OPS 
says that the .15¢ goes to the retailer 
only if he operates his own bulk 
plant) .” 


\/ 
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Paul B. Caldwell has been appointed 
assistant to the marketing vice-presi- 
dent, Shell Oil Co., New York 29, 
N. Y. His specific duties 
in further development of the firm’s 
program in the jobber and distributor 


will be to aid 


fields. Caldwell formerly was manager 


for Shell at Duluth, Minn. 
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